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Three Dollars a Year 
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rdware Age 


Founded 1855 einen 





BOSS 


household word 
out the Nation 


Year after year Boss Oven and Oil-Air Stove 
National Advertising has been directed through ian) Ss S 
leading magazines and farm journals to mil- 


lions of readers in the town and rural markets. OV E N S d ; 
and te 


O!L AIR STOVES 


Write for a 1929 catalog and prices of the most 
complete line. 


THE HUENEFELD .COMPANY 
56 Years of Service Cincinnati, Ohio 


Huenefeld built the original glass door oven! 
More than 3,000,000 sold 


Stocked by Leading Jobbers 
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For your protection, every piece’ of 
1847 Rocers Bros. Silverplate is 
stamped with the full trade mark.. 
**1847 Rocers Bros.*” 


ON THE TABLES OF AMERICA’S FIRST FAMILIES SINCE 


Pree 
IN A NAMEP 


Everything...in the silverware business. 
Our name, for instance, is beset by many 
similar sounding names. Hence this 
smashing nation-wide broadcast of the 
1847 Rocers Bros. name. Setting it 
apart. Identifying it in the public mind 
beyond all chance for confusion, in addi- 
tion to selling the merit of the ware. 
Such a campaign isn’t merely general 
publicity... it’s action advertising that 
showsa strong reaction on your silver sales. 





LEGACY...the New Pattern 


Salad Fork (illustrated) 6 for $ 7.50 
Pegieceett =. ws tt RES 
34-piece set (Pieces of 8) . . 36.85 

3-piece teaset . . . . . 65.00 


Also in Argosy, Ambassador, Ancestral and 
Anniversary patterns 


‘1847 ROGERS BROS: - 


SILVER PLATE 





GENERAL OFFICES: 


MERIDEN, CONNECTICUT SALESROOMS: NEW YORK . CHICAGO . SAN FRANCISCO 


CANADA: INTERNATIONAL SILVER COMPANY OF CANADA, LIMITED, HAMILTON, ONT 





HARDWARE AGE, published weekly by the IRON AGE PUBLISHING (CO., 239 West 39th Street, New York, N 
under the Act of March 38, 1879. 


class matter May 22, 1913, at the Post Office at New York, 


25c. each. Vol. 





23, No. 2 


¥. ¥., U. S. A. Entered as second 
(Printed in U. S. A.) $3.00 per year. Single copies 
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Three Generations 
of Mechanics 


have acknowledged the superiority of Vaughan 
Tools, which have never stood on their reputation 
but have constantly been improved, and today, as 
for 60 years past, represent the highest achieve- 
ment of the tool makers art. For example— 


VAUGHAN’S 
VANADIUM HAMMER 


drop forged from a solid bar of alloy tool steel, and heat 
treated by a special process which gives the hammer tre- 
mendous strength and endurance. Withstands hardest 
usage and makes a lifetime friend of every purchaser. 
Patented expansion handle wedge adds 900 Ibs. pulling 
resistance. Graceful—easy on the hand. A bigger profit 
to the dealer—a bigger value to the customer. Made in 
10, 13, 16 and 20 oz. weights. 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


Hakers or Fine Toots 
4 Carroll Ave.~ ~ Chicago. Ill. U.S.A. 












Vaughan’s 
Catalog 
is a compendium of 


information on the 
tools it covers. 





















A little ball of wax 
always handy. 
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ARK REGISTERED 


Crise: 
aff NESCC 


@ my: 


“The stove with a brain” *, 





OR 1929, Nesco offers the greatest de- 


velopment ever made in gasoline stoves 


-the first and only stove with Saftematic 
(@rniteai & 


See the amazing features of this new and 


finer stove. It cannot be flooded. Even it 


generator and burner valves are opened 


tuel supply valve will not operate until 


generator is sufficiently heated — automa- 


tically turns off fuel supply if generator 


flame is accidentally extinguished — truly 


“The Stove with a Brain’. 


But that’s not all! An Authorized Dealer 





NATIONAI 
13 Twelfth Street 
Factories and Branches: Milw 


ENAMELING 


iuKe€ 


New York Baltimore 


Chicago, New Orleans, Laurel Hill, I I 


The stove a thou- 

sand people tried 

to flood and failed. 
Read why. 


in 


Franchise is available to one dealer in each 
community. You can make your store head- 
quarters for the Nesco Saftematic Gasoline 
Stove. Each sale will be yours. Customers 


will come to your store. 


A powerful campaign in the Country Gentle- 
man, starting with a double-page two-color 
advertisement in the early spring, will tell 
Peromucelitoemelamvelliamucleitenttiella me lorelelamattts 
erteriamaesetelaaitl mer arlimer tie) tls cehaae 

(eroaatiimetoe vil ne mati easirla ele) tne) eleleaathr 


|Waantreesl me velte) ler leveltladatamettlantelarcae 


Wire or 


ity. 


Dealer Franchise. write today. 


AND STAMPING CO., Inc. 
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Granite City 
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GASOLINE 
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THEY SEE IT ANDSAY: 






“| WANT ONE OF THOSE 
POCKET LEVELS, TOO” 


“Plus Sales” they call them in the 
drug stores, when a customer who 
comes in for one item is led to buy 


other goods which are displayed on the | 


counter or suggested by the salesman. 
The Disston Featherweight Pocket 


Level Counter Display Card, in colors | 


(shown below), will make “plus sales” 
for the hardware merchant. Most men 
will look at it. Many will buy. And 
you ring up $1.25 for every one of 
these easy sales. 


The display card comes to you as a 
part of the Disston Featherweight 
Pocket Level Unit No. A-10, which 
consists of six levels—five in individ- 
ual boxes and the sixth mounted on 
the colored card, with easel back, 
which you see illustrated here: 





The card tells your customers these 


facts about this 9-inch, 2-ounce, lightest | 


and handiest of all pocket levels: 


“Accurate, Dependable. Easy to read in any 
position. 

“Convenient—An all-aluminum alloy level that 
weighs only 2 ounces. Can be carried in pocket. 
Takes little space in the tool kit. 

“Accurate—A quick-registering accurate tool 
with level glass and two plumb glasses. Proved. 
Permanently marked with etched lines. 

“Durable—Made of the same aluminum alloy 
used in airplane construction. Very light, but 
strong. Will not rust or corrode. 

“Mr. Mechenic—You will like using this new 
level. It is different. On practically every job 
you will appreciate its lightness and size. 

“Mr. Handy Man—You will find uses around 
the house for this handy level. Use it for 
leveling shelves, the clock, piano, tables, stoves, 
etc.” 


The coupon will bring you more facts 
about this level that sells so well. 





Henry Disston & Sons, Inc., 
Dept. 1, Philadelphia, U. S. A. 


: Please send me, without obliga- 
i tion, information on your new 
Featherweight Pocket Level Unit 
No. A-10. 





RSE: cena ne a eee 
City & State ............... SORES ie 


bewwwecccccns. 












PUT THIS CASE 
“ON YOUR COUNTER 


The front of this metal case sells 
| Saw Files for you; in the back of the 
| case you keep your stock of the NEW 
AND BETTER Diisston Special 
Extra-Slim Blunt Saw Files: 

Y% dozen...... 5-inch re 6-inch 
2 dozen..... 5%-inch % dozen....... 7-inch 
—the four sizes that you need, and 
none that you don’t. Just enough of 
each for quick turnover at a nice profit. 


See how neatly 
you keep your stock 

in the back of the 
Disston Saw File Unit. 


The display case costs you nothing. 
You buy the files only. Order from 
pa jobber the “Disston File Display 

nit.” 


These new files are special files—spe- | 


cial cut, plenty of bite, cut smoothly, 

and last. Extra slim, so user can see 

the file cutting. Blunt, for a level, uni- 

form stroke. Parallel sides, no taper. 
| Your customers will come back for 
| more, after they use them once! 


Henry Disston & Sons, Inc., 
Dept. 1, Philadelphia, U. S. A. 
Please send me, without obliga- | 

tion, information on your new file } 

unit containing six dozen assorted : 
files and free display stand and stock 
container. 


City & State . 





| 
| 
| 
| 


NEW DISSTON SAWS 
GIVE YOU NEW 
SELLING FEATURES 


1 








Lighter Blades 
—for easier cutting 
2—Narrower Blades 
—save strength 
True-Taper Grind 
—for faster cutting 
4—Thin, yet Stiff 
—for true running 





3 





| —give better balance 


5—New Handles 


6—Disston Steel 
—stays sharp longer 











“Go to the hardware store and see 
the new Disston Hand Saws,” we are 
telling the carpenters in Disston adver- 
tising. » 

“How light these new saws are! 

“Less weight to push. Less work for 
you. Easier cutting. Faster cutting. 
Truer running. 

“Thinner blades, the goal of saw 
makers for centuriés, first achieved by 
Disston. 

“Made possible only by Disston Steel 
which stays stiff when ground thin. 

“The thinner a blade ts, if it is stifi 
the better it cuts and the easter it 1 
to use. 

“Never until now could you get 
blades so thin, so stiff, so light . 





| “The new Disston Hand Saws will 
run with less set . . . cut faster. . . 
cut easier . . . stay sharp longer, than 
any other hand saws ever made. They 
have better clearance, better balance, 
better steel, better temper, and will 
| give you better service.” 
Display the new Disston Hand Saws, 
tell your customers why they are so 
good, and watch your sales increase. 





i D-8 
$s Lightweight 
attern 


Regular 
Pattern ies 


| 


Regular Pattern (Standard Width) Saws in 
the new Disston Line are D-115, D-12, D-16, 
D-8, D-7, D-112, D-17 and D-120. 

Lightweight (Ship Pattern) Saws in the new 
Disston Line are D-15, D-12, D-23, D-20, 
D-16, D-8 and D-7. 


Published by HENRY DISSTON & SONS, INC., Makers of ‘The Saw Most Carpenters’Use,"” PHILADELPHIA, U.S. A. Canadian Factory, Toronto 








HARDWARE AGE for JANUARY I0, 1929 





Standardize on 











S. Poultry Fence 


‘Then Watch 








Not 


Two-inch Mesh 


One-inch Mesh 


‘ the guess out of Poultry Netting Sales! 
Cut down your inventory! 
Increase sales and profits! 


Standardize on U. S. Poultry Fence---the orig- 
inal straight line netting! 


U. S. Poultry Fence is the only netting on the 
market today which fulfills every requirement 
and meets every demand of all buyers. 


Dealers everywhere find it easier to stock and 
handle; easier to sell. Its neat, compact rolls 
occupy about one-third less space than the 
average. It rolls out flat like carpet; cuts 
quickly, easily and without waste. 


NOTE: U. S. Poultry Fence is sold only through the regular 

wholesale and retail trade. If you are not familiar with the 

- n and construction of this superior netting, let us send you 
REE a miniature sample roll. Please address, Dept. HA, 


Indiana Steel & Wire Co., 
Muncie, Indiana 





“She Wetting Shat Stands 





Grow: / 


Its superiority discourages price competition, 
creates more sales, earns substantial profits. 


Each year more and more dealers sell U. S. 
Poultry Fence exclusively. They have found 
they can reduce inventories, do a greater vol- 
ume, and build permanent repeat business by 
concentrating on this fast-moving line. 











You, too, can increase sales by 
standardizing on U. S. Poultry 
Fence. Try it this 
year and watch 
your profits grow! 


All 
Standard 
Heights 
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| Your Profits 
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PLUME 


“Trading Up” Unit 
overcomes 


CHAIN STORE 
COMPETITION 


It demonstrates your 
knowledge of values 
and service 


them with better tools, throws sales to the cheap lines 
and loses money for you. 


( y them wi cheap tools to customers, without comparing 


Use your knowledge of values and service to sell quality tools! 
Give your customers a chance to compare values. Give them 
an opportunity to “trade up” on their tool purchases. 


People are constantly grading up their purchases. It is human 


nature to compare and select the better article — whether it be 
motor car, hat, clothing . .. or hardware. 

Plumb’s job, as a quality tool maker, is to help you increase 
your sales of standard quality brands,—of high-grade, profit- 
bearing items which increase your dollar profits. 

The new Plumb “Trading Up” Unit is designed to do this. 
One dozen Plumb Nail Hammers of four different price 
ranges, packed in a single carton, with a counter display which 
holds a hammer of each grade. 

The very contrast of the actual tools, the convincing “reasons 
why” given on the display—steer the majority of sales to the 
quality items. It “trades up” your entire hammer business. 
Prove this yourself. Order “Trading Up” Unit No. 1. Dis- 
play the Silent Salesman on your counter or display table, 
and check all sales to see if your volume is not going to the 
higher-grade hammers. 

This “Trading Up” unit is offered through legiti- 
mate jobbers to legitimate dealers. Plumb does not 
sell to catalog houses or chain stores. Order from 
your jobber today, or clip and mail us the coupon. 


PLUMB 


DOUBLE LIFE 


Hammers Ratchets 
Files Sledges Axes 









eS HAMMERS ~ 










PLUMB 








4 yA fit every need and every purse 
Aad ag vi ne laats bby to time 


rr Autograf | BL Ty B 
' For all tool lovers. F 
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ky prized 





Will be your: m 
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Fon Ro st PLUM Ve. 145 
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The PLUMB 
“Trading Up” Unit 


a contains 
bal , ; ROT es " a 






. 2 PLUMB Autograph 






4, PLUMB Advertised Brand 









2 PLUMB Phila. Tool Co. Brand 


4. PLUMB Phila. Tool Co. Brand 
1 Doz. Hammers — Selling Price 
Dealer Cost 


Display Stand 


Se ee ee SS ee ee ee 


FAYETTE R. PLUMB, Inc., Phila., U.S. A. 
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LEE no 1129 
for light wor 
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Retail Price 


$2.00 


each 


$150 


each 


$100 each 


Send me, through the following jobber, one Plumb ‘‘Trading Up” 
Unit containing one dozen Plumb Hammers. Price $10.00. Display 


Stand to be included free. 


Ce 
Jobber’s Name 
Jobber’s Address. 
HA 


1 
i 
1 
i] 
1 
: |, Se piheieg Dee 
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“TT want some chicken fence,” said the farmer. “I 
want some fence that’ll keep ’em in their 
own yard and out of the seed beds. Ed Jenkins 
bought some o’this one-inch spaced Chictite 
fence last year. You Got Any Now?”’ 


Ed Jenkins may have told him about Pittsburgh Chictite, or he may have 
learned about it from our advertising which repeatedly goes into his home. 
Anyhow, he knows what @hictite Fence is and he wants it. Can he get it 
at your store? “YOU GOT ANY NOW?” 


Pilisburgh Chictile 


The hinge-joint Super-Zinced, full gauge wire 
fence that is more economical than poultry 
netting. It has the Pittsburgh one-inch spacing 
at the bottom to keep in the smallest chicks. 
Made and guaranteed by the largest independ- 
ent manufacturers of wire products in America. 





(Pittsburgh Steel Co.) 





Pittsburgh W Pennsylvania 


New York Chicago San Francisco 
Memphis Detroit Dallas 
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The Rebirth of the Pure 


Iron Cut Nail 


Back in 1765 houses were built to last. The 
best lumber was used and put loge ther with 
pure iron nails. These nails, “puddled” by 
the old process, have resisted rust and still 
last. (Nail shown at left was taken from a 
150 year old house in Wareham, Mass.) 


Now there is a new nail as strong and rust- 
resisting as the old one. This Rebirth of the 
Pure Iron Cut Nail has been accomplished 
by the hundred year old Tremont Nail Com- 
pany. Government tests prove that cut nails 
have 72 % more holding power than wire nails. 


Armeo Ingot 
Iron 


. The stock from which these new, 
rust-resisting nails are cut is the 
famous ARMCO Ingot Iron. The 
uniting of the TREMONT and the 
ARMCO trade marks is your guar- 
antee of high quality. (Example of 
TREMONT-ARMCO cut shingle nail 


1765 is shown at the right.) Today 


Packed in 
Five-Pound Canvas Bags 


To make it more convenient for you to handle 
these new nails, we are packing them in five- 
pound canvas bags. This eliminates waste and 
time lost in weighing and wrapping. The bags 
are packed in hundred pound kegs in which 
they are shipped from our factory. Shipments 
may also be made in bulk hundred pound kegs. 























Shingle Nails Roofing Nails Boat Nails 
Clapboard Nails Special Nails Spikes 


TREMONT NAIL COMPANY 


Wareham, Mass. 





S : TREMONT NAIL COMPANY, Wareham, Mass. 
“\' Please send me absolutely FREE a sample bag of. 


>. ~ 3 
¥ & % : Or BETTER A trial quantity of kegs of _ nails. 

2 *y SS : My name is =i nae rae tee : 

e* : Address 

oe : 


nails. 





Jobber’s Name —— 
Address aoe 














10 


HARDWARE AGE for JANUARY 10, 1929 








Something 


Never 
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Standardized Re-Sale Prices 


and Uniform Cost Prices on 
Farm, Field and Poultry Fences 


To insure our dealers making the 
fair profit on fence sales to which 
they are entitled — “Red Brand” 
fence is now being sold to all 
dealers at uniform prices — to be 
re-sold at not less than the re- 
cently established standard retail 
prices. The advantages to you 


are many: 
qd) 


Between our standard re-sale price 
and the carload delivered cost price 
there is a profit on cost of from 22 
to 3344%. These profits on costs are 
no more than what you should have 
—yet are enough to make fence an 
attractive part of your business, as 
fence requires no repair expense, 
valuable shelf space, light or heat 


costs, etc. 


@) 


“Red Brand” fence should no longer 
be used by any dealer as a special- 
sale item, price-leader or bait. “Red 
Brand” is worth the full amount 


_asked. Maintenance of our re-sale 


prices will stop competitive price 
cutting. You, and your neighboring 
dealers, will all profit. 


S 


Your fence sales will increase—not 
alone because the fair profit will 
justify your sales efforts, but be- 
cause a standard re-sale price will 
place a definite value on “Red 
Brand” that will increase its worth 
and appreciation in the mind of the 
purchaser, and sostimulate demand. 
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Before Attempted 








ce Indus 
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This company was first to improve fence quality 
through its patented “Galvannealed” rust-resist- 
ing process. It is now first to initiate a plan for 
protecting its dealers on bothcostand selling price. 

Our standardized re-sale price plan is already 
a proved success. Its use, in certain states, for 
the past two years, has resulted in increasing 
dealer fence sales and profit margins. Because 
of this, we have now adopted it for all territories 
so that all “Red Brand” dealers can share alike. 

You are further entitled to this fair margin of 
profit, because, in selling your customers on the 
increased earnings which they can make by 
properly fencing their farms, you are helping 
them to make a great deal more money by in- 
creasing the fertility of their land and saving of 
labor and waste. 

Recent court decisions have declared that a 
manufacturer has a legal right to suggest prices 
at which his Trade Marked product shall be 
sold, and to refuse to sell such products to a cus- 
tomer who fails to observe these suggested re- 
sale prices. For our part, we wish to make it 
plain that we regard aggressive price cutting on 
our special mari:ed fencing as an unfriendly act, 
and a detriment to our business; and in protec- 
tion of our interests, and of other dealers hand- 
ling our fence, shall reserve our legal right to re- 
fuse to sell our fence to any dealer who sells it 
at a price lower than we have suggested. 

We shall do this at our own discretion, acting 
upon information which will come to us from 
our own salesmen, and not upon the advice or 
solicitation of others. Within the limitations of 
the law, as now interpreted by the court, we 
shall continue to do all in our power to maintain 
these fair and reasonable prices on our fence. 

Loyal “Red Brand” dealers will uphold our 
standardized re-sale prices to gain and hold the 
trade of their customers, the co-operation of 
their competitors, the respect of their associates. 


Every Keystone Steel & Wire Company dealer 
now has a list of standard re-sale prices on 
“Red Brand” fence. Each dealer has the uniform 
discount sheet. This plan is already under way 
toward moresatisfactory profits for “Red Brand” 
dealers. 


Keystone Steel & Wire Company 
Peorta, Illinois 


“Red Brand” is not just fence. It is a product 
so worthy as to carry out into the world the 
good name Keystone in the form of the “Red 
Brand”(topwire) so all may knowit at a glance. 


Always look 


(0) om dats) 


Red Brand 


(top wire) 
“emesis i 


fe ti 
shad bette 
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Made in Stiff Stay or Hinge Joint Styles 
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Hangs Straight and Tight 
Without Top or Bottom 
Support 


Strength and Beauty Combined Both Wires are of the Same Gauge 


In this fence we have combined strength with The wire is made from best Open Hearth Steel 
beauty in a practical manner. It is the most in our own plant by skilled workmen who con- 


rigid and durable poultry fence possible. trol every operation from raw material to fin- 
ished product. 


The new combination of mesh and gauge wire Both Horizontal and Perpendicular wires are of 
is reinforced so securely that it insures a sagless the same full gauge with enough wave in the 
fence requiring no rail support at top or bottom. former to allow for contraction or expansion. 


The Twist Cannot be Opened by Unwinding with Pliers 


The twist is complete and stays put—it cannot be opened by unwinding 
with pliers. 


Galvanized before.or after weaving. Put up in bales of 150 lin. ft., 2” 
mesh, in No. 19 or No. 20 gauge, 1” mesh in No. 20 gauge wire, in six 
inch widths from 12 to 72”. Backed by 50 years of experience. 


No dealer can sell a more satisfactory poultry fence. 


Our Other Products Include: 
Hexagon Poultry Netting Cortland Black Enameled 


Graywick 
Graduated Poultry Netting White Metal Finish 
Galvanized Hardware Cloth Wickwire Premier 
and the following brands Wickwire Bronze 


of Screen Wire Cloth Wickwire Copper 
Miscellaneous Wire Nails and Brads, put up in 4%, % and 1 Ib. packages, 25 and 50 Ib. boxes. 


Write your Jobber for Full Information and Prices Lies 
flat 
without 
waves 
when 


bale 





unrolled 
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Tools that Promote Good Will 


Wherever he went Abraham Lincoln preached the 
doctrine of good will. 


Wherever Union Hardware Tools go they create 
good will. Their quality always asserts itself— 
makes friends and holds them. 


Dealers everywhere have recognized the sales pos- 
sibilities of the Union Hardware Line which in- 
cludes Screw Drivers, Chisels, Nail Pullers, Mitre 
Boxes and kindred tools all made to give equally 
satisfactory service. 











HARDWARE COMPANY 


Reg. U. S. Pat. Off. 


UNION HARDWARE 
SCREW DRIVERS 


—__—_ 


Regular 


cD 


Cabinet 


—— 


Electrician 


Machinist 











UNION 
HARDWARE 
CHISELS 


No. 1210 
6%” to 7” Long 
Tang Turning Tool 











If you are not already handling this line why not 
do so and let these popular priced tools build good 
will in your locality. 


But Union Hardware Tools do more than build 
good will—they increase sales because they win 
the confidence of every tool buyer. 


Your Jobber will supply you. If not, write to us 
and we will refer you to the nearest Jobber who 
will. 


Send for Catalog. 


(HARDWARE COMPANY) 
Reg. U. S. Pat. Off. 
TORRINGTON, CONN. 


New York Office 151 Chambers St. 
Established 1854 Incorporated 1864 
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INTRODUCTORY 





100% Pro 


fit Offer 





Expires Apr 


il 30,1929 





ON BETTY BRIGHT POLISH 








BETTY BRIGHT POLISH is a special 
new compound for restoring bril- 
liance to all varnish, lacquer, enamel 
and Duco finishes. National adver- 
tising assures easy sales for dealers 
who have it. Accept this special offer 
now. Call your jobber or communi- 
cate with our nearest office. Dept.19-k, 
Parker-Regan Corporation, 524 Su- 
perior Avenue, N.E., Cleveland, Ohio; 
593 Market St., San Francisco, Calif. 
Mfes. of Betty Bright Self-wringing Mops 





You buy1doz. 4 oz. sizeat . 
1 doz. 12 oz. size at 


Your TOTAL COST 


You get 1 doz. 4 oz. size. + + - FREE 


You sell 2 doz. 4 oz. 30 each 


1 doz. 12 oz. 
TOTAL RESALE . .- 
Your Cost . 


. $2.40 

- « 4.80 

& * « * 1.20 

- « 4620 

60 each . . 7.20 


ws « » 4 
—— oe 





Your 100% PROFIT 


7-20 





No quantity limit on this offer. You can buy as many as you like 
of these units — packed 2 doz. 4 oz. and 1 doz. 12 oz. to the case 
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The Marvel Shallow Well 


1. 
ze 





. Automatic lubrication. 
. Low price per gallon. 
. Capacities from 240 to 







A ESA linea pump: 
4 every pumping need. 


Many exclusive and su or 
4 Ws hag, ® conatestio features. _ 


, bs ractive prices, ‘a 
AB JEy_5 Precision manufa to 








reduce — on 
tenance costs. § - 


G Nearly early half a cen 
manufacturing ater oem 






Sectional construction. 
Fresh water attachment 
regularly included, 










600 gallons per hour. 
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FrantZ Straps and Tees 


Sell Easily 


Because They Cost No More 
Than Ordinary Hinges 
Examination reveals the heavy gauge 
steel, the clean-cut edges, the sag-less joints 
and smooth action of FrantZ Hinges—out- 
standing features quickly recognized by 


your trade. Sold either in attractive cartons 
or in bulk. Write for details and prices. 


HEAVY GAUGE STEEL 










Each size of FrantZ Strap and 
Tee Hinges is made of heavy 
gauge steel that was adopted 
as a standard only after it was 
found by actual testto be more 
than strong enough to assure 
long, satisfactory service. 


blanking 


amount ©) 


HARDWARE AGE for JANUARY 10, 1929 


The patented method ot 

vides an equal 
roll around the 

in for both parts of the 
Lares. The weight of the door 
is thus distributed evenly along 
the pin, insuring long wear. 













WILL NOT SAG 


Doors hung with FrantZ Strap 
and Tee Hinges will not sag. 
Both halves of the hinge not 
only fit together closely but 
are rolled smoothly and snugly 
around thepin. Thereisnogive 
nor play anywhere in the joint. 








CLEAN EDGES 


FrantZ Strapand Tee Hinges arecare- 
fully blanked by a patented method 
to correct sizes and with square, true 
edges. No roughness nor oily sur- 
faces will be found thatmake handling 
uncomfortable. The ends of the pins 
are riveted into smooth, round heads. 


Frantz Mfg. Co. 





COMPLETELY ROLLED 








CORRECT COUNTERSINKS 


The screw holes in FrantZ Strap and 
Tee Hinges are located to obtain the 
maximum anchorage from each screw. 
These holes are smoothly counter- 
sunk so that when the proper sized 
screws are used their heads will fit 
flush with the pad of the hinge. 


RED LABEL 


GUARANTEED 


BUILDERS 
HAROWARE 


RAN s/ Sterling, Illinois 








No Hardware Is Genuine FRANTZ QUALITY Without the Red Label 








Extra Heavy Tee Hinge 
No. 763 
With Loose Pin 








Light Strap Hinge 
No. 700 





Light Tee Hinge 
No. 704 





Fn 
eg 
eo 
a 
2% 
2 
4 
2 
4 


Pies Ree 
Lhe teleg aed 


LS GRE 


NRE 


Spa 











a 


phate 





é 


POT cD. aay 


es 





4 
; 


nie 








HARDWARE 


AGE for JANUARY 10, 1929 ce 17 














This is only eo of the 
home workshop equip- 
ment of J. G. Van 


Arsdale (he is one of 
the 350,000 men wi 
read Popular Science 
Monthly), who is 
shown at left with a 
taboret of his own 








sign. Note the equipment of saws, planes, chisels, bits, mitre box, etc., and electric 
saws cnd lathe in Mr. Van Arsdale’s shop. 


... answering your question: 
“Who today is my best customer 


for tools?” 


NTHUSIASTIC amateur mechan- 
ics take pride in their owner- 
ship of good tools. They know, and 
buy, the best. They buy more than 
most mechanics. They can afford to. 


Hundreds of thousands of such 
men depend on PopuLarR ScIENCE 
MonTux_y to help them in their 
choice and use of tools, hardware, 
paint, varnish, lacquers, etc. 

If you could step into their home 


workshops, you would get a new 
vision of today’s tool market...a 


market built by this magazine among 
prosperous handy men who work 
with tools for pleasure. 


One of these readers is J. G. Van 
Arsdale, Vice-president, Schwartz 
Belting Co., New York, who forgets 
the cares of business at his home 
woodworking bench, or at his lathe 
or electric saws. 


“T find Popular Science a ‘source 
book’ of ideas for my business of 
manufacturing belting and for my 
healthful recreation of making 
things with tools,” says Mr. Van 
Arsdale. 


To men who enjoy working with 
tools, Popular Science is more fas- 
cinating than any fiction magazine. 
Its “Home Workshop” department 
is their inspiration; its blueprints 
guide them in their use of tools. 

And the leading manufacturers 
of tools, paint, and hardware are 
helping you to sell better tools, and 
more tools and other products, by 
advertising to your best tool cus- 
tomers in PoPULAR SCIENCE 
MonrTRLY. 


See for yourself 


Read Popular Science Monthly. 
Realize what it is doing for you as 
a hardware merchant, and get your 
share of its 350,000 amateur mech- 
anics’ purchases of good tools and 
hardware. The coupon will bring 
you a copy of the magazine free. 


Readers of POPULAR SCIENCE MONTHLY are the hardware stores’ best customers. These manu- 
facturers know this. They are helping you by their advertising in POPULAR SCIENCE MONTHLY 


Boston Varnish Co. (Kyanize) ... . Boston, Mass. 
. B. & J. EB. Boic Toledo, Ohio 
Electro Magnetic Tool Co. . . Cicero, Ill. 
Detroit White Lead Works Detroit, Mich. 
Parks Woodworking Mach. Co., Cincinnati, Ohio 
South Bend Lathe Works South Bend, Ind. 
L. S. Starrett Company Athol, Mass. 
Rutland Fire Clay Co., Patching Plaster and 
No-tar-in-Roof Coating Rutland, Vt. 
Addison Leslie Co., Plastic Wood. Canton, Mass. 
Waco Tool Works Chicago, Ill. 
Nicholson File Company... Providence, R. I. 
Peck, Stow & Wilcox Co. Southington, Conn. 
Millers Falls ‘Company Millers Falls, Mass. 
The Carborundum Co. Niagara Falls, N. Y. 
Simonds Saw & Steel Co. . . Fitchburg, Mass. 
Trimont Mfg. Company ... Roxbury, Mass. 
Remington Arms Co., Inc. . .New York, N. Y. 


David Maydole Hammer Co. . . Norwich, N. Y. 
Up-To-Date Machine Works Chicago, Ill. 
Clemson Bros., Inc......... Middletown, N. Y. 


Jersey City, N. J. 
New Britain, Conn. 
Buffalo, N. Y. 
Springfield, Mass. 
Philadelphia, Pa. 
Philadelphia, Pa. 


Smooth-On Mfg. Co. 
The Stanley Works 

J. H. Williams & Co. 
Bemis & Call Co. 
Fayette R. Plumb, Inc. 
North Bros. Mfg. Co. 


Clayton & Lambert Mfg. Co. Detroit, Mich. 
Champion Spark Plug Co. Toledo, Ohio 
Moline Pressed Steel Co. E. Moline, Ill. 


Milwaukee, Wis. 
Stamford, Conn. 
Providence, R, I. 

Towson, Md. 


Delta Specialty Co. 
Yale & Towne Mfg. Co. 
Brown & Sharpe Mfg. Co. 
Black & Decker Mfg. Co. 
American Screw Co. Providence, R. I. 
Apco-Mossberg Corp. . Attleboro, Mass. 
Bridgeport Hdwe. Mfg. Co. . Bridgeport, Conn. 
Lockwood Motor Co. Jackson, Mich. 
Russia Cement Co. (Le Page’s Glue) 

Gloucester, Mass. 
National Elec. Products Co.. New York, N. Y. 


Every tool product advertised in Popular Science is guaranteed, after rigorous tests and approval, 
by the POPULAR SCIENCE Institute of Standards. 





MONTHLY 


Popular Science 


Ar-Con Tool Co. Toledo, Ohio 
Billings & Spencer. Co. Hartford, Conn. 
Midland Appliance Corporation, . Chicago, Ill. 


Syracuse, N. Y 
New York, N. Y. 
Chicago, Ill. 
Dayton, Ohio 
Greenfield, Mass. 
Los Angeles, Cal. 
Greenfield, Mass. 
Indianapolis, Ind. 


Porter Cable Machine Co. 
United Elec. Motor Co. 

J. D. Wallace & Co. 

H. Gerstner & Sons 
Greenfield Tap & Die Corp. 
Plomb Tool Co... . 

Goodell -Pratt Co. 

E. C. Atkins & Co., Inc. 


Popular Science Monthly, 
242 Fourth Avenue, 
New York 

All right, send me a 
free copy of Popular 
Science Monthly. I’d like 
toknowmore about“who 
is my best customer?” 
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This Year 


a Million of these Hardware Age 
e time they save 


than a Quarter of 
ho appreciate th 


used by dealers W 
insure in taking inventory. 


Each year more 
Inventory Sheets are 
and the accuracy they 
them because they 


Dealers like 
ified form—simple, 


Notice the simp 
deductions and 


sheet is 16 x 10% 
paper which stands rough handling ; 
on the eyes- Plenty of room for every ite 


Thousands of dealers use these sheets, 
of dealers are adopting them. Price, 75 sheets, $1.00 


$1.30. Order Now! 
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Actual , > 
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How to expand YOUR 
Wire Cloth Market for 1929 


How to Expand Your 
Wire Cloth Market for 1929 





Baeeean 
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N THE boundaries of the 

United States, there are ap- 
proximately 23,000,000 homes. 
Large surveys of different ter- 
ritories indicate that 5 out of 
7 of these homes need repairs 
of some sort . . . those repairs 
very frequently include new 
screening at windows and 


wa. 
auavawen 
Warvaaws 
ae. 


With that big field still to be 
“sold”, the New York Wire 
Cloth Company plans to help 
its dealers to a better share of 
this business. Its plan starts with 
the very products themselves— 
adding a feature that will be a 
big advantage in selling more 
screen cloth. An outline of this 
plan is on the next page. 


Liberty Antique Bronze 


Opal heavily zinc-coated 
wire cloth with white | 
to prevent discoloring in 
handling. 


—Highest quality bronze 
wire cloth; with a dark 
rich antique finish. Lac 


Liberty Golden Bronze — The 
highest grade bronze wire 
cloth; with a bright rich gold quered. 
finish. Lacquered. : 
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From now on, every 


Reinforced Selvage fer7" ore 


manufactured and sold by the New York Wire Cloth Company 
will have a special reinforcement at the selvage. 


This is a double wire which gives much added strength to that 

part of the screen where the strain is heaviest. It means new 

and longer life to the screen; something for you to talk about 
Note the ania 


in selling this famous wire cloth. 


Reinforced There’s something new to put on your counter! 
Selvage here National Advertising 727°"*,‘h 


months, a fine series of advertisements directed to the home 
owner, will be run in leading “home” magazines. 



















These messages will stress the superiority of a reinforced selv- 
age—what it represents in economy, longer protection, freedom 
from repair worry. 

There’s something real to put your 1929 sales effort behind— 
something to tie up to; something that will build more busi- 
ness and added good-will for you! 


oo | H ] To carry the impetus of new talking 
ales e ps points and national advertising, right 
from you to your customers, are a number of “sales helps” 
which are designed to make your store headquarters for the best 
wire cloth. 
Here is a beautiful, colorful, appealing window card stressing 
the reinforced idea. Here are leaflets and folders to be put into 
home-owners’ hands recounting the necessity for screening with 
. reinforced screens. 
There’s something more to sell your name and to keep the cash 
register singing! 


But ask your jobber’s salesman further about 
these 3 important developments . . . or write 





THE NEW YORK WIRE CLOTH COMPANY 


342 MADISON AVENUE, NEW YORK 
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In 1928... 


Advertisers bought more space in 
HARDWARE AGE 
than in the three other 
National Hardware Publications 


combined 


The overwhelming choice of advertisers in the hardware 
field is HARDWARE AGE. Year after year it main- 


tains a substantial lead in 
—number of advertisers 
—number of exclusive advertisers 


—number of advertising pages 


“A U-B-P Publication” 


HARDWARE AGE 
239 West 39th Street New York City 
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The new Duluth Equipped Store of Sullivan Freeman Hardware Co., Greenville, S. C. 


Synchronized Merchandising 


Store fixtures alone will not solve the built into the fixtures they will not bring 
merchandising problems every hard- results. 
ware merchant is facing today. 

Every part of the Duluth merchandising 


sce pray ep a | rhi at eat method is synchronized, or works in 
ut unless real merchandising quality is nison with every other part. 











When you put the Duluth merchandis- 
ing, method to work in your store, you 
place your store in a class with the most 
modern merchandising machines in this 
country. 


Start today to make your store more 


profitable in 1929. Write for Booklet 





LZ No. J29, giving complete information 
No. 516—“Duluth” Display Table complete with on how other merchants are making 
glass divisions dividing the top into forty-seven com- . . 
partments and with price ticket holders. Length their stores most profitable with Duluth 





seven feet. Finished in medium oak or 37 75 


mahogany color. Price f.o.b. Duluth...... 


DULUTH SHOW CASE CO. DULUTH, MINN. 


DULUTH 


STORE EQUIPMENT 


methods. No obligation. 

































BUSINESS ANALYSIS—STORE PLANNING — INSTALLATION—SAMPLING 
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Select Your 1929 © 


Brands with Care! 


Consumer Preference is a 
greater factor than ever before 


The most successful stores are those featuring well- 
known products. Leading “‘brand inames’”’ are firmly 
entrenched in the buyers’ minds. Your customers are con- 
vinced that these well-known brands offer maximum value 
and quality. To dispute this opinion is dangerous. To try 
to force less popular brands on your customers is to strike 


at their good will. 


Give your customers what they want—that’s the safe 
and profitable method. When home owners get 
ready to buy lawn fence, be prepared to offer them 
Cyclone “‘Red Tag’”’ Lawn Fence. It’s the fence they 
know, the fence they want to buy. Feature Cyclone 
“Red Tag” Lawn Fence during 1929 for a bigger 
fence business. 


You can also make money selling Cyclone “‘Com- 
plete Fence’’ for residential use. Furnished com- 
plete with fabric, posts, fittings, galvanized steel 
framework and gates. Estimates supplied covering 
materials only or complete erection service. Write 
for catalog. 


Cyclone “Red Tag”’ Wire Screen Cloth 
Easy to sell because it carries the prestige of the 
well-known “Red Tag” label. Standard Cyclone 
quality. Galvanized or painted black. 100 lineal 
feet to the roll. 





CYCLONE FENCE COMPANY 
Subsidiary of U. S. Steel Corp. 
MAIN OFFICES: WAUKEGAN, ILL. 


Works and Offices: North Chicago. Ill.; Greensburg, Ind.; Cleveland, Ohio; 
Newark, N. J.; Fort Worth, Texas; Tecumseh, Mich.; Oakland, Calif.; 
Portland, Oregon 


Pacific Coast Division: Standard Fence Co., Oakland, San Francisco and 
Los Angeles, Calif.; Portland, Oregon; Seattle, Washington. 


Direct Factory Branches in All Principal Cities 


(yclone pe? 09" 


Fence. Gates 
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“Crown” 
SPRINKLER 


ORIGINAL 
CLINCHER MENDER 


This attractive mA C Always depend- 
four-color display a able. Built for 
a SS ¢ 


box sells them 


Four series of clean-cut holes throw spray high and wide 
at four different angles. The results are: Largest possible 
area covered—Perfect distribution—Beautiful appearance: 


Top made of heavy brass—Bottom extra heavy 
brass or galvanized steel. Diameter 8% inches 


L. R. NELSON <&sc7 Mrc. Co., Inc. 


Peoria Vag Illinois 
Dynes 
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The Mark of Quality! 


Look for this New Brand on 
KEYSTONE 


COPPER STEEL 


a —, Mp) 


MERICAN )) 


co NY 
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Black and Galvanized 


SHEETS 


Made from Keystone Rust-resisting Copper Steel, unexcelled 
for roofing, siding, gutters, spouting, and construction work—and for culverts, 
vaults, flumes, tanks, and all similar uses requiring maximum resistance to rust. 




















When you buy Steel Sheets and Tin Plates workmen. This is important not only to 
produced in our great mills, you are secur- buyers and users of the well known stand- 
ing the combined excellence of good ma- ard products, but also sheets for particular 
terials and craftsmanship, wrought in by purposes—as in the automobile, electrical, 
the skill of conscientious and experienced enameling and similarly specialized fields. 


AMERICAN 


STEEL SHEETS /or Every Purpose 


Manufactured by 


American Sheet and Tin Plate Company 


SUBSIDIARY OF UNITED STATES STEEL CORPORATION 
GENERAL Orrices: Frick BuriLtp1nc, PirrspurGH, Pa. 








DISTRICT SALES OFFICES:—CuicaGo, CINC!NNATI Export Representatives—U. S. Steet Propucts Co., New York City 
Denver, Detrotr, New ORLEANS, New Y RK . Pacific Coast Reps.—U. 8. StERL Propucts Co., San Francisco 
PHILADELPHIA, PITTSBURGH, ST. Lous eons Los Angeles, Portland, Seattle, Honolulu 
—CONTRIBUTOR TO. —— 

SHEET STEEL 


TRADE EXTENSION COMMITTEE 
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| What’s selling... 
this Month 


ae 





IDEAL BRISTOL FLY-CASTING COMBINATION 


Write for the New Horton Catalog 


New models, new improvements, new designs 
and prices! Our new catalog will bring you 
right up to date on what’s newest and best 
in fishing tackle. Every dealer wants one. 
Write for yours now. 


wor Sé¥e ‘ 
: ? 


SY pure six " 
DE LUXE 


ENAMELED LINE 
DS. ge TEST 





Kingfisher De Luxe Enameled Line No. F 


The finest of enameled lines for fly-casting; 
heavily enameled; strong and remarkably supple 
and smooth of finish, No. F is 20 lb. test. 
Twenty-five yards in coil, 4 connected, 100 
yards in box. As advertised this month. 


Bristol No. 29 Steel Fly Rod 


A superior steel fly rod, finely made, delicately 
balanced, light in weight; steel snake guides and 
agate first guide and agate fly top; cork handle 
with locking reel band. Weight about 7 ounces. 
Length 8% feet. As advertised this month in 
fishing magazines. 





THREE SALES IN ONE! 


The Ideal Bristol Fly Casting Combina- 
tion of which we are making special an- 
nouncement in the fishing magazines this 
month, offers you a splendid opportunity 
to multiply sales. Your customers like 
combinations—specially “matched” equip- 
ment. They are actively interested in this 
one this month. Displaying it, as a com- 
bination both in your windows and in your 
store will attract business and enable you 
to make three sales instead of one with 
the same time and effort. 


Write and let us tell you all about it, giv- 
ing prices, etc., on this and the new Bait 
Casting Combination too. 


Meek Fly Reel No. 55 


A leading member of 
America’s most famous 
family of reels. Made of 
aluminum with tool-steel 
click gear and tool-steel 
click blocks. Spool post 
and bushing of finest bear- 
ing bronze. Very easy to 
take apart. As advertised 
this month. 








THE HORTON MANUFACTURING COMPANY 


BRISTOL, CONN. 
Pacific Coast Agents: Phil. B. Bekeart: Co., 717 Market St., San Francisco, Calif. 


A IGT HI LT SL TRAE NEN RE RRR ETE 


111 HORTON ST., 
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First' 
to Stabilization 


W’ AT FOSTER believe wholeheartedly in the idea 
that the least expensive way of distributing bolts 


and nuts and cap screws to the dealer and small con- 
sumer is through the jobber. 

We subscribe to the policy and pursue it with a 
definiteness of purpose that leaves no room for doubt 
in any direction. 

And this definiteness of purpose is so obviously manifest 
everywhere that it becomes a real first aid to stabili- 


zation in that it lets everybody “know where they 
are at’’ and besides it is otherwise fundamentally sound. 


That’s why we do it. 


THE FOSTER BOLT & NUT MANUFACTURING CO. 


Cleveland Chicago 
Union Ave. and East 72nd Street 6249 to 6265 West 65th Street 
Telephone BRoadway 0840 Telephone Hemlock 4484 











FOSIER +) 


Personal Service 











BOLTS“ NUTS 
CAPSCREWS 


in Big Business 
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Philadelphia 


SERIES “S" 
mower 


patents pending 






AR 


lighter... . . 





Easier-running . . 





Quieter..... 








Longer-wearing 


Trouble-proof . 








Needs oiling only. 
once a year... 
Dirt cannot get 
into bearings. . 








te 
i 


~  uet.@ 


m., 


Fk. oby chanee. vou are not 





fully informed about the new 





SERIES S” mowers 






> vour Tih intage to write for 


The trade knows it 


and lawn mower users 
soon. will know it 


OTHING approaching the new 
N Philadelphia SERIES “S” 

Lawn Mower is now on the 
market—nor will there be anything 
to compare with it during the com- 
ing season. Revolutionary improve- 
ments in lawn-mower design, 
construction and PERFORMANCE 
place SERIES “S” in a class by 
itself —BEYOND COMPETITION. 


Retailers know that. Since the first 
announcement of the SERIES «S” 
mower which appeared in this pub- 
lication last August, this mower has 
been the talk of the trade. Alert 
merchants immediately recognized 
the new sales opportunities pre- 
sented. At last, a mower of such 
OBVIOUS superiority that it readily 
could be sold to people who ordi- 
narily insist upon cheap mowers. 





it will Tye 


details right now. Maybe vou're 


erlooking an opportunity 


At last, a way out of the highly com- 
petitive, low-price field. 


AND NOW, lawn-mower users will 
learn about SERIES “S.” When they 
read the facts about this pressed- 
steel mower—the lightest, easiest- 
running, quietest, most efficient, 
longest-wearing and most trouble- 
proof mower ever built—they are 
bound to want it. And they can get 
it at only one place—the store which 
sells the Philadelphia line. No other 
store can offer anything that’s “just 
as good.” Nothing compares with it. 


It is our conviction that even those 
dealers whose enthusiasm prompted 
them to order what seems like a 
large supply will find that they have 
under-estimated public apprecia- 
tion of this new type of lawn mower. 


Philadelphia Lawn 


Mower 
4250 WISSAHICKON: AVENUE 
PHILADELPHIA. PA..U.$.A. 


o. Inc. 
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Philadelphia Lawn Mower Co., Inc. 
4250 Wissahickon Avenue 








Philadelphia, Pa. 


Please send me complete information about the new 
SERIES “S” mowers. Also, send your 1929 catalogue. 


G 

f 
& 

> / 1 Name........ setts 


iddress 
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MURALO 





























TRADE MARK REG, 





1 Bowl + 1 Knife + Cold Water 












PROCESS 


IN U.S. PAT. OFF. 








and MURALO Patchin g Plaster= 
Perfectly Repaired Cracked and 


Broken Plaster Walls 


ND not only do hardware merchants find Muralo Patching Plaster a ready 
seller because it is so easy to prepare and use ... but because it has so 


many uses. It is as valuable for repairing interior brick, concrete, stone or 
woodwork as for plaster walls and ceilings of every room. 


Painters, paperhangers, plumbers, electricians, all repairmen need Muralo 
Patching Plaster daily to repair damage and give the finished touch to their 
work. Home owners, too, prefer it because it won’t crack, crumble or shrink — 
and makes a perfect lasting repair even when used by the amateur. 











ok 


FOR REPAIRING INTERIOR 
WALL SURFACES 


(MURALO FZ 








TRADE MARK REG IN US PAT OFF 


PATCHING 
PLASTER 


—av——- 
READY FOR USE 
WHEN MIXED WITH 


GOLD WATER | 

















a) 



















a 
MANUPACTUREO BY 
THE MURALO COMPANY, Inc. 
m want Coatings Cou waren Paces ano ware Sizes 
NEW BRIGHTON, NEW YORK 








cw 














You will find it profitable to stock 
and feature Muralo Patching Plaster, not 
only for its substantial sale but for the 
goodwill it will broadcast for your store. 
The handy sized cartons of 2%, 5 
and 25 lbs. meet every customer’s 
requirements. 






Write Dept. J for Dealer 
Proposition and booklet. 











Manufactured by 


THE MURALO COMPANY, Inc. 


Founded 1894 


Specializing Exclusively in Decorative Wall Coatings, Cold Water Paints, Wall Sizes and Patching Plaster 


STATEN ISLAND, NEW YORK 
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Announcing 


4 Cuts the most intricate pat- 
terns with ease. 


Crescent blade design pro 
ides a perfect shearing angle /% 
along entire length of blade. | 


“SS —. 


Snips can be started in a 
half-inch drill hole. 


' 
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Cut 
NAIL 


Growing 
rong 


UT Nails are increasing in popular 








favor. It will pay you to be ready 
to supply this growing demand by carry- 
ing a good stock at all times of Belfont 
Cut Nails. 


Belfont Cut Nails are carefully made 
from quality steel. They are accurately 
cut and entirely satisfactory in every 
respect. Write for our attractive propo- 


sition. 


; “ a aa aa 
PRODUCTS 


Cut Nails 
Wire Nails 
Galvanized, Cement Coated 
and Blued Nails 
Barbed Wire 
Galvanized Wire 
‘ __ Annealed Wire 
Clothes Lines Steel Wire Ber een eta 
The rustless feature of Belfont Belfont Steel Wire, plain (bright), Clothes Line 
Galvanized Steel Clothes Lines galvanized or annealed, is furnished Belfont Handy Small 
make them big sellers. Furnished in in gauges from #8 to #18, in con- Diameter Coils 
50 and 100-foot lengths, packed in venient coils. Write for detailed 
attractive boxes or loose in barrels. information. 
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Cut shows inside 
of rifle barrel 
after using Peters 
Rustless. Note 
how clean it 
leaves the barrel. 


The secret of the Peters Priming Mix- 
ture formula is that it eliminates the salts 
which attract moisture and cause rust. For 
a long time the Peters laboratories have 

m at work to develop such a successful 
mixture, free from all harmful chemicals. 
At last we found it—tested and perfected 
it. The results are not an experiment. 
That stage has long since been passed. 
Peters Rustless positively will not rust, pit 
or corrode a barrel if used as specified. 

Outside a window at the Peters plant— 
where they have been alike exposed to 
all kinds and conditions of weather for 
more than a year—are two identical rifle 
barrels. Through one was shot several 
rounds of Peters Rustless. Through the 
other an equal amount of ordinary am- 
munition. The former barrel is still as 
bright and unblemished as when new; the 
other would scarcely permit the passage 
of a bullet—and certainly would rob any 
bullet of either speed or accuracy. Which 
only serves to prove, the great need of 
care and cleaning if firearms are to be 
preserved when using ammunition 
other than Peters Rustless. 





ust put the 
Gui away “. 


It wont even 





) need Cleaning. 


‘THOUSANDS of rounds may be 

shot using Peters Rustless ammu- 
nition and there is no need to give a 
thought to rifle, pistol or revolver--- 
the barrel won’t even need cleaning, 
provided it has first been cleaned 
thoroughly and if Peters Rustless is 
then used exclusively thereafter. These 
conditions are essential. 


The thing that governs the Rust/ess feature in 
Peters ammunition is the Priming Mixture—and 
the Peters formula, which has been developed 
exclusively in the Peters laboratories, has now 
been extended to include our entire line of 
metallics—yet at no increase in price. 





Not only is the entire Peters line of metallics 
with smokeless powder now built having the 
Rustless feature—but we have even added the 
Rustless Priming Mixture in .410 gauge loaded 
paper shells, primed with a battery cup primer. 
Only with smokeless powder is Rustless positive 
—then there must be a clean barrel to start with 
and not mix the ammunition. 


Dealers everywhere are preparing for a big de- 
mand for Peters Rustless this year. How is your 
stock? 

THE PETERS CARTRINGE COMPANY 

Dept. A 22 


New York Cincinnati, Ohio San Francisco 


Hinconmon 














/ 

































Sebbertart eet 


EE 











HARDWARE AGE for JANUARY I0, 1929 









































“Yes Son, Dad can buy 
you this one.” 


jee more children may have the thrill that comes with a delightful 

new plaything, and the glow of health that comes from romping in 
the sunshine. More fathers will give their children the playthings that 
they should have—playthings that appeal to children because they are 
really fun, that appeal to parents because they bring healthful out-of-door 
hours. Now more Mengel Playthings will be sold by dealers to a wider 
field of customers. 

This year the Mengel Company has increased its line of playthings and 
adapted their construction so that now Mengel Playthings are within the 
means of practically all parents. Fascinating new items have been added; 
economies in materials and construction have been carefully planned to 
wee a any loss in the durability and appearance of the playthings and. 

ave lowered the cost of many of the older items, placing them within 

fe elie Sow Toy Fal, reach of additional thousands of families. 
eee ee The new catalogue of Mengel Playthings will be sent upon request. 
a THE MENGEL CO. Incorporated, Toy Department, 1900 North iiidiec 


play in rooms 805 and 807 , } ‘ 
of the Hotel Breslin. Street, St. Louis, Missouri. 


NGEL Qlaythings 


JUST FOR 
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g ¢ aX “Beldvin 
Buiding, Philadelshis, Pa 


- and now, 
REDSKIN™ 





Meet “REDSKIN”’ 
—the new KoKo- 
Mo Skate built to 
sell at a low price. 
With the attrac- 
tive RED strap of 
genuine pigskin, 
this skate offers 
heretofore une- 
qualed opportuni- 
ties for store dis- 
play. And “RED- 
SKIN” material 
and construction 
are such as you 
had never dreamed 
of at a low price. 
A live one, man— 


a LIVE one! 


The BEST 


w-priced 
ER on 


KoKoMo 


Babel & rater, 
1507 S. Michigan Ave., 
Chicago, Il. 


Sete 
~ = Mui me 








“Meet Chieftai in 





Increase my sales 
AGAI N jn |{1Qo29.: 






| “CHIEFTAIN \\ 
©) Balloon 


Wheels \taon 
A real selling sensation last year. Now. with 
new improvements “Chieftain” promises to 
break all skate records in 1929! For here is an 
even finer KoKoMo “Chieftain’”—smoother, 
swifter, stronger, more handsome. 






A skate with wider sales appeal and supported 
by the biggest publicity program in KoKoMo 
history. Nothing has been taken away from 
“Chieftain” but much has been added. The 
same great skate—-IMPROVED! 


g the 
Coupon 


It will cost you but two 
cents to find out all 
about these two new 
skates that will DOU- 
BLE your sales in 1929. 
Shoot the — to us 
RIGHT NOW! 
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af Distinctly New 


NS 


\ se unique light with head 

=: piece weighing but 2 oz., 

is attached to a wide-web elastic band which can 
easily and quickly be adjusted to the user’s head, 
hatband or arm. When fastened on the head it 
throws its light wherever the wearer turns his 
eyes and leaves him both hands free. Current is 
supplied through a flexible cord connecting with 
the battery case containing long-life standard 3 
cell battery. This case slips into the user’s pocket 
or can be clipped to the edge of his pocket or 
belt. A great light for the sportsman, motorist, 
mechanic, farmer or doctor and one which meets 


a need no other type of light can fill. 


Admirably adapted to the use of 
bandsmen for night marching and 


outdoor concerts. 
Diffused Light (B-1030). 
Also made as Focussing 


\ Light (B-1430). 


ee 


NS 


a 


Flashlight Idea 


with a wealth of 
practical uses 





ARNEY & BERRY is not offering the trade merely 
‘another line of flashlights and batteries”’ but a 
line of unique designs — lights that will really attract 
the attention of your customers and styles that cover 
ever new needs and uses. National advertising, started 
Jast year, has brought a vast number of inquiries— 
many of them coming from territories in which we, as 
yet, have no dealers. There is still opportunity for you 
to get in on the ground floor. Write for details. Also 
ask about the Barney and Berry Wonderlite—a long- 
life novelty flashlight with cases enameled in attractive 
colors and sold at an attractive price. Ask about our 
radio batteries, too. 


BARNEY & BERRY, Inc. 

NEW HAVEN, CONN. U.S.A. 
Ice and Roller Skates Flashlights and Batteries 
Fishing Tackle, Tools and Walden Cutlery 
It turns with 
the head 
and tilts at 
any angle. 





WESTERN’S deadly accurate Lubaloy 
Cartridges do more than prevent 
rust, pitting and corrosion. They 
also Prevent Leading of the Bore! 


Lubaloy is a lubricating alloy that 
gives this Extra Protection... It 
lengthens the life of the gun and 
insures its accuracy. 

Sell WESTERN ammunition. It will 
mean more sales .,. . and larger 
ammunition profits! 





(LUBRICATING ALLOY ) 























, wWibAloOwy Cartridges 


have Revolutionized 
its Ta tare lire Business 


~ parst as 


Only Western Lubaloy Cartridges Have All of Thes@it Big Sales Features 


Always in the lead in ammunition develop- 
ment, Western has stepped even farther ahead 
by producing a complete line of Rifle and Re- 
volver cartridges that provide extra protection 
for the gun. Lubaloy cartridges are not only 
NonCorrosive, but they also prevent Lead- 
ing, the destroyer of accuracy. 


Lubaloy .22's are Non-Corrosive—Non- 


and 


a 


Super-Police cartridges with terrify Btop- 
ping power, the Lubaloy Marksman@™ L. R.., 
and the straight-shooting Lubaloysa2 Short. 


Western Lubaloy cartridgeg@ffave revolu- 
tionized the cartridge businega@jfist as Super-X 
and Xpert shells replaced me older types of 
shotgun loads. Super-Xgwwith its Short Shot 
String and 15 to 20 ygrds greater effective 


Leading—Remarkably Accu- 
rate—Smokeless—and Grease- 
less, too. They keep the shoot- 
er's hands and pockets clean. 
Lint will not stick to them and 
get into the gun. The Lubaloy 
coating makes them gleam like 
“Bullets of Gold!” 


By centering our entire efforts 
on producing ammunition 
we have given the shooting 
world many important and ex- 


clusive Western developments, 
such as the deadly Lubaloy 
Open-point Expanding and 
Boat-tail bullets, the Lubaloy 
.38 Super-Police and .38 Special 


- NON-FOULING. 


(NonCorrosive Primer.) 


- LUBALOY Bullets. 


Prevent Leading. Provide 
Extra Protection for the 
Bore. Preserve its Accu- 
racy. 


. SMOKELESS. 


4. WORLD-RECORD 


5. 


ACCURACY. 


GREASELESS 
rim-‘fre Cartridges. 


6. SELL ON SIGHT. 


Li "s .22 Gleam like 
4 of Gold.” 


range,@emains today the big- 
gest-g@lling shell of all. There is 
nosfiing like it for ducks or geese. 
Bqually popular is the hard-hit- 
ting Western Xpert shell for 
all-round shooting. A top-qual- 
ity shell at an attractive low 
price. 

Start 1929 right by selling 
Western exclusively! It will 
simplify your stock, tie up less 
capital and speed up turnover. 
You will make more money by 
selling more ammunition! 
There are Western jobbers 
everywhere. 


WESTERN CARTRIDGE COMPANY, 187 Hunter Ave., East Alton, Ill. 
Branch Offices: Hoboken, N. J.; San Francisco, Cal. 


Shells 


Replaced the Older lypes of Shotoun loads 
re) 
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Another Bull’s-eye ! 
The New “TARGET” 





















Level Wind Reel - - $3.00 


GENUINE Meisselbach Level Wind Reel that you can Line guide loop is Monel metal. Spool flanges, posts, seat, 

sell—and sell aplenty—at $3.00. The most reel for the level winding guard and handles are brass, nickel plated; i 
money that you or your trade can find. arbor is brass. End plates are Permo, as in the Bull’s-Eye 
Reel; black color only. Grips of hard, durable composition, 
white in color. Oil cap and click on left end plate. 
Quadruple multiplier, with line capacity 80 yards. 







This is the new junior brother of the great Meisselbach 
success, the Bull’s-Eye Level Wind No. 100, which retails at 
$5.00. Though low in price it is no bargain counter prod- 









uct. / If not the fine reel that the Bull’s-Eye is, it neverthe- Produced entirely in our own factory, under rigid pro- 
less is a good serviceable one, soundly made of good stuff, duction and inspection standards, with quality materials 
well designed and well put together. and precision workmanship organized for quantity pro- 

















Pivots and pinion gears are accurately cut and finished cmmenaes 
nickel steel, and the main gear is brass. Double- Every jobber and dealer should stock the new 
threaded cross-feed shaft or worm is bronze; traveling “Target” No. 105 in good volume. It is a sure-fire 
pawl is hardened steel, copper coated to prevent rust. trade winner—another bull’s-eye hit! 
The A. F. Meisselbach Mfg. Company, Division of The General Industries Company 


2936 Taylor Street, Elyria, Ohio 
Representatives: South, Louis Williams & Co., Nashville, Tenn.; Pacific Coast, Phil. B. Bekeart Co., 717 Market St., San Francisco, Calif. 


















Boys All Want It! 


The Daisy Liquid Pistol 
fast and steadily at all. Pang 






Displa i i 4 

ptm oe Rare Rn like a real In Speed King Roller Skates you 

All 1 S why it sells! find every worthwhile feature that 
a i—no rubber bulb. Most builds more sales and greater profits 

Popular 25c. novelty. —One Model fits all shoe sizes. 
Order from. your Jobber -Reinforced toe will not buckle. 
for Immediate Delivery —KExelusive one-piece heel will not 


break down 


Daisy Mfg. Company Double row self-contained _ ball 


Plymouth, Michigan, U. S. A. bearings 
Rubber cushion shock absorbers. 
Speed Kings are made with both 
steel and real rubber tired long 


ee Bee 
D AISY LIQUID | rrr etm | 
PISTOL | Ewe ! 


All Year Round 


In demand for Guns, Fishing 
Reels, Golf Clubs, Wheel = 
Goods, Home Machines and y= ¥ 


many other uses. w|HOPP 




















9 





* Leet ano 90 
Gn onane OF) 
corre rare | 


Always Getting Customers ae 


rt 
fees megeere aT 
eames en. mr 

















— new sportsmen customers, Hoppe’s Products will bring in others that you want. 


Hoppe’s No. 9 prevents rust on fine steel instruments and valuable dies. Very useful Keep up your stock of 
to toolmakers, surgeons, dentists; much used by best automobile repairmen. Hoppe’s [foppe’s Products and push 
Lubricating Oil, too. Excellent for all fine mechanisms, valued in the home for many pur- bring folks in, start them 

O d f ° bb buying. And they give you 
poses. Order from your jobber. a good profit besides. 


FRANK A. HOPPE, Inc., 2314-H N. 8th Street, Philadelphia, Pa. 
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the 
New Flat 
OCTIGAN 
PITCHING 
SHOE 





It’s made of DROP FORGED STEEL 
“No human blow can break it’ 


“The Champion” produced to meet 
popular demand 


The craze for the game of Horseshoe 
Pitching now sweeping the country 
has created a demand among experts 
for a flat shoe. OCTIGAN, alive 
to this demand, has produced “The 
Champion,” pictured above. This 
shoe is offered the trade in addition 
to “The Standard” which, like “The 
Champion,” meets all the require- 
ments of the National Horse Shoe 
Pitchers Association. 


WRITE FOR PRICES 


Octigan Forge & Mfg. Co. 
2502 Lowe Avenue 
Chicago, Illinois 

















The NEWEST in 
Steel Wheel Roller Skates 


The public and dealers have been waiting for this 
skate! The low price of a steel wheel skate with 
three times the former wear—all the important 
features of the “CHICAGO” combined with the 
finest and longest-wearing steel wheel ever manu- 
factured. This NEW steel wheel roller skate will 
be given prominent display in all our National 
Advertising, in addition to the Rubber Tire Skate. 


The First Double Tread 
“Triple-Ware” Steel Wheel 


Notice the construction of this NEW 
wheel in the sectional view. The case 
hardened steel Bushings which hold 
ball-bearings are riveted together in 
three places and flanged to give inner 
tread. The outer casing is then crimped 
over inner Bushing tread, making double 
tread and giving three times longer ser- 
vice to skaters. 





The NEW No. 101 
Steel Wheel Skate 


This is a combina- 
tion skate _ suitable 
for boys, girls, and 
grownups. In addi- 
tion to quality con- 
struction, exclusive 
“CHICAGO” fea- 
tures, and the NEW 
steel wheels, you can 
sell it at a low in- 
troductory price! 


Special 60 Day Offer to Dealers 


Write DIRECT to us at once and learn the full details 
of how you can sell this regular $2.25 skate for only 
$1.67 during February and March, and make a nice 
profit! Remember—the longest wearing steel wheels, a 
bargain price, Nationally Advertised, big sales, good 
profits! ... so write NOW! 


L 
RON 








No. 181 Combination 
Super Skate for 
Boys, Girls, Grownups 







Fully protected by patents 
Beware of tnfringements 


“CHICAGC” 


|S. PAT. OFF. 


Rubber Tire Roller Skates 











We manufacture a complete line of Sidewalk Skates with 
Rubber Tires or Steel Wheels and Rink and Racing Skates 
with Shoes attached. 


CHICAGO ROLLER SKATE CO. 


Established Over 20 Years 


4456 W. Lake Street Chicago, Iil. 
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2 
1929 will be a 
- \ 
toneer Year 
The New York Toy Fair will prove our statement @ | 
that the Pioneer Line will again “set the pace” on 1 


wheel goods and doll carriages. 











Gendron designers have spared neither ef- 
fort nor money in developing the most 





GENDRON 












attractive, most uptodate line of models EXHIBIT AT THE I 
ever offered to the trade. 57 years of con- iaialainivisioictsie 
d ‘ k See these new models at 
centration and progress are bac of the the New York Toy Pair 
. , in February, in Suites 
mammoth Pioneer Line for 1929. Always 414-16-18 of the Breslin 
. : Hotel. But don't wait. 
first to meet new trends of popularity, Wmitei tibiae ad 









information now. Get 


Pioneer vehicles for children are an expres- 
3 your samples early. 


sion in miniature of the world’s progress 
in aviation, engineering and automobile 
advancements. 


The 1929 Catalog 


will be ready shortly after the first of 
the year. Your request, sent in now, 
will bring you this catalog fresh from 
the press. You'll find it brim full of 


live wire numbers. 












aoe “Pioneer Line” 
van DW) “Vehicles for Children 







THE GENDRON WHEEL COMPANY FACTORY, TOLEDO, OHIO. N. Y. Office, 7 E. 17th St. 
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BIG= 
BANG 


The Flash and 
Bang of a Real 
Gun—but safe 
as a pop-gun. 


The BIG-BANG delights the boys. The safety 
of BIG-BANG pleases parents. No matches, no 
powder; can’t explode, can’t burn, but what a 


BANG! 








Heavy Artillery, Field Artillery, Navy 
Gun-Boats, Army Tanks, Safety Pis- 
tols—retailing from $1.00 to $5.50. 


Write for Catalog and 
Dealer Discounts. 


The Conestoga 


Corporation 


Main Office 
and Factory 


Bethlehem, Pa. 


Field Artillery Model 


Metaleraft x. Toy Fair 


A Wonderful Exhibit of Wonderful Toys 


Greatest Assembly of All Steel 
Popular Priced Wheel Goods 


FASTEST SELLING AIRFIED TOYS 
STEADY DEMAND THE YEAR "ROUND 
Spirit of St. Louis Airplane Construction Set 
and Hangar—Graf Zeppelin Construction Set 
—Beacon Lights—Mooring Masts—All Metal 
Flying Airplane. 





See these Toy Wonders at Room 502, Breslin Hotel 
METALCRAFT CORP., @)525 ST. LOUIS 





























KIDDIE KAR 


Trade Mark 


“KIDDIE” Vehicles 


Trade Mark 


The original and still outstanding leaders in vehicles for 
tiny tott—-KIDDIE KAR, KIDDIE PEDAL KAR, and 
KIDDIE KAR STROLLER, all are protected under basic 
KIDDIE KAR patent now sustained by United States 
Circuit Court of Appeals, Second Circuit. 


H. C. WHITE COMPANY 
NORTH BENNINGTON, VT. 


Kiddie-Kar, Kiddie-Pedal-Kar, Kiddie-Kart, Kiddie-Koaster 
Kiddie-Skooter, Kiddie-Kar Stroller, Kiddie-Tender 








” 


WHAT PORTION 


OF THE DAILY PAPER 
GETS THE WIDEST 
READING 





™ 


Undeniably the sports section—organized recre- 
ation—everybody is interested. And each year we 
become more active participants. 


The boys that used to “skitter” stones on the ice 
pond are today demanding skooters, roller skates. 
and ball bats. Small sister must have her skooter 
and skates too. Father plays golf and tones up 
with a punching bag each morning. Mother plays 
tennis or golf. There’s a baseball league in the 
grammar school—and foot ball on every open 
space. Sporting goods of all types are in constant 
demand. Are you cashing in on this profitable 
business? 


HARDWARE AGE is behind you with suggestions 
for displaying and selling sporting goods. Watch 
for these articles. 


Hardware Age 


239 W. 39th Street, New York City 
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The Complete Line of Children’s Vehicles 


The Exclusive 


SLY 


Velocipede 
Design 


Equipped with Floating Axle (Patented) 


New models embodying exclusive features, handsomely 
finished and built for service, will be 
added to our line again in 1929 


WASHINGTON, PENNA. 


Factories: Washington, Pa.—Elkhart, Ind.—Toronto, Ont. 
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OUT PROSPECTIN’ 


Not with a pack of burros and a gold pan, but 
in a million automobiles, WE, the nation’s 
campers, will be out prospecting again the 
far reaches of the country. 











There’s a little touch of the “sour dough’”’ 
in most of us. We like to pitch our own 
tent—build our own fire—cook our own 
grub. We like to rough it a bit, when 
there’s no compulsion in it. 


But we like to go well equipped, too. Cots 
and camp furniture are pretty much a neces- 
sity tous. There’s a certain pride in a hunt- 
ing knife on our belt, and just the right fish- 
ing tackle. We’re interested in a tent that 
not only sheds rain, but sets up and takes 
down with the least effort. And we’re on 
the outlook for such equipment now. 














We know the hardware merchant for a 
dependable fellow. We like to trade 
with him, and we’re out prospecting his 
windows for the camping equipment we 
need. WILL WE FIND IT THERE? 


Hardware Age 


239 W. 39th Street, New York City 


we 
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the Customer 
Repeats! 


HEN yousellOsborn WireScratch 
Brushes, it is with the clear assur- 
ance that their proven excellence in 
abrasive work will bring buyers back 
for more. 






Easier to handle, faster—and made to 
fit the specific job, an Osborn Wire 
Scratch Brush combines specially 
tempered steel wire with seasoned, 
air-dried hard wood in a product 
from which users can confidently 
expect the utmost. 


JHE DSB0RN MANUFACTURING LOMPANY 


5401 HAMILTON AVENUE + CLEVELAND, OHIO 
Branch Offices: New York + Detroit « Chicago + San Francisco - Los Angeles 


A Better Wearing Brush 


or Every Use 














FE RS SOE ETRE Pp AEN ne ne ON aw Ma SRS. ins 
















ERE 
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// Turn cylinder to 
adjust closing speed 
, mt Se 





























No. 1000 No. 2000 
ee wat are 


EVEREDY DOOR CLOSERS 


IN—they come! OUT—they go! 


Closing Business—Closing Doors—Clinching Customers 


FREE! 


A handsome demon- 
stration mount, finished 
in green lacquer, sent 
to you post-paid and 
Free. Just fill out the 
requisition Post Card 
enclosed with each 
dozen door closers and 
mail to Factory. 


FREE! 


New Dealer Helps in- 
cluding a liberal supply 
of Business-Getting 
package and mail in- 
serts, also handsome 
window streainers in 
three colors. 


All Everedy Products 
are Nationally Adver- 
tised and carried by 
your leading jobber. 


Merchandise in motion means profits in the “till” and money in 
the Bank. Your 1929 prosperity will be in exact proportion to 
your excess of “hot” sellers over “shelf warmers.” Let Everedy 
close business for you, day after day, and make a satisfied cus- 
tomer out of'every patron. 

The big sales record of the Everedy No. 1000 Pneumatic Door 
Closer for screen and light weight doors will undoubtedly be 
paralleled by the Everedy No. 2000 for heavier doors. With the 
addition to the fast-selling Everedy Line of this Double Duty 
door closer, with its powerful double springs, your field of profits 
is multiplied 100%. Now you can supply a high-grade, mechan- 
ically perfect door closer for every requirement. 


SELL!*-: 1000 for screen and light-weight $1.00 


house doors, 


SELL!_no. 2000 for Heavier Doors. $1.50 


Prices slightly higher in far West and Canada 
Write for Catalog 


THE EVEREDY COMPANY , om» 
FREDERICK, MARYLAND SS 








Old Man Merchandise Says—Handling Everedy Products Prevents Sales’ Sags 
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Main Office: 9 East 40th Street, New York City 


Wrigley Bldg. 
hicago Boston 


222 Monadnock Bldg. 


Yes, BUT...” 


Ambitious Real Estate Salesman: ‘There are seventy- 


five trains through this town daily!” 


bk ero can well ask a similar ques- 
tion when you are told of the 
immense advertising circulation 
behind products you are urged to 
sell: “Yes, but how much of that cir- 
culation is going to do me any good?” 


National advertising won’t move 
merchandise from yourstoreunless 
it reaches the people of your com- 
munity —unless it is a powerful 
local influence—unless it shapes the 
buying habits of your customers! 


The American Weekly is the one 
national magazine that dominates 
locally—that will do as big a job 
for you as for the manufacturer— 
a magazine that reaches more peo- 
ple and sells more merchandise 
than any other on earth! 


What is the American Weekly? 
The American Weekly is the mag- 
azine distributed with the sixteen 
great Hearst Sunday Newspapers 
from sixteen principal American 


Branch Offices: 
5 Winthrop Square 


1138 Hanna Bldg. 


San Francisco Cleveland Atlanta 


* Atlanta 
Baltimore 
ston 


Los Angeles Omaha 


11-250 General Motors Bldg., Detroit 
a e . 


Chicago Milwaukee Pittsburgh 
Detroit New York Rochester Seattle 


Cautious Buyer: ‘Yes, but how many of them stop here?” 


mm AQ AN 


753 Bonnie Brae 
Los Angeles 


101 Marietta Street 


San Francisco 


San Antonio Syracuse Washington 


cities*—a magazine that concen- 
trates and dominates in 485 of 
America’s 784 towns and cities of 
10,000 population and over! 


In each of 153 cities it reaches 
one out of every two families. 
In 119 more cities it reaches 
from 40 to 50%. 

In an additional 108 cities it 
reaches from 30 to 40%. 

In another 105 cities it reaches 
from 20 to 30%. 


And almost two million copies ot 
The American Weekly are bought 
in thousands of other populous 
communities — making a stagger- 
ing national total of 5,646,898 
families who buy and read The 
American Weekly! 


When a manufacturer’s represen- 
tative talks national advertising in 
The American Weekly, he is talk- 
ing circulation that means some- 
thing to you! 


The American Weekly 
9 East 40th Street 
New York City 


Address 
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-----MAIL THIS COUPON—---- 
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Please send me a copy of the American Weekly and a 
statement of its circulation in my trading territory. 
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e UDC 
~ the Groove’ 


Its Publications Broadly 
Cover the Following 
Industries and 
Trades 

Automotive 
Automotive Industries ss 
Automobile Trade Journal and _ 1S the purpose of the United 
Motor Age 


ae Publishers Corporation to know 


Commercial Car Journal and 
Operation & Maintenance 6“ 9 ° ° 
einen Coukes Waar the “groove” in the business speed- 
Automotive Industrial Red Book 
Chilton Aero Directory and way. 
Catalog 








PGES SOLE DOMMES EDP RA 

































Hardware 
Hardware Age 


Hardw Age Catal kT . = 
a The safest and quickest solution of 
The Jewelers’ Circular : 3 : 
Rea pc business problems is its constant 
The Iron Age ; 
Optical aim. 
The Optical Journal 
Petroleum 
The Petroleum Register . ° 
Oil Field Engineering While snap judgments are haz- 
Allen’s Superintendents Hand s a 
Book ardous, quick decisions based 
Plumbing & Heating ° ° 
Sanitary & Heating Engineering knowledge of industries, often turn 
Shoe 
Boot & Shoe Recorder the balance to success. 
Textile 


Dry Goods Economist 
Dry Goods Reporter 
The Drygoodsman 
Pacific Coast Merchant 

















Toys 

Toy World 
Warehousing 

Distribution & Warehousing 

oe) re 
239 West 39th Street 9 |S SS New York City 
A. C. PEARSON 
Chairman of the Board of FRITZ J. FRANK Cc. A. MUSSELMAN F. C. STEVENS 
the U.P.C, President of the U.P.C. Vice-President of the U.P.C. Treasurer of the U.P. e. 

President of the Textile President of the Iron Age President of the Chilton President of the Federal 
Publishing Co., N. Y. C. Publishing Co., N. Y. C. Class Journal Co., Phila. Printing Co., N. Y. C. 
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Wall Soap Dish No. 3795 


Packed 1% doz. in box j LL Why Women Like Them 


The selection of Bath Room Fixtures is usually 
made by women customers. Women buy in- 
telligently. They hate rust. Rusty bath room 
fixtures discolor porcelain bowls; the rust gets 





onto people’s hands and soils towels and wash 
cloths and makes extra work for the house- 
wife. 

Women like reco Bath Room Fixtures be- 
cause they never rust or corrode, or injure 
anything. No rusty water ever drips from 
them. The body is made of SOLID BRASS 


which cannot rust or corrode no matter how 
N long in service. 


Beautifully finished with a durable coat of 
extra heavy nickel plate. Good sellers. Over 
300 designs. 








Bath Room Fixtures 


Send for Catalog and Prices. 


AMERICAN RING COMPANY 


Waterbury Connecticut 
Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 


San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 

















HIGHEST QUALITY 
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Just try these —— 
on Your Counter tie deeaion 


The Fairmount No. 555 Nest O’Wrenches combines 
quality, selling speed and a good margin of profit 
to make the dealer’s investment in it profitable. 


Properly designed and drop forged, each wrench 


can be depended upon to give satisfactory service. 
Attractively packed, and the package lending itself 
readily to counter and show case display, quick 


and easy sales are assured. And with each sale 
there goes a substantial profit. 


s* 
Ask your jobber about this popular Fairmount line A Complete Line 
or write to us for full pore og Wide range of sizes and prices 
Finest workmanship and finish. 


E i aa hrelt RF Eastern Distributors 
¥ PHOENIX HARDWARE CO. 
win 


| pgele) ae a FORGING Co. Ali 95 Howard Street Newark, N. J. 


1061! QUINCY AVE CLEVELAND, OH Telephone: Market 2962 
CiIVE SERVICE AND SATISFACTION 
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The Eagle Line of locks includes also Combina- 
tion Padlocks, Locker Locks, Drawer Locks, 
Chest Locks, Post Office Locks, Safe Locks, etc. 


The progressive Hardware dealer will find many 
opportunities to sell locks of this kind, if an 
assortment is carried in stock. 

We will welcome your inquiries. 











The Eagle Quality Line 


Night Latches Front Store Sets 
Cabinet Locks Store Door Sets 
Trunk Locks Padlocks 

Wood Screws 


Eagle Lock Co. 


General Sales Office 
26 Warren St., New York 


RBG. IN U. 8. PAT. OFF. REG. IN U. 8. PAT. OFF 
Branches: 
521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford St., Boston, Mass. 
Works at Terryville, Connecticut 
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SPLENDID example of central station de- 
sign, and equally important as an example 
of modern steel protection practice, is the Com- 
monwealth Edison Company’s Chicago Plant. 
All of the steel framework of this structure was 
painted with Dixon’s Silica-Graphite Paint. By 
this far-sighted procedure incalculable years of 
usefulness were added to the skeleton and sup- 
porting members of this imposing structure. 
Tons of steel are in this building and hundreds 
of gallons of Dixon’s Silica-Graphite Paint were 
used to assure to this steel framework that 
“ounce of prevention” against the ravages of 
rust and corrosion. Engineers, architects, con- 
tractors and the Commonwealth Edison Com- 
pany’s officials are*unanimous in approving the 
methods employed to safeguard and lengthen 
the life of this structure. 


Case after case can be cited of bridges, gas 
holders, tanks, industrial structural work, train 
sheds and the like which have been protected 
from rust, corrosion and process deteriorating. 
incident to extremes of temperature, climate, 
vibration, gas, acid, cinder, and dirt conditions, 
for from 6 to 20 years by a properly applied 
coating of Dixon’s Silica-Graphite Paint. 


Get the full story of Dixon’s Silica-Graphite 
Paint by sending for Booklet No. B-40 today! 


JOSEPH DIXON CRUCIBLE COMPANY 


JERSEY CITY, NEW JERSEY 
Established 1827 


Xo 


‘DIXON'S <3USt. PAINT 


| Adequate Protection at Minimum Ultimate Cost 
§9999999NN0N3N0903 
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C&L 


This is the Clayton & Lambert No. 70 fire-pot with tinner’s 

hood. Produces a working flame in ninety seconds. Flame 

controlled as easily as a lamp. The burner orifice cannot 

be enlarged by tightening the needle valve. No chance of 

ruining the fire-pot that way—that’s an exclusive C & L 

feature. Will heat a pair of soldering coppers and melt a 
pot of metal at the same time. 


Of interest 


to customers who 
ask you about 


hire-pots 


CLAYTON & LAMBERTS are the most 
popular fire-pots in the world. 40 
years of constant experiment with 
fire-making tools have developed _ 
patented features in design and | 
construction which give them per- | 
fect performance and long life. 
That accounts for their popularity. And to 
you means dollars and cents. 

Tell your customers about the unique 
method of mixing the air and gas vapor. 
That, with the C & L baffling-cup, makes a 
working-hot flame in ninety seconds — re- 
gardless of wind or weather! Another Clay- 
ton & Lambert feature is the “spider” welded 
to the tank. It keeps the top structure cor- 
rectly aligned. And the uprights, though light 
in weight, are drop-forged and practically 
indestructible. 

The multi-ribbed flame plate is another 
lifetime-lasting part. It’s huskily reinforced 

ee C&L22 
C&L No. 22 fire- 


pot is deservedly 
popular because of 











trade. 


its easily understood 
design and powerful 
blast. Recent improve- 
ments and C & L pat- 
ented features make 
this model particularly 
desirable. It has a door 
in the side of the coil 
cup which permits the 
coil and burner to be 
easily removed for 
cleaning. Sturdy con- 
struction and popular 
price make this a favor- 
ite with the plumbing 


-_ 





to stand the roughest treatment. If an acci- 
dent should occur —the plate is easily re- 
placed. Some Clayton & Lambert models 
have a patented gas orifice that can’t be 
enlarged. That alone would assure longer 
life for any fire-pot. Tell your customers 
these things—and they’I1 help you build 
volume sales. 

For volume sales on fire-pots are made by 
giving each customer the satisfaction that 
leads him to boost your merchandise. 
Though he won’t buy half a dozen fire-pots 
in his life, he probably has half a dozen 
friends, each of whom needs a good fire-pot 
—a Clayton & Lambert. And he’s bound to 
tell them the things you tell him about 
Clayton & Lamberts. 
He'll be a salesman for 
you. Write for our cata- 
log describing the Clay- 
ton & Lambert line of 
fire-pots and blow- 
torches. 


get EC ie) Yy 





CLAYTON 


& LAMBERT 


MANUFACTURING Co., Detroit, Mich. 
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ENRY J. ELBOW, prominent for many years 
in pipe circles, tells how it all happened: 
















“It all took place so unexpectedly that it seems like a bad 

dream. I was sitting tight, as you might say, slightly 
rusted, and secure in the knowledge that nothing could 
move me.” 


“Something hard and sharp grabbed me about the waist; 
I was spun dizzily around, heard a coarse chuckle—then 
everything went black.” 


Life is like that, men, when a Trimo pipe wrench meets a pipe. This 
Improved and Mightier wrench has a grip that never slips and a heat 
treated. handle that will stand the hardest pull. Trimo jaws and 
Trimo grip make strong pipes break down and cry like babies. 


Hardware and Supply Dealers 
Everywhere Sell 


TRIMO 


TRIMONT MFG. CO., INC. 
ROXBURY (BOSTON), MASS. 
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There is every indication that 1929 will 
bring a tremendous increase in the de- 
mand for woven wire fence. But, with 
farm labor scarce and with a keener sense 
of value, the farmer is going to insist on 
fence of high quality. 


Cambria Fence can be quickly and easily 
erected, will retain its original snap and 
uniformity, and will give years 
of service with very little up- 
keep expense. 





It is made of the grade of 
.., Bethlehem steel that Bethle- 
A hinge joint “ 
cut-stay em Metallurgists have se- 
field fence lected as most suitable for the 
purpose; it is heavily coated 
with zinc by Bethlehem’s own process; 
it is made in a plant in which good field 
fence has been manufactured for many 
years. And it has the features essential 
to a good field fence—hinge joints, cut 
stays, tension curves, and long wraps at 
the joints. 


You can recommend Cambria Fence 
without any reservations whatever. You 
have to really sell it only once—after that 
it recommends itself. That is one reason 
why the sales of Cambria Fence show 
such a substantial increase each year. 


Other Bethlehem Wire Products 


The same high quality that is present in 
Cambria Fence is found in other Bethle- 
hem Wire Prcducts also. These prod- 
ucts include Steel Fence Posts, Wire and 
Rods, all styles of Barbed Wire, Nails, 
Staples and Bale Ties. 


Literature describing Cambria Fence and 
Bethlehem Wire Nails and other Wire 
Products may be obtained by writing to 
the nearest Bethlehem District Office. 
Ask for Catalogs W-1 and 8-B. 


BETHLEHEM WIRE AND WIRE PRODUCTS MERIT YOUR STEADFAST CONFIDENCE 








BETHLEHEM STEEL COMPANY 
General Offices: Bethlehem, Pa. 
District Offices: 


New York, Boston, Philadelphia, Baltimore, Washington, At- 
lanta, Pittsburgh, Buffalo, Cleveland, Cincinnati, Detroit, Chicago, 
St. Louis, San Francisco, Los Angeles, Seattle, Portland and 
Honolulu. 


Bethlehem Steel Export Corporation, New York 
Sole Exporter of our Commercial Products 


BETHLEHEM 


WIRE and 
WIRE PRODUCTS 
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Week of 
Jan. 6th to 12th 


ce When you puck, 
push tof and bottom 
al the same Lime.’ 


{t may not be time to push the 
sale of shotshells yet but it is 
time to think about the shells 
you’re going to push. Some 
shooters. for instance, will 
always want the finest shotshells 
that money can buy while others 
—particularly trapshooters who 
burn up the largest quantity of 
powder—will want a high grade 
shell of moderate cost. Plan, 
therefore. to stock both kinds 
and you'll be ready to push 
squarely behind the whole line. 
You'll find both shells. of 
course, in the Winchester line— 
Winchester Leaders and Win- 
chester Rangers, with Winchest- 
er Repeaters and Repeater 
Speed-Loads also filling specific 
shooting needs. It will pay. as 
a matter of fact. to stock and 
push the entire line—Leaders, 
Speed-Loads, Repeaters and 
Rangers—for each meets and 
satisfies a different demand. 














LESTER 


TRADE MARK 







WINCHESTER 





VERYONE was impressed with the new 

Lacquered Leader which we announced to 

you last week. Always recognized as the 
world’s best shell, the new coat of lacquer pro- 
vides superior waterproof qualities, a richer ap- 
pearance and an ideal hardness of crimp so 
that the Leader, this year, becomes an even 
more outstanding shell than ever before. 


In the splendor of the lustrous Leader, however, 
do not overlook the hig volume sale of Win- 
chester Rangers—announced to you, last Janu- 
ary, as “The Shell of the Year.” With the im- 
provements described at that time—higher 
brass cup, harder crimp, and improved Win- 
chester New No. 4 Primer—the Ranger has be- 
come a truly big selling shell. This is particu- 
larly true of the trap loads for, in the Ranger, 
trap shooters have, at last, found a shell that 
cuts down their expense and keeps up their 
scores. You'll find it good business, therefore, 
to feature Ranger Trap Loads all through 1929. 


You will also find it a good plan to order your 
guns early this year. We'll say more of that 
next week. 


WINCHESTER REPEATING ARMS CO. 
New Haven, Conn., U. S. A. 


New York Office and Display Room 
312 Broadway 
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“This Name On A Saw 


Is Your Guarantee 


¢ ATKINS 2 


<- 57s) xe Co 


Lee 





OF 


SILVER STEEL = 


THE 
ad BEST 





5 ~Acommeranabateond 


VALUE 








GUARANTEED 
QUALITY 





Atkins No. 53 Hand Saw Is the most gopter ular 
saw on the market. Genuine SILVER EE 

ind blade with the — “Atkins 
een finish. Skew back, 


light ship pattern. Fitted ‘with “the "atkins 


Perfection Handle of apple 





Atkins No. s Hand Saw is the companion 
saw to the No. 53 illustrated above and in 
all respects is exactly the same except that 
it is made straight back and is very popular 
among those who prefer the straight back type 
of hand saw. 


E 


The wise and discriminating 


MADE IN U.S. A. 


buyer looks for the name Atkins 
as he knows it is a guarantee of 
value. Every Atkins saw, tool and 
trowel is plainly etched with the 
name and trade-mark AAA, 


“Atkins Always Ahead.” 


None other is genuine; Atkins 
products are built up to a standard 


of quality, not down to a price. 


NAP ERO 


FOR ONE’S 
MONEY 





Atkins No. 3 Nest of Saws is a yory im- 

portant aceessory to the modern t kit. 

SILVER STEEL Blade smoothly polished. 
mi 








No. 3 Trowel is made of SILVER 
STEEL 24 gauge and cast steel mounting is 


Atkins 


securely fastened with ten rivets. ‘Hump 
Back’’ handle makes a perfect fit to the 
natural shape of the user’s hand and elim- 
inates all strain on wrist and fore-arm. 


IT MEANS THE MOST FOR YOUR MONEY 
LOOK FOR ATKINS NAME AND GET 


Years of experience 
and modern manu- 
facturing methods 
have placed E. C. At- 
kins and Company in 


YOUR MONEY’S WORTH 





the forefront in the 
making of saws, saw 
tools, saw specialties, 
trowels and files. Con- 
sequently, the demand 


for Atkins products gives the hardware dete a big advantage when he sells Atkins. He 
profits by our far reaching plan of Advertising. He cashes in when the consumer demands 
products of our manufacture. 


Send for Atkins new No. 20 catalog which illustrates the best line of saws, saw tools, and files. 


ESTABLISHED 1857 


Machine Knife Factory: 
Lancaster, N. Y. 


Paris, France 


E. C. ATKINS & COMPANY 


The Silver Steel Saw People 


Home Office and Factory: 
Indianapolis, Ind. 
Minneapolis 


New Orleans 
New York 


Canadian Factory: 
Hamilton, Ont. 


Vancouver, B. C. 


Portland 
San Francisco 
Seatt 
































FOUNDED 1855 
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Away to a Good Start 


HE new year opens with a 

favorable trade condition, 

and the hardware merchant 
who is following the modern 
trend of ideas will be among 
those who are on the right side 
of the ledger when it closes. In 
the coming months HARDWARE 
AcE will present hundreds of 
examples of the new merchan- 
dising methods that have been 
tried and tested. If you have 
been putting these ideas to 
work, you will have started 
your year auspiciously. 





What They Say About Us 


I highly prize your most excel- 
lent periodical, at once instructive 
and most interesting, and certainly 
hope you may have many years of 
SUCCESS. 

Very truly yours, 
H. WALL, 
Philadelphia, Miss. 





We enjoy the Harpware AGE 
magagine very much and find it use- 
ful. 

Yours very truly, 
Hurr Harpware Co., INc. 
(by) Chas. H. Huff, 
Springfield, N. J. 





Kindly renew my subscription to 
HaArpDWARE AGE. 

Failing to receive Saunders Nor- 
vell’s articles for more than a month 
makes me realize’ that his writings 
have become a very important part 
of my weekly reading. 

Cordially, 
(Signed) L. P. McGorr, 
Boston, Mass. 





Merry Christmas; you bet we 
want the HARDWARE AGE, and thank 
you for se nding it on to us. 

Enclosed is our check for two 
years, good to May, 1929. 

Yours truly, 
Lyon & Son, 
Durant, Miss. 
(Signed) Per: R. Roy Lyon. 
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Announcing New 
Retail Store Selling Equipment 
at Prices You Can Afford! 


NE of the biggest reasons for 
the success of the chain store 
has been modern, sales-pro- 

ducing store equipment. In chain 
stores every item of merchandise is at: 
tractively displayed, plainly priced, 
easy for the casual shopper to see— 
handle—buy. 


‘Every progressive hardware merchant 
has long recognized this fact. But few 
dealers can afford to pay for the high 
priced type of store equipment which, 
up to now, has been the only kind 
available. With old fashioned bins 
and shelving the independent dealer 
has thus been severely handicapped in 
his fight for business. 


To meet this crying need Hibbards 
now offer an entire new line of mod- 
ern store equipment—shelving, tables 
and all—at about half the prices asked 
up to now by anyone else—prices so 
low that you can’t even afford to 
build shelving yourself—if your time 
is worth anything! 


This Hibbard store equipment is a 
natural development of our Panel 


Idea. Within the past two years we 
have successfully equipped thousands 
of our dealers with panels, on which 
are wired actual samples of the goods, 
to hinge in front of the shelves them- 
selves. 


Now you can get everything you 
need here—panels, adjustable shelv- 
ing, bins—all in standard units 7 feet 
long, 7 feet high, at from $5 to $10 
a running foot. Divided display tables 
too. The range of units are designed 
to attractively display and sell every 
class of merchandise you carry. All 
units are interchangeable. All fit to 
gether. For any sized store. Buy as 
much as you need. 


The price to you is low because we 
are definitely not in the store equip- 
ment business to make money. We 
will make our profit from the in- 
creased hardware business we hope to 
get from you when you install these 
modern, sales-producing units. 


See the color illustrations of this 
equipment which our salesmen carry 
or write us direct. 


HIBBARD SPENCER. BARTLETT @. 


211 EAST 


SHI SCoAS © 
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The Hardware Merchant’s Opportunity 


HE successful hardware merchant of the future 
will be a specialist. His success will be largely 
due to the fact that he is a specialist. 


The chain stores and mail order houses with which 
the hardware merchant competes, are of the general 
store type. They handle a few items of all lines and 
practically no complete lines. Their policy is to keep 
away from lines which require special knowledge or 
special service and concentrate on popular priced, 
quick moving items which sell themselves. This pol- 
icy really tends to make the position of the hard- 
ware specialist more secure, but it narrows the oppor- 
tunity of the hardware dealer who is not a specialist. 


Let us use the field of medicine and surgery as an 
example. There are certain sections of this country 
where goitre is extremely prevalent. In one such sec- 
tion there is a surgeon who is a specialist on goitre. 
His patients come to him from a wide area surround- 
ing the town where he practices. There are many 
“general practitioners” in that district. Yet he is very 
successful. If a hundred more physicians of the gen- 
eral type were to flock into that district, would it put 
him out of business? It would not. Instead he would 
have a hundred more doctors diagnosing goitre cases 
and sending them to him for treatment. 


A somewhat similar condition exists in merchan- 
dising today. The general merchandise type of chain 
store is developing business for hardware specialists; 
it is creating a demand for such specialists in every 
territory where chain stores operate. 


The chain store policy is not based on the needs 
of any particular community. Rather it is based on 
the handling of a comparatively few items from each 
line of merchandise, which are in good demand in all 
communities. The community where dairy farming 
is the principal source of revenue gets the same treat- 
ment as a mining community, a manufacturing com- 
munity or a fruit growing community. 


And yet—every intelligent hardware merchant 
knows that one type of hardware will not fill the 
needs of any two of the communities mentioned. The 
dairy farming community needs all sorts of dairy 
equipment; it needs expert advice on the kind of 


equipment to use; it needs the right kind of merchan- 
dise in the right quantities. The mining community 
needs mining tools and supplies: the manufacturing 
district needs certain tools and equipment; the fruit 
growing section needs pruning knives and saws, pick- 
ing baskets, ladders and spraying outfits. Each com- 
munity needs the advice and assistance of some one 
who has both the knowledge and the merchandise to 
fit the special requirements of its people. 


The retail hardware merchant's first duty therefore 
is to know the hardware needs of his community. His 
next duty is to know the merchandise fitted to those 
needs, and to have it when needed. His final duty is 
to let the people of that community know that he is 
ready to efficiently serve them in merchandise, advice 
and service. 


However, that does not mean that the independent 
retail merchant should not carry the attractive bargain 
items of hardware which the chains sell. He should 
have those items, attractively displayed at bargain 
prices, and well advertised. But here is where his 
methods should be distinctly different from those of 
the chain store executives. The chains sell the cheap 
items. The independent hardware men should allow 
the public to buy such items, but should sell the things 
in which he specializes. 


No hardware merchant can afford to sell the low 
priced, low profit competitive items. He can afford 
to have them, to show them and to allow them to sell 
themselves. As a matter of fact he must have enough 
of the bargain merchandise to create public confidence 
in his ability to buy at the right price. He must have 
such items to draw people into his store. But they 
must be used as confidence builders and as invitations 
to “come in.” Meanwhile the quality goods, the 
community needs, the goods of the specialist type must 
be well displayed and diplomatically offered for sale. 


Establish yourself as a hardware specialist. Get 
the reputation as a specialist and merit ii. If you do, 
you will stay in business on a profitable basis regard- 
less of chain store, mail order houses or any other 
form of competition. 
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WILLIAMSON Is 


oo tables have not only made a satisfactory 
profit, but have been instrumental in increasing 
sales on other and higher priced goods, says this Indi- 
ana hardware man. 


Whipping Mail Order 
and Chain Store Competition 


Indiana Hardware Merchant Fights 
Fire with Fire—and WINS—in a 


Farming District 


HE Williamson Hardware Company of Angola, 

Indiana, sets forth in this article, its methods of 

curbing mail order and chain store encroachments 
in a strictly agricultural community. Mr. Williamson 
emphatically and confidently believes a crisis is now at 
hand, which, if not curbed by the merchants themselves, 
will lead on to ultimate disastrous results. He just as 
confidently believes the retail merchant can save his busi- 
ness and continue to make profits—not by the methods 
our fathers used—nor yet by the methods of five years 
ago, but by NEW methods, which present conditions re- 
quire. Here is what he said: 

“With consummate skill in applying tried and proved 
policies, the mail order houses have grown to immense 
proportions in two generations. During the last few 
years, from twenty to thirty millions of dollars have 
poured into the coffers of two of the largest mail order 
concerns, respectively, each month. That is big business 
with which the retailer has had to contend, yet in spite 
of it, retailing has grown apace with the increased wealth 





and buying power of the country. In the same manner 
that the mail order houses created keen competition for 
the dealers, the chain store has reached such astonishing 
proportions that no longer does the exclusive mail order 
organization find room for further expansion in its 
specialized method of selling. 

“The chains have made such inroads into mail order 
buying that mail order houses have been forced to open a 
chain of stores throughout the country, in order that 
patrons may come to town and select the merchandise 
over the counter. Good roads and the automobile make 
this easy. It is a fact that mail order buying is waning, 
and these organizations now display their goods attract- 
ively and for the convenience of an ever widening circle 
of buyers,—thru their many branch stores.”’ 

“The chain store with three branches today may have 
fifty next year, and so on, with increasing momentum. 
A large eastern chain which operated seventy stores last 
year, now has one hundred and sixty. Another with two 
stores three years ago, now operates forty-five, and plans 
on having one hundred within another year. The field 
has been wide open with opportunity for the chain stores, 
first for ten-cent articles, later for twenty-five cent and 
dollar items, each maintaining a hardware department, 
selling items of remarkable value at surprisingly low 
prices. Long ago, I definitely attributed these huge suc- 
cesses in great part to their methods of DISPLAYING 
merchandise—out in the open where people simply can- 
not resist the temptation to buy. (Continued on page 98) 
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HERE is such a thing as a new type of jobber’s 
sales convention. It deals with the retailer’s mer- 
chandising problems, the jobber’s place in distribu- 

tion, and the opportunities and responsibilities of the 

jobber’s salesman. Its central theme is cooperation. 

Such was the convention held by Hibbard, Spencer, 
Bartlett & Co., Chicago, on Dec. 27 and 28, 1928. 

On the twelfth floor of the company’s big modern 
building, the various manufacturers’ representatives dis- 
played their products in booths, and between the con- 
vention sessions, explained their merchandise to the 
H.S.B. salesmen. All of the salesmen of Hibbard, 
Spencer, Bartlett & Co. were in attendance. 

The convention sessions proper, started at 10:00 in the 
morning and ran until around 12:00 noon. Luncheon 
was served in the building, and the afternoon meeting 
opened at 2 p. m. and closed about 4 p. m. 

Mr. Frank Hibbard presided as chairman, and gave 
the address of welcome to the salesmen and visitors. 

President C. J. Whipple spoke at the opening session 
on “The Wholesaling of Hardware.” He stressed the 
changes which have occurred in merchandising, and de- 
clared that the job of the wholesaler and his salesmen 
is to persuade more merchants to adopt modern methods. 
“The time was” he said, “when the retailer was con- 
sidered game for any wholesaler who came along. Most 
any salesman would sell the dealer anything he would 
buy, regardless of its salability in the community. The 
bigger the quantity sold, the better the salesman. But 
there has been a change. Jobbers, that is good jobbers, 
realize that they can only prosper with their customers, 
and that no sale is really finished until the merchandise 
has left the customer’s shelves, and is giving satisfactory 
service to the ultimate consumer.” He brought up the 
question of lack of confidence between jobbers and re- 
tailers, and stressed the importance of changing it to 
real cooperation. ‘The problem that is facing the re- 
tailer” he said, “is not a one man’s job. He is going to 
need the help of others to solve it, and as I see it the 
only one in position to be of real help is the right kind 
of jobber. The balance of his talk dealt with matters 
concerning the company and the various methods for 
aiding the retailer. 

The other speaker at the session was E. B. Gallaher, 
of the Clover Manufacturing Co., who spoke on changes 
in trend. 

In the afternoon, R. H. Roberts, manager of the 
Dealers’ Service Bureau, spoke on “The Science ot 
Modern Business as Practiced by Successful Hardware 
Merchants.” Among other things, he said: 

“Many hardware dealers think it is logical to carry 
everything they might have a call for. This is a mis- 
take. The familiar, boastful slogan, ‘If it’s hardware, 
we have it,’ is passé. Only salable items should be 
carried. Cheap articles, as well as quality articles, should 





Jobber Holds Modern Sales Convention 


SALESMEN STUDY PROBLEMS OF RETAILER 


be made available to the public. Give people what they 
want, in the way they want it. Bargains should be used 
to bring them in. Specials should be offered in every 
line. Let them look around for the bargains. In the 
use of bargains to sell quality we have a lesson to learn. 
Using bargains is not an experiment or a theory but a 
proved sales plan. As a general rule, salesmen talk too 
much. They should sell ideas, not just hardware. Ad- 
vertising is a legitimate part of store expense. Adver- 
tise the right merchandise. Give thought and advertis- 
ing space to appealing to women. Women like to have 
an alibi for their purchases. Give reasons for values 
and use odd prices, such as 49 cents and 98 cents. Stores 
must be clean, well-lighted and attractive to be inviting 
to women customers. Special sales should be held every 
two weeks. Attendance at the sales will be dependent 
on the manner in which the sales are advertised. Write 
your copy with the idea of bringing in the people. Less 
than a year’s trial does not give the regular two sales 
a month plan a chance to prove its worth. 

“Selling, not buying, is the hardware merchant’s prob- 
lem today. Mass selling enabled Walgreen to establish 
a chain of 230 drug stores from the profits. Buying to 
sell or ‘buying backward’ is the keynote.” 

The balance of his talk was given over to explaining 
the various dealer services, store fixtures, etc. 

The speakers at the Friday forenoon session were 
Saunders Norvell, president Remington Arms Co, and 
Ralph W. Carney, business diagnostician for the Cole- 
man Lamp Co., Wichita, Kans. 

In the afternoon Rivers Peterson, editor of Hardware 
Retailer, spoke briefly on the problems of Henry Brown, 
and several of the Hibbard executives made short talks. 

Llew S. Soule, editer of Harpware Ace, followed 
with a talk on the conditions existing in the trade and 
the responsibilities of the salesman. “You must be more 
than mere salesmen,” he said; “you must be educators. 
You must be business men, knowing the problems of 
your retail customers and helping to solve them. You 
must be friends, advisors and diplomatic assistant man- 
agers to the merchants on whom you call. On the 
jobbers’ salesmen, more than on any other factor in the 
hardware industry, falls the responsibility of building up 
the confidence of the merchant in himself and in the 
method of distribution which he represents.” 

President Whipple closed the convention with a 
straightforward talk on the outlook for 1929. That 
outlook, so far as the efficient wholesaler and retailer 
are concerned, is one of opportunity, he declared; but 
not so for the inefficient. 

Much of the convention time was used in purely edu- 
cational work, aside from the business of selling goods. 
As a convention it was different and indicates a new 
trend of thought on the part of the hardware jobber—a 
trend toward a better understanding of the retailer and 
the retailer’s problem. 
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“INTERLUDE” 


By SAUNDERS NORVELL 


ARIETY, we are told, is the spice of existence. 
During the past week, I traveled 2700 miles, three 
consecutive nights in Pullman cars on three dif- 
ferent railroad systems, and another night on another 
system. We are such creatures of habit that upon my 
return, I could not sleep without having someone shake 


the bed! 
x * x 


One night I spoke at a guest banquet. We were all in 
evening dress. There were brave gentlemen and beauti- 
ful ladies. There was a feast of reason and a flow of 
soul. After the banquet, I had thirty minutes to catch 
my sleeper. I rushed to my bedroom at the hotel, changed 
my dress clothes and barely made the 11 :30 train. 

The next morning, at six o'clock, I was aroused by 
our Ethiopian porter and literally thrown off the train, 
unwashed, unshaved, with all my bag and baggage. 
There was no other porter at that early hour. I gathered 
up my belongings and trudged to the buffet of the sta- 
tion. 

I sat on a high stool at the lunch counter and ordered 
breakfast. Oh, what a change a few hours make! The 
night before oratory and the glass of fashion—now the 
democracy of a lunch counter. But it was a Harvey 
lunch counter. The coffee and the eggs were good. 
Who cares what life does to us, so long as we get good 
coffee and fresh eggs! 

As I watched my grips and drank my coffee, I pon- 
dered on this institution called the lunch counter. It is 
one of our most democratic institutions. Here red tape 
is cut out, and efficiency is the order of the day. Then 
you can get splendid pies, at ten cents a cut, exactly the 
same pies for which you pay forty cents in any of the 
best clubs or hotels in New York. Think of a difference 
of thirty cents for a portion of pie, just because of dif- 
ference in service. In one case, we have mass produc- 
tion, and in the other case, we have high overhead. 

I studied my neighbors at the lunch counter. Here 
came a man and his wife with four small children, and 
a great accumulation of baggage. They were just the 
standard type. One brief interval of romance, and then 
an endless succession of days of cooking, bed-making 
and taking care of children. Have you ever noticed 
these couples, where the woman always seems tired? It 
is not surprising she is tired. She certainly pays a price 
for her little romance. So the husband and wife strug- 
gle with their baggage, drag the children along from one 
place to another, but when they sit at the lunch counter, 
they eat in silence. They never speak. Every now and 
then the mother nervously calls out to the children to 
stop this or stop that! 

Next to them sat a lady in a magnificent fur coat. She 
evidently belonged to the grand world. But she enjoyed 
her coffee. 

Beyond her was a gray haired, well dressed man, with 
a lawyer’s brief case. On the next stool was a plump 
little flapper, with about the shortest dress I have ever 
seen outside of a bathing suit, but she did not show any- 


thing to be ashamed of, and therefore everybody was 
happy, including some of the railroad men! 
os 

Somehow, I never want to go to bed and never want 
to get up. When I caught the train the night before, 
after the great banquet, I settled down in the smoking 
car to quietly enjoy a good cigar. Suddenly through 
the curtain of the doorway, there lunged a young man, 
who proceeded to shave himself at midnight. He told 
me he always shaved before he went to bed, because he 
was always in a hurry to get out in the morning. He 
worked industriously with his soap, brush and safety, 
and talked all the time. He was rather slim, and had a 
small waist. His trousers were supported: by a leather 
belt. They hung low in many folds around his feet. 

This super-abundance of trousers over the top of one’s 
shoes is a peculiarly American habit. You seldom see 
this in Europe, because, of course, over there they are 
too saving of valuable material. As I looked at him, I 
considered that in some of the best portraits of some of 
our greatest men, the artists invariably give them this 
surplus trouser effect at the top of their shoes, just as 
if they did not wear suspenders but held up their trousers 
by a belt, and this belt would usually slip down two or 
three inches before it came gracefully to rest. 

The gentleman, who was shaving, wore a striped shirt 
—very large stripes. His tie was of a very brilliant 
color, one might call it a passionate tie. His hair was 
slicked down, and the color of his suit was a light 
mustard. 

“You are not a railroader?” was his opening remark 
to me. I replied no that I was not. “What is your line.” 
I told him. Then he took it for granted that I was a 
traveling salesman. He said his brother-in-law was a 
traveling salesman, had a flat salary and a bonus on all 
sales over a certain amount. He said his brother-in- 
law was never quite sure just how much money he would 
make. He might do well, or he might not, but he could 
never count on anything but his flat salary. 

Then he looked at me with his eyes sticking out of a 
face covered with soap, balanced himself, waved his 
safety razor in the air and said, “My brother-in-law 
sometimes makes as much as $1,000 per month, but he 
does not do that very often. His income is very ir- 
regular. For my part,” he continued, as he started on 
one side of his face just under his ear, and made a bee- 
line for his chin, “for my part, I prefer a straight, regular 
salary. I do not make quite as much as my brother-in- 
law, but I am home most of the time. I am home every 
Sunday. I have two kids, and I sure do like to see my 
kids on Sunday. Sometimes, my brother-in-law is away 
from home as much as three weeks.” 

Then he stopped and inquired how long I stayed on 
my trips, and I told him very seldom more than two 
weeks at a time. Well, that wasn’t so bad. “Do you 
make as much as my brother-in-law?” he inquired. I 
told him I was just like his brother-in-law. Some years 
I made more than I did other years. Some years returns 
were very bad, and other years they were better. “But,” 
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I said, “at least when you have a bad year, you have the 
consolation that your income tax is not so high.” 

Then he told me that he was a railroad accountant. 
“You see,” he said, “the railroad I work for has a sub- 
lease from another railroad. It is all very complicated, 
but I go over all the figures and check back to see how 
much we can hold out on our sublease as against the line 
we lease from. You see, all we hold out is just that 
much saved, and my job is to find all kinds of excuses 
to hold out.” 

“I am told,” I replied, “that accounting in modern 
times has become quite a science.”’ Yes, he thought it 
was. The time he was in school, he liked figures. He 
was a wizard at figures. He said he just loved to get 
on the track of something in a set of books and then 
run it down. “You can’t hide anything from me,” he 
asserted, as he put some more soap on his face. “Some- 
times,” he said, “this railroad we sublease from, in their 
accounting try to put something over, but when I am on 
the job, they do not get very far. You see, I report to 
the Chief Accountant at such-and-such a city, and sev- 
eral times he has congratulated me on the fine detective 
work I do in accounting.” Now I never before asso- 
ciated detective work with accounting, but no doubt there 
must be something to it. 

“Christmas time is pretty hard on railroad men,”’ he 
continued. “This whole darn country about Christmas 
decides to pick up and move somewhere else. Every- 
body is traveling. Some fellow in the East wants to 
spend his Christmas out West, and some fellow in the 
West has decided to spend his Christmas in the East. 
It’s terrible the number of trunks the baggage men will 
have to handle, and then, oh boy! all the postal cards, 
Christmas cards and Christmas presents going through 
the parcel post! It’s a terrible job.” Then he stopped, 
squinted at me and said, “Have you seen that cartoon 
by McCutcheon of Chicago, where Uncle Sam is dressed 
up like a postman, with a great pack on his back and his 
arms full of packages, and he stops in front of a picture 
of Santa Claus and says, ‘Hell, you get all the credit, 
and I do all the work.’ That was a good cartoon.” 

As he took an upstroke along his Adam’s apple, he 
continued, “Almost all the trains in the country will he 
late. The trouble is in loading and unloading mail and 
express packages and the parcel post. On every rail- 
toad, they are having even the section hands help with 
this stuff. In this town we have just left,’’ he added, 
“the Post Office Department have taken several Army 
trucks and are using them to hustle the mail. How little 
the average person thinks when they send Christmas 
cards and packages through the mails, what an army of 
men it takes to handle the business.” 

He was silent for a moment, and in order to start the 
interesting conversation again, I inquired, “Are buses in- 
terfering very much with railroad passenger traffic?” He 
stopped, balanced himself in front of me, waved his 
razor in one hand and his shaving brush in the other, 
“Now you are talking,” he answered. “You sure have 
said something. Sure these buses are competing. Don’t 
you know you can ride in a bus from St. Louis to 
Chicago for $3.50 and on some buses for $3.00. The 
rate from St. Louis to Kansas City by bus is only $3.00. 
Don’t you know that some of these Western buses have 
26 sleeping berths in them, a lavatory and a smoking 
room ?” 

Then as he turned to wipe off some soap and put on 
some finishing touches, he added, “There has got to be 
some legislation to regulate these buses. The railroads 
aren’t getting a square deal. Now the engineer of this 
train which is pulling us must have twenty-five years’ 
experience before they give him such a train. Railroads 


wouldn’t dare put inexperienced men on their engines, 
but, say!” he remarked, “any convict just out of Sing 
Sing can get a job driving a bus, and there aren’t any 
regulations of any kind. 

“Then,” he continued, ‘anybody can buy a bus on the 
instalment plan. They can go anywhere they please. In 
order to attract trade, they cut the price. Of course, 
they do not know anything about setting up a reserve for 
depreciation, so they just run and compete until their 
old bus wears out, and then, of course, they find out they 
haven’t enough money to buy another bus, so they go 
broke and drop out of the business. But there is always 
somebody else to buy another bus on the instalment plan 
and start the competition all over again. 

“Right here in this town,” he said, “there were three 
men and their wives, a party of six, going to the Pacific 
Coast. Do you know they figured with this railroad 
for tickets, and then because they could save $20.00 trav- 
eling by bus, they decided to make the entire trip by bus.” 
“But,” I inquired, “Do you mean to tell me you can go 
from St. Louis to San Francisco or Los Angeles by 
bus?” “Sure,” he answered, “You can go the entire 
distance, and there are some very good bus lines too, and 
it is a splendid way to see the scenery. Of course, it is 
slower than by train, but all along the route there are 
rest houses, and if you wish to stay over and skip a bus 
and rest, you can do it, and then go ahead on another 
bus a few days later. This bus system is traveling all 
over the country, and it’s only a question of time when 
they are going to have a still more serious effect on the 
railroad people. Some of the railroads,” he added, “are 
adding bus lines to their equipment.” 

Then having dried his face and put away his shaving 
outfit. he wished me a Merry Christmas and disappeared 
into the sleeper. He was an interesting talker. There 
is a democracy about the smoking room in a Pullman car 
that is always interesting. 

* * x 

The porter came for my baggage in the lunchroom 
and I took one of the crack extra fare trains for New 
York. What a relief and what a change it is to take 
one of these trains. 

I was hardly comfortably seated with a good book 
when a man dropped into the seat in front of me and 
remarked he was in the hardware business in New York 
and he knew me. Then I said “Tell me all about the 
hardware jobbing business in New York,” and he cer- 
tainly did, believe me, aplenty. The conclusion I gathered 
was that there are better places in the world in which to 
do a hardware jobbing business than in New York City. 
The competition in New York in the hardware business 
reminds me of when the Singer Sewing Machine Com- 
pany applied for a patent. The patent they received 
was any sewing machine that worked right, left, up or 
down. That is just the way they get it in New York 
from every direction. I must save his description of the 
pleasure of jobbing hardware in New York for another 
article. 

Then as we chatted a young man stopped and he turned 
out to be a hardware manufacturer from Massachusetts. 
The conversation side-tracked to Christmas greetings 
and this young man wanted to know if I knew the 
definition of love. I parried by saying I believed there 
were many kinds of love. He said “In this definition 
there is only one kind of love.” Then I replied ‘I bite, 
what is it?” “Love,” he said, “is the last word in a tele- 
gram asking for money.” “Not so bad,” said the hard- 
ware jobber, and then he added “Here is the latest— 
Get to be Mayor of New York and see the world.” 

Then the three of us adjourned to the club car, picked 
up a man from California and started a game of bridge. 
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The POWER to CONTROL PRICES 


HAVE from a New York subscriber to these articles 
I a request that I discuss “just how far a jobber can 

dictate sale prices on his products to a retailer.” In 
other words how far can a jobber refuse to sell a retailer 
who ,refuses not to cut prices. 

Well, in this case I need not spend much time discussing 
the monopoly feature which is at the bottom of most of these 
cases, because no jobber has a monopoly of anything, there- 
fore, his actions cannot be judged from that standpoint. 
Some people, including the jobber himself, seem to think he 
has a monopoly of all the trouble in the world, but that is 
not relevant at the moment. 

What I mean by the monopoly feature is this: Suppose 
there was only one jobber, or one who did say 80 per cent. 
of the business, and a few small ones doing the balance. 
Such a jobber would have what amounted, or practically so, 
to a monopoly, and his conduct toward his customers would 
be judged by a totally different standard from that usable 
with an ordinary seller who has no monopoly. 

But as I have said, no jobber has a monopoly, or even a 
partial one, if I may so express it, therefore, I don’t need 
to go into that. 

What then is the status of an ordinary jobber, doing a 
comparatively small fraction of the business, competing 
with many others in the same position? He has, let me say, 
brands of merchandise that he wants—for the retailer’s own 
good—to be sold at a price which will yield a decent dis- 
tributing profit. This plan, if he can carry it out, is good 
not only for the retailer but for the jobber, too. A mutual 
advantage. Good for the retailer because it protects his 
profit, and good for the jobber because it makes his brands 
profitable for the retailer and thus gets popularity and con- 
tinued business. 

Now what can such a man do to carry his plan out? He 
can do practically but one thing—he can refuse to sell a 





retailer who will not maintain the price. But this he can do 
zbsolutely and in the most definite way. 

To show what I mean by “in the most definite way,” 
suppose that John Jones, a jobber in this class, is in the act 
of selling his brands to William Brown, retailer. The con- 
versation might go like this :— 

Jones—I ought to tell you in advance, Mr. Brown, that I 
don’t want these goods cut. For the good of everybody, we 
try to maintain a uniform selling price on them. That’s, of 
course, for your good as well as everybody else’s. Therefore 
1 can only sell you these goods on your promise to retail them 
at the regular price. Here is a list. If you'll agree to hold 
these prices, we'll be glad te have you as a customer. 

So far not a spark of illegality about this conversation. 
Suppose Brown agrees and holds up the price. Others of 
Jones’ customers are doing the same. It that an illegal 
monopoly? No, because the goods themselves are not the 
subject of a monopoly, and further because there is no ar- 
rangement among the retailers to hold the price. The whole 
thing comes about between Jones, the seller and the buyer. 
And for even another and more compelling reason, viz., that 
Jones, the seller, neither has nor claims any legal power to 
enforce his arrangement. The one thing he can do is to 
refuse to sell any more goods to the dealer who breaks his 
promise not to cut. If this should be Brown, he might have 
bought a year’s supply and one day after delivery he may 
start to cut unmercifully, but Jones will be helpless. He 
can’t ask for an injunction, because the courts have long 
ago decided that he wasn’t entitled to it. Brown is the abso- 
lute owner of the goods and his right to do what he pleases 
with them will not be restricted. Jones can simply refuse 
to sell him any more. When he does that he merely exer- 
cises his right to choose his customers which—without 
monopoly—is absolute and cannot be taken from him. 


(Copyright, December 29, 1928, by Elton J. Buckley, Esq. 
Counsellor-at-Law, 1206-11 Liberty Building, Broad 
and Chestnut Streets, Philadelphia, Pa.) 


Schwab’s Ten Rules to Keep Prosperity 


E have reached in this country 
an amazing degree of general 
prosperity, with American busi- 
ness on the whole no longer facing an 
uphill climb, according to Charles M. 
Schwab, chairman of the Bethlehem 
Steel Corporation. The problem today, 
as he sees it, is an entirely new one. 
It is what to do to make prosperity per- 
manent. Of course, no one, he holds, 
has any patent rights to continuing 
business success. 
“There are a few fundamental con- 
siderations which all of us may find 
helpful to keep in mind,” said Mr. 


Schwab. “The following ten rules 
seem to me to hold the key to lasting 
prosperity : 


“Pay labor the highest possible 


wages. Prosperity is intimately re- | day. Public confidence and public sus- 





CHAS. M. SCHWAB 


|ous industries cannot afford to have the 
backward industries too far behind the 
procession—prosperity to be permanent 
must be equably distributed. 

“Welcome new ideas. To establish 
permanent institutions we must always 
be prepared for change. 

“Never be satisfied that what has 
been achieved is sufficient. Smugness 
and complacency do not promote prog- 
ress. 

“Operate business on the most eco- 
nomical basis. Price-cutting, over- 
expansion, uneconomical methods of 
distribution are just as harmful to 
business and to the public as price- 
fixing, monopolies and rebates. 

“Look ahead and think ahead. It 
is easier to avoid depressions than it 





lated to a liberal wage scale. 

“Treat labor as a business partner. 
Successful imdustry depends more on 
human relations than upon the organi- 
zation of money and machines. 

“Conduct business in the full light of 


* 





picion may be separated only by a door. 
“Remember that the law of supply 
and demand is inexorable. It would 
also be well to remember that there 
is no necessity for producing an excess. 
“Live and help live. Even prosper- 


is to cure them. 

“Smile, be cheerful, and work upon 
the basis that the fundamental purpose 
of business is to promote the happiness 





of human beings.” 
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OY BALLOONS, more than 350 millions of them, 

: an output valued at the factory at almost $3,900,- 

000, and, we ask you, what share in this does the 
hardware trade get and 





350,000,000 BALLOONS 





candy, tobacco, grocery, drug and general merchandise 
jobbers distributed them. The usual method of distri- 
bution is to carry an emergency stock of popular sizes 

and a complete sample line 








why? 

Almost three toy bal- 
loons for each man, wom- 
an and child in the 













Inflated Playthings Suggested as Business 
Boosters, Especially for Your Toy Trade 


and to sell them mostly 
with private imprint on 
them. 

The big retail sale days 
are when carnivals, fairs 








country. Is your com- 
munity getting its share 
and if so, what is the community paying for this supply ? 
Why do the stores of many communities permit itiner- 
ant peddlers to make very pleasant contacts in-distribut- 
ing merchandise to his customers ? 

Balloons included in these figures are not, of course, 
all the plain round toys that are most familiar. The 
figures include the squawkers which are blown up~and 
make a noise as the air is released, and those balloons 
shaped as airships or dirigibles which float so proudly 
over the Christmas counter or carnival stand. 

Not all balloons reach the children—not by any means. 
Grownups use millions of these balloons each year. 
These adult children like balloons as a play feature for 
dinners, parties and other functions where a 
paper hat is a part of the proper costume. One 
great sport at such gatherings is to organize 
an inflation contest and let the man with a 
cigarette be the unofficial handicapper. 

3ecause balioons are such undoubted favor- 
ites, we suggest them as a part of your all- 
year toy department. At current prices it does 
not make much difference whether you sell 
them or give them away. Neither does it 
make a great deal of difference whether you 
buy them plain or with your store name on 
them. It is amazing 
how cheaply the 
factories turn out 
balloons with a pic- 
ture, or a picture of 
your store and your 
own message on 
them. 

Recently a hard- 
ware dealer asked 
us where he could 
buy balloons. The 
impulse was to tell 
him of any hardware 
jobber, but a search 
of#thardware jobber 
catalogs failed to 
reveal a listing of 
balloons. We looked 
up the factories and 
found there were 23 
of them, and they 
employ 20 to 100 
people each. 

These factories re- 
ported to us_ that 























































or picnics are the feature 
of community line, but some merchants find a steady 
sale for home play use and for private picnics. So far 
as selling or giving away is concerned, the name im- 
printed on them makes no difference. 

The writer knows a man—an office worker—who 
thinks a lot of his own and other children in the com- 
munity. He spends a considerable part of his time at 
home with these children, and he buys balloons in half 
gross lots, and when things seem to be going a bit slow 
he brings out some balloons as the center of amusement 
for them. 

\ druggist who dominates his trade in Willard, O., 
has stocked balloons for a dozen years. He has his 
name on them, and chiefly he uses them to reward 
children who come to his store on errands. But if some 
one wants a supply for a party, he sells them. He keeps 
no account of what proportion he sells, as he regards 
the venture as a trade building one. 


Advertising Via the Toy Balloon 


Manufacturers of various commodities make arrange- 
ments with a balloon manufacturer to supply balloons 
with their special imprint on them, to which is added the 
dealer’s name when he orders them. These are re- 
garded as an advertising novelty, and as such are listed 
in the manufacturers’ catalogue, and also by the jobber 
who handles this merchandise. 

Some way this merthandise appears to have been over- 
looked in the hardware trade, and we especially suggest 
that it might well be considered as an all year item in 
your toy department, and imprinted, to make it known 
that you sell all toys in season. Balloons and the toy 
buying spirit go hand in hand for both young and old 
toy buyers. 

Balloons for Special Days 


Hundreds of small merchants are taking a leaf from 
the experience of the larger stores and are celebrating 
many special occasions during the year—such as a 
recognition of St. Valentine’s day, souvenires for Wash- 
ington’s Birthday, and the like. These special occasions 
are announced through special window displays, and the 
card announcement that souvenirs are given to all chil- 
dren coming to the store on that day. 

Balloons, squawkers and other inflated toys fit into 
these occasions very nicely and if distributed on such 
occasions cause the younger customers to well remember 
this store when parents send them on errands. Balloons 
to give away, and a few pushmobile, express wagon and 
toy wheelbarrow and automobile races will make a 
grand opening of your wheelgoods selling season 
this spring. 
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APID — development 
of outdoor life dur- 
ing the last decade 

is giving to hardware 
merchants an opportunity 
for leadership in their 
communities which scores 
and scores of them have 
been quick to grasp and 
then have found that this 
leadership adds much to 
their community prestige, 
business volume and ever- 
tually profits. 

Under this leadership 
outdoor life in these com- 
munities has graduated 
from vacant lots, side 
walks and pastures to well 











The Hardware Merchant 


under whose direction 
five civic and industrial 
base ball leagues. were 
organized and the schools 
of the city given the first 
organized field day; or E. 
H. Wiley of Hollywood, 
who made tuna fishing a 
an exciting and safe sport 
available at all times; or 
the Bunting Hardware 
and Machinery Co. of 
Kansas City, who lends 
employees for the organ- 
ization of marksmanship, 
basket ball, baseball and 
fishing clubs; or Otis 
Stubbs of Atlanta, who 
has brought prestige and 


organized series of games Many a former waste field is now serving as a golf course organization to boating 


and highly developed 

sportsmanship, participated in by players whose con- 
fidence is increased by suitable uniforms and _ proper 
protective equipment and organization for enforcement 
of rules—all of which makes for respect and interest 
on the part of spectators and development of citizenship 
qualities in participants. 

This development knows no size of town. In larger 
cities where park boards provide facilities, the leader- 
ship is in the main official. It is in these towns that 85 
per cent of the exclusive sporting goods stores partially 
supply material needs, although many hardware stores 
rival these exclusive shops in variety of stocks and per- 
haps excel them in leadership. 

It is in towns of population mainly below these cities 
that the hardware merchant is asserting himself; as in 
the case of the Beeson Hardware Co., High Point, N. C.. 





sports; or S. L. Boyce of 
Port Huron, Mich., who has lent organization ability to 
teams over a wide radius ; Community Hardware Co. of 
l‘rederick, Md., organizers of industrial leagues ; Henry 
Funk of the Warren County Hardware Co., Bowling 
Green, Ky., who established local field game leagues ; 
Liberty Hardware Co., Vincennes, Ind., golf activities ; 
John Sower of Frankfort, Ky., after whom Sower field 
is named; W. F. Kennedy, Canton, O., who put archery 
on the map in that city ; Clarence Eucher of J. C. Eucher 
& Son, Cleveland, O., who promoted horse shoe contests, 
and C. S. Carr of Salem, O., who after establishing golf 
in his community helped to organize a state wide golf 
interest in the small communities. 
It is the organization of the small town country club 
with its golf course and sponsorship of other sports that 
is building golf into a $21,000,000 manufacturing indus- 
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a Builder for CITIZENSHIP 


try. The directory rosters of these clubs show that the 
hardware merchant of the community is active in their 
direction and in the absence of the accommodating (at an 
amazing profit) professional is supplying the equipment. 

It is in the cities and towns where this organization is 
effected through wise leadership that the business is 
being developed that has carried the sport and athletic 
goods industry over the $100,000,000 mark, and is car- 
rying it forward at an amazing rate. 

It is from the leaders in this community development 
that other hardware merchantS*are realizing their op- 
portunities and are lending aid to local developnient, often 
beginning with the community auto camping head- 
quarters for the encouragement of the tourist, who is 
creating so much of this outdoor interest and whose 
ardent interest in hunting and fishing is the basis of a 
high volume of trade in addition to his camping require- 
ments. 

In building for this reasonable development of out- 
door life and for sports, both winter and summer, hard- 
ware merchants as a class are doing for their com- 
munities the highest type of service. 


TEAM WORK 


%*<..It is through sports, 
and the teamwork 
and __ organization 
necessary to suc- 
cess, that the high- 
est type of citizen 
—the man with the 
physique to do 
things, with a reali- 
zation of the value 
of cooperation — 

will come. 



















It is through sports, and the teamwork and organiza- 
tion necessary to success, that the highest type citizen of 
the future—the man with a physique to do those things 
that may be necessary and a realization of the value oi 
cooperation—will come; the kind of a man who will go 
about his citizenship duties with thoughts on what is best 
for the community rather than the individual. 

With this thought in mind the hardware trade, with 
nearly 14,000 stores doing a business of more than 
$30,000 annually in every community of the country, 
has incidentally contributed much to building by leaps 
and bounds the sporting goods industry and sports in- 
terest of the nation. 

Throughout the country the development of proper 
athletic grounds is following closely upon the develop- 
ment of the playground movement. The need in ever, 
community is for a leader, who must be a man of parts, 
to group around him young people and men and wometr 
who see the potential benefits and who will unite in ask- 
ing that parks be made ready for citizenship building as 
well as landscape exhibits. Coordinated with this move- 

(Continued on page 98) 






UNIFORMS HELP 


Uniforms and 
proper equipment 
go a long way to- 
ward increasing 
the interest in out- 
door games. The 
hardware mer- 
chant’s part in sup- 
plying these things 
is most important 
—not to mention 
the fact that it is 
profitable. 











AME law restrictions 
(> and the increasing 

scarcity of game are 
placing an ever-increasing 
handicap on the length of 
the selling season and the 
volume of hunting equip- 
ment and it behooves the 
hardware dealer who would 
maintain his volume in guns 
and hunting accessories to do 
all that is within his power 
to fan into flame these em- 
bers in the men that keep 
alive the love for a day in 
the open, for the rough ca- 
resses of the underbrush and 
the soft scratching of the 
marsh grass. 

Time was when the 
hunting season ex- 
tended throughout the 
winter in practically 
all parts of the United 
States. Any man who 
owned a gun could get 
a day off at any time of 
the year and escape to 
the woods or fields. 

This is sadly 
changed. Hunting is 
restricted to seasons of 
a few days in some 
sections. Most men 
today must make very 
special preparation for 
hunting. They must 
make a special trip, and 
the lure that takes them 
to the woods must be 
stronger than in the 
days when they could 
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Visions of camp fire 
evenings, game steaks 
cooked over coals, of 
nights in sleeping 
sacks and the zest of 
successful chase are 
built into the displays 
shown here 
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decidesthe night before and:'be- ~ 


in théz@voods at daylight. © <*° 


Witlrsomie men who live only 4 


for the hunting seasons—for 
whom the days in the open are 
the only high points of the year 
—the love of hunting and the 
buying of hunting equipment 
will continue; but with others 
who dislike handicaps and pe- 
riods of preparation, something 
must be done to fan the embers 
into white heat occasionally and 
we know of no better means of 
doing this than through realistic 
scenes in the show windows. 

We offer the photographs of 
show windows here presented as 
evidence of what a hardware 
merchant can do. In no case is 
the window display unduly ex- 
pensive. The background ma- 
terial is nature’s own handiwork 
and puts the merchant only to 
the expense of gathering it. 
Nothing purchasable of synthetic 
manufacture can equal the 
branches and leaves brought in 
from the woods. 

Naturalness, not high art, is 
the effect sought. Any mer- 
chant who has camped can 
create the scene. 

There are still some sec- 
tions in the Northern section 
of the country where winter 
hunting is enjoyed, but after 
watering places freeze the 
hunter’s attention is turned 
to the South. With added 
spending money and shorter 
working hours more and 
more men are making the an- 
nual pilgrimage to the south- 
ern marshes and mountains 
yearly. These men prefer to 
buy hunting equipment from 
their favorite dealer but this 
dealer must keep alive in the 
hunter’s mind the connection 
between’ his store and hunt- 
ing, else this man is likely to 
slip away to the South for a 
playtime and find, when he 
gets there, that he has failed 
to fully equip himself. 

Many other items are need- 
ed by the hunter in addition 
to guns and ammunition. 
While the window displays 
reproduced feature this mer- 
chandise, axes ané flashlights 
can also be seen. 


Each of the pictures on these pages brings out an especial point. 


Hunter to the Woods 





the Frank Burke Hdw. Co., Waukegan, Ill., presents bird shooting, with colored flood lights at 
night. The other two pictures are a window and interior display in the Van Dervoort Hdw. Co., 
Lansing, Mich., with the log cabin theme in each. Above on this page is a Beeson Hdw. Co., 
High Point, N. C., window and below one by Smith-Winchester Co., Jackson, Mich., excellent 
examples of a minimum use of merchandise 








At the top of page opposite, 
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Lawrence Zwicker of 


ROFESSIONAL 
P hockey has been the advertising de- 
a distinct urge to OC a e S dtes partment spurred the 
skate sales. Many a imaginations of the 


young man _ who 

thought he had out- 

grown skating, an unorganized sport, has been lured 
hack to the rinks or to natural ice when available. 

Hockey scores have been carried by newspapers prac- 
tically everywhere and the romance of the lives of the 
soldiers of fortune who make up these teams have been 
told and retold, all of which has attracted the youth of 
today. As a result there is a revival of hockey interest 
in schools and communities. 

Hockey sticks, as a part of a skate display, adds 
zest, romance and adventure to that window and as a 
result of taking advantage of such a display, the 
Schlafer Hardware Co. of Appleton, Wis., sold more 
than forty skate outfits before there was snow or ice 
in that community this fall. The window designed by 





young people to an 

extent that they were 
unwilling to risk missing the first evening’s sport by 
being unprepared. 


Sell Them Pleasure 


After all, window displays, as with other advertising, 
is merely exciting in the mind of the prospective pur- 
chaser, a vision of the pleasure or profit that is to be 
gained by the ownership of the article displayed. 

Hockey has taken a firm hold on the imagination of 
young America today and we expect to see arrange- 
ments made within a few years whereby there can be 
many local hockey teams. Young America has a way of 
getting what it wants and hockey arouses a desire for 
skate ownership. 
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Is Your SToRE a 1929 Model? 


. ’ . 
These contrasts show what time's changes mean in an up-to-date store. 


EW YEAR should 
N bring a new vision of 

business. Your cus- 
tomers are changing constant- 
ly in their likes and dislikes, 
your stock is changing con- 
stantly because your custom- 
ers—a majority of them—are 
not satisfied with the same 
articles they bought last year. 
Every New Year a merchant 
should ask himself : 

“Is my store this year’s 
model ?” 

It is strange, but many a 
man who will trade-in his last 
year’s car for a new model 
this spring will try to get by 
in his business on last year’s 
model store and stock. This 
man is not doing himself jus- 


tice. He can never 
hope to get the 
trade that is due 


him. A man should 
never change his 
car or his style of 
clothes until he has 
brought his store 
up-to-date, for it i: 
the store that sv 
ports his social ad- 
vantages. 

The photographs 
shown on this page 
show the changes 
that have come to 
the ever up-to date 
Glockner Hard- 
ware Co. sporting 
goods department 
in Portsmouth, 
Ohio, in a period 
of twelve years. 

Especially have there been changes in sporting goods. 
Year by year there are changes for the better in equip- 
ment of all sorts—playing and protective equipment. 
Also there is a decided change in the volume of sales 
and the store that is not keeping up with the advance 
in this merchandise cannot hope to gain the measure 
of success square dealing and past reputation entitles it 
to. Neither is the merchant who offers his. customers 
only last year’s equipment fair to them. Football is a 
much less dangerous game because of better playing and 
protective equipment. The proper equipment averts 
broken heads, noses and sprained legs. 

The same applies to a considerable extent to baseball, 
hunting and other sports. The merchant who is the 
sporting goods purchasing agent for his community 








res ~ 


7 a 


owes it to his customers 
and friends to sell them 
the best. 

Look over this year’s 
toys and then last year’s. 
The latter are almost as 


out-of-date as a_ last 
year’s woman's dress, 
which is the climax of 
change. 


True, toys are funda- 
mentally much the same 
today as the older gen- 
eration played with, but 
there have been many 
improvements. The tin, 
wind-up (if you were 
lucky) trains of your 
youth are replaced by 
electrics; the dolls are 
prettier and are differ- 
ently molded and dressed; the toy furniture is made of 
different materials and so are the dishes. 

Change, change, constant change and the store must 
change with it or your customers will change stores. 

The Glockner Hardware Co. is fortunate to have these 
photographs. To note the changes in the past, make 
present changes easier. A merchant is apt to think that 
his store always looked like it does today, but if he has 
proof of changes, it will make further changes easy. If 
you have an old photograph of your store, get it and 


check up. If the sporting goods are in the rear, why 
not try them in front for a while? Why not double 
the space? 


The 1929 interest in sporting goods is double that of 
five years ago. 
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New .38 Colt Automatic 


Due to a demand upon the Colt’s Patent 
Fire Arms Mfg. Co., Small Arms Division, 
in Hartford, Conn., for a side arm cham- 
bered for a .38 automatic pistol cartridge, 
the company has brought’ out a new 
Super-.38 Colt Automatic Pistol, built on 
the popular .45 caliber Government model 
automatic pistol frame. 

This new Colt has a 5-in. barrel, a maga- 
zine holding 9 shots, and is full blued in 





finish. It has checked walnut stocks, 
checked trigger and archcd housing. The 
over-all length is 8% in. and the weight 
about 39 oz. There is only a slight recoil. 

This Colt will prove popular with the 
spottsman, for the manufacturer states 
that it will stop any animal on the Ameri- 
an continent, as well as being an ideal 
gun for a trapper’s use. 


Two New “Pflueger” Reels 


The Enterprise Mfg. Co., Akron, Ohio, 
is distributing to the trade two new pam- 
phlets. One describes the new “Pflueger” 
salt water “Atlapac” reel and the other 
is devoted to the “Pflueger” salt water 
“Adams” reel. 

The pamphlets are fully illustrated in 
color and contain complete specifications. 


Two New Strauss Toys 


Ferdinand Strauss. Inc., 215 Fourth 
Avenue, New York City, | manufacturing 
two new toys in the aeroplane field. 

The “Silver Eagle” airplane flies in a 
wide circle when suspended by a string 





from the hand or when the string is 
fastened to the ceiling. It is made of 
aluminum, snappy in appearance and 





ruggedly constructed. The plane winds 
up with a powerful spring motor. 
Aluminum is used exclusively in the 





construction of the “Los Angeles” Zeppe- 
lin, a pleasing toy in appearance, and will 
no doubt prove a popular item. It has a 
powerful clock spring motor and flies in 
a wide circle when suspended by a string 
from the hand. Ten inches in length. 

A special electric demonstrator can be 
secured to show these two items in action. 





Aluminum Climbing Tractor 


There has recently been offered to the 
trade by Animate Toy Co., Inc., 200 Fifth 
Avenue, New York City, the Climbing 
Tractor, an aluminum toy which will climb 
an incline, pull a load and amuse people 
of all ages. 

The tractor is made of polished alu- 
minum and has a powerful spring motor, 
controlled to give a slow, quiet motion. 
The motor winds with a crank. A four- 





wheel drive provides plenty of power. 
Rubber belts and rubber tires with soft 
shoes are standard equipment. The illus- 
trations show two tractors taking a hurdle 
and a tractor climbing a 55-deg. incline. 





This toy is 9 in. long by 4, in. high. 
Packed in a humorous, four-colored box. 

The company also manufactures crawl- 
ing bugs and baby traction toys. 





Did You Know— 


That ice fishing is enjoyed by many who 
want neither elaborate nor expensive 
equipment, but require strong twisted lines, 
sinkers, hooks, and other accessories. 

*x* * * 

That about 100,000 steel tennis racquets 
were replaced by a manufacturer because 
they proved defective. 

* * * 

That night trap shooting has been given 
a trial in a New England city. Huge 
floodlights of 2,000,000 candlepower were 
used to illuminate the range. 

*x* * * 

That National Baseball Week for 1929 
was indorsed by the Chamber of Com- 
merce of Athletic Goods Manufacturers at 
a recent meeting of that body. 

* * * 

That trappers need guns, ammunition, 
camp goods, lanterns, flashlights and many 
other outdoor supplies in addition to traps. 





North Carolina Hunting 


Any merchant who has customers de- 
siring to hunt in North Carolina will do 
well to send to Wade H. Phillips, Director, 
Department of Conservation and Develop- 
ment, Raleigh, N. C., for a copy of the 
recent publ‘cation, “Hunting in North 
Carolina.” 

This pamphlet is an official publication 
and sets forth what wonderful facilities 
there are in this State, tells of the most 
plentiful game and the best seasons, also 
states game laws (by counties where nec- 
essary), and has a list of reliable hunt- 
ing guides. The pamphlet is well illus- 
trated, some pictures in color. 


New Shakespeare Catalog 


The new 1929 catalog of the Shakespeare 
Co., Kalamazoo, Mich., has recently been 
mailed to the trade. Many new items 
are shown as well as the standard lines. 
For the dealer’s convenience, the price list 
in the back of the book shows both trade 
and retail prices. 





A Full Length Airubber Camp Mattress 


A one-piece, full-length, light-weight air 
mattress is now being manufactured by the 
Airubber Dept. of New York Rubber 
Corp., Beacon, N. Y. 

This No. 550 Airubber mattress has a 
light-weight khaki jean, coated or rubber- 





Antoni ipaiseaceaon 


cloth fabric and the inside rubber lining 
are made in one piece in the vulcanizing. 
The air chambers are used lengthwise in 
this mattress. The mattress is 25 in. wide 
by 75 in. long and weighs 5% lbs. Each 
mattress is furnished with two interchange- 








ized on one side with high-grade rubber. 
The material forming the complete mat- 
tress is vulcanized under high pressure 
into one piece. There is no stitching and 
no cement is used at seams. The outside 


able valve caps, one having a removable 
pump connection. This new mattress can 
be used for camping, in cabin, cottage or 
on sleeping porch. It is especially con- 
venient in its simplicity and compactness. 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TIoN, Hotel Marion, Little Rock, sometime in May, 1929. 
L. P. Biggs, secretary, 815-816 Southern Trust Building, 
Little Rock. 

CALIFORNIA RetTaiL HARDWARE & IMPLEMENT ASSOCIA- 
TION CONVENTION, San Francisco, Feb. 12, 13, 14, 1929. 
LeRoy Smith, secretary, 112 Market Street, San Francisco. 

CoNNECTICUT HARDWARE ASSOCIATION CONVENTION, Feb. 
14, 15, 1929. Hotel Taft, New Haven. Henry S. Hitch- 
cock, secretary, Woodbury. 

HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Blowing Rock, N. C., June 11, 12, 13, 1929. Head- 
quarters, Mayview Manor. Arthur R. Craig, secretary- 
treasurer, Charlotte, N. C. 

IpaHo Retait Harpware & IMPLEMENT Deavers’ Asso- 
CIATION CONVENTION, Boise, Jan. 22, 23, 24, 1929. E. E. 
Lucas, secretary-treasurer, Hutton Building, Spokane, Wash. 

Ittrno1s ReTait HARDWARE ASSOCIATION CONVENTION 
AND ExuHIBiTION, Hotel Sherman, Chicago, IIl., Feb. 12, 13 
and 14, 1929. P. M. Mulliken, managing director, Elgin, Ill. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVENTION, 
Indianapolis, Jan. 29, 30, 31, Feb. 1, 1929. G. F. Sheely, 
managing director, 911-913 Meyer-Kiser Bank Building, 
Indianapolis. 

Iowa RETAIL HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Hotel Savery and Des Moines Coliseum, Des 
Moines, Feb. 12, 13, 14, 15, 1929. A. R. Sale, secretary- 
treasurer, Mason City. 

Kentucky HarpwareE & IMPLEMENT ASSOCIATION CON- 
VENTION AND EXHIBITION, Seelbach Hotel, Louisville, Jan. 
22, 23, 24, 25, 1929. J. M. Stone, secretary, 202 Republic 
Building, Louisville. 

Lou1s1ANA RETAIL HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Mansfield, June 17, 18, 19, 1929. Guy 
Nason, secretary, Starkville, Miss. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Detroit, Feb. 5, 6, 7, 8, 1929. Headquarters, 
Hotel Statler. Exhibit at Convention Hall. A. J. Scott, 
secretary, Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Feb. 19, 20, 21, 22, 1929, at Minneapolis Municipal 
Auditorium. Chas. H. Casey, manager-treasurer, Nicollet 
at Twenty-fourth Street, Minneapolis. 

MisstsstpP1 RETAIL HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Gulfport, June 10, 11, 12, 1929. Guy 
Nason, secretary, Starkville. 

Missour!t RETAIL HARDWARE ASSOCIATION CONVENTION 
AND ExuisiTion, Hotel Statler, St. Louis, Jan. 21, 22, 23, 
1929. F. X. Becherer, sec., 5106 No. Broadway, St. Louis. 

MontTANA IMPLEMENT & HarDWARE ASSOCIATION Con- 
VENTION, Bozeman, Feb. 4, 5, 6, 1929. A manufacturer’s 
exhibit will also be held from Feb. 4 to 8, inclusive. A. C. 
Talmage, secretary, Bozeman. 

MounTAIN STATES HARDWARE AND IMPLEMENT ASSOCIA- 
TION CoNVENTION, Denver, Colo., Jan. 15, 16, and 17, 1929. 
Headquarters not yet selected, but in all probability will be 
the Cosmopolitan Hotel. W. W. McAllister, secretary- 
treasurer, P. O. Box 513, Boulder, Colo. 

NaTIONAL House FurNISHING MANUFACTURERS ASSO- 
CIATION CONVENTION, Stevens Hotel, Chicago, IIl., Jan. 14, 
15, 16, 17, 18, 19, 1929. Warren Edwards, secretary, 189 
W. Madison Street, Chicago, III. 

NaTIONAL RETAIL HARDWARE ASSOCIATION CONGRESS, 
Oklahoma City, Okla., sometime in June, 1929. Dates to be 
decided later. H. P. Sheets, managing director, 915-935 
Meyer-Kiser Bank Bldg., Indianapolis. 


NEBRASKA RETAIL HARDWARE ASSOCIATION CONVENTION, 
Lincoln, Feb. 5, 6, 7, 8, 1929. Exhibit at University Coliseum. 
Hotel headquarters will be announced later. George H. Deitz. 
secretary, 414-419 Little Building, Lincoln. 

New ENGLAND HaArpWarRE DEALERS’ ASSOCIATION CON- 
VENTION, Mechanics’ Building, Boston, Feb. 20, 21, 22, 
1929. Geo. A. Fiel, secretary, 80 Federal Street, Boston, 9. 

New York StaTE RETAIL HARDWARE ASSOCIATION Con- 
VENTION AND EXHIBITION, Rochester, Feb. 5, 6, 7, 8, 1929. 
Headquarters, Powers Hotel. Exhibit at Edgerton Park. 
John B. Foley, sec., 412 City Bank Building, Syracuse. 

North Daxota RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Jamestown, Feb. 12, 13, 14, 
1929. C. N. Barnes, secretary, Grand Forks. 

Ou10 HarpwarRE ASSOCIATION CONVENTION AND Ex- 
HIBITION, Cincinnati, Ohio, Feb. 19, 20, 21, 22, 23, 1929. 
Headquarters, Gibson Hotel. James B. Carson, secretary, 
315 Mutual Home Bldg., Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIATION 
ConvENTION, Jan. 29, 30, 31, 1929. Chas. L. Unger, secre- 
tary, 207-208 Bloomfield Building, Oklahoma City. 

OreEGOoN RETAIL HarpwARE & IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Portland, Feb. 5, 6, 7, 1929. E. 
E. Lucas, secretary-treasurer, Hutton Building, Spokane. 

Paciric NorTHwestT HarpwaRE & IMPLEMENT AsSO- 
CIATION CONVENTION, Spokane, Wash., Jan. 30, 31, Feb. 1, 
1929. E. E. Lucas, sec-treas., Hutton Building, Spokane. 

PANHANDLE HARDWARE AND IMPLEMENT ASSOCIATION 
ConvenTION, Amarillo, Tex., April 8, 9, 10, 1929. Head- 
quarters, Amarillo Hotel. C. L. Thompson, secretary, Can- 
yon, Tex. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INC. CONVENTION AND EXHIBITION, Com- 
mercial Museum, Philadelphia, Feb. 12, 13, 14, 15, 1929. 
Sharon E. Jones, sec., 610 Wesley Building, Philadelphia. 

South DaKoTa RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Sioux Falls, Feb. 5, 6, 7, 1929. Chas. H. Casey, 
manager, Nicollet at Twenty-fourth Street, Minneapolis. 

SouTHERN CALIFORNIA RETAIL HARDWARE ASSOCIATION 
ConvenTIon, Los Angeles, Feb. 20, 21, 22, 1929. H. L. 
Boyd, secretary, 508 Spring Arcade Building, Los Angeles. 

SOUTHEASTERN RETAIb HARDWARE AND IMPLEMENT As- 
SOCIATION, composed of Alabama, Florida, Georgia and 
Tennessee, Convention and Exhibition in Atlanta, Ga., May 
14, 15 and 16, 1929. Walter Harlan, secretary-treasurer, 
701 Grand Theater Bldg., Atlanta, Ga. 

TeExAS HARDWARE & IMPLEMENT: ASSOCIATION CONVEN- 
TION AND EXHIBITION, Dallas, Jan. 22, 23, 24, 1929. Head- 
quarters, Baker Hotel. Dan Scoates, sec., College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIATION CONVENTION, 
Jefferson Hotel, Richmond, Feb. 19, 20, 21, 1929. Thos. 
B. Howell, secretary, 602 Broad Street, Richmond. 

WEsT VIRGINIA HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Fairmont, Jan. 22, 23, 24, 1929. James 
B. Carson, secretary, 315 Mutual Home Bldg., Dayton, O. 

WESTERN RETAIL IMPLEMENT AND HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Kansas City, Mo., 
Jan. 15, 16, 17, 1929. Hotel President, general headquar- 
ters. Sessions will be held in Missouri Theater, and the 
Western Hardware Show will be held in Convention Hall. 
H. J. Hodge, secretary, Abilene, Kan. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Auditorium, Milwaukee, Feb. 5, 6. 
7, 8, 1929. P. J. Jacobs, secretary, Stevens Point. Exhibit 
manager, George W. Kornely, 1476 Green Bay Avenue, 
Milwaukee. 
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The Single-Stroke Speed Italics 


By JOSEPH BERTRAM JOWITT 


HIS modern single - stroke 

Italic Alphabet is about the 
easiest alphabet for the begin- 

ner, on account of its slanting design. 
One of the most difficult things in 
learning show card writing is to keep 
all letters plumb, upright .and to 


judge just what is the correct space | 


between each letter, but this is really 
not as difficult as it may seem. It 
is simply a matter of training the 
eye and controlling the hand move- 
ments and if the pencil lines are 
drawn on the card observing the 
proper slant as shown in the accom- 
panying plate, the hand will soon be 
trained to keep this uniform slant. 

There is no set rule governing the 
correct space between letters and 
words, the rule generally observed is 


SPEEDO 








Use Italics 
Jor rapid 


Show Card 


“Writing 























the width of a single-brush stroke 
between letters and three times this 
between words. 

The advantage the beginner has in 
learning this italic alphabet first, is 
that he learns all the elementary 


ITALICS 








| strokes used in every type of Roman 
| alphabet, and having once acquired 


a natural swing of the brush it will 
not be as difficult to form the perfect 
upright letters. 

The simplicity of this alphabet lies 
in the fact that it is done in precisely 
the same way one would write with 
a pencil or pen at an angle of 45 deg. 
or thereabouts. The encouragement 
held out to all beginners is that if 
some of the letters should lean a 
little more to the right than others 
it will not be noticed. The best way 
to practice this alphabet is to rule 
off a card or piece of wrapping paper 
with slanting lines as shown here- 
with, have these lines at about 45 
deg. slant and the width of the brush 
stroke you intend to practice with, 
apart, this will be the 
best guide you could 
have to keep your 
strokes uniform. 

The next very im- 
portant thing is your 
brush should be so 
worked out in the 
color as to retain a 
perfectly flat chisel 
edge shape, as this 
stvle of lettering 
cannot be accom- 
plished with a round 
pointed brush. A 
brush does not 
necessarily have to 
be in a flat ferrule 
to produce a flat 
stroke. Brushes in 
round ferrules make 
the best flat strokes 
when properly 
trained as they hold 
more color than the 
flat ferruled brushes. 
The training method 
is simply wiping 
them out flat each 
time they are dipped 
in the ink. 

The card to be 
lettered should also 
be placed at an angle 
in front of you, rest- 
ing the entire fore 
arm on the surface 
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as you would naturally write. An- 
other thing, do not allow the ink to 
become too thin, the brush will not 
hold a flat edge if the color is too 
watery, (keep the ink about the con- 
sisteny of heavy cream). This 
alphabet will also be very useful for 
all SPECIAL SALES, and _ for 
strips or “flyers” to paste on win- 
dows. 

The writer will be glad at any time 
to answer either through these 
columns or by personal letter any 
questions our readers desire to ask. 

By studying the work of many 
beginners at show card writing, one 
cannot fail to observe that lost mo- 
tion is the main cause of slow work. 
In building up a letter by the single- 
stroke method, every individual 
stroke of the brush should count as 
a finished element of that letter. 
Every time a stroke requires retrac- 
ing or touching up, a great deal of 
valuable time is lost. The beginner 
should never loose sight of the fact 
that a patched up show card usually 
looks the part. 

Every individual brush has its own 
limitations, for instance a large size 
brush may be so shaped after it is 








dipped in the ink that it will do much 
smaller size letters than it was in- 
tended for, but it will be found 
very unsatisfactory to try and make 
a small size brush do larger letters. 
The best plan is to use a separate 
brush for each different size 


and governed entirely by the fact that 
a letter cannot be condensed or elon- 
gated to the point of distortion. 
However, the latitude is very wide 
in both cases before reaching the 
point of distortion. 





or line of lettering. 

No matter if the letters 
lean a trifle too much to the 
right when practicing, it is 
better to complete each 
stroke after it is begun than 
to stop in the middle of a 
single stroke and try to make 
it straight. Remember the 
formation of the letter is the 
principal thing to learn first. 

A line of lettering, no 
matter what style, must have 
a starting and stopping point. 
These two points are a mat- 
ter of taste with the workman 
















EAGLE 
Soft Paste 
PURE 
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Vichek Tool Co. Additions 
Help to Increase Production 


Extensive additions are under way at 
the Vichek Tool Company, Cleveland 
plant. During the past several months 
available floor space has been increased 
by 15 per cent and the productive capacity 
of the plant increased 20 per cent. In the 
near future, construction work now under 
way will result in further increase of 
some 10 per cent in productive capacity. 

Frank J. Vichek, president, is authority 
for these statements, and further informs 
us that his plant is now on a true “straight- 
line” production basis. In this plant steel 
travels on conveyors in uninterrupted pro- 
gression from railroad car to completely 
formed wrench, almost without stopping. 
“Yet,” says Mr. Vichek, “we have been 
able to establish such complete metal- 
lurgical control that the product, which 
is lowered in price through mass produc- 
tion, is actually higher in quality than by 
old slow-speed methods.” 


John H. Graham & Co. Now 
Represent Hillwood Mfg. Co. 


The John H. Graham & Co., Inc., 113 
Chambers Street, New York City, is now 
representing in Pennsylvania, New York, 
and the New England States the Hill- 
wood Mfg. Co., 21700 St. Clair Avenue, 
Cleveland, Ohio, manufacturer of cut and 
wire tacks, double-pointed tacks and 
staples, etc. 


Bergman Tool Mfg. Co. Appoints 
Dobie-Weber-Lydecker, Inc. 


The exclusive representatives to the 
hardware and automotive accessory trades 
in Pennsylvania, New York, and New 
England for the Bergman Tool Mfg. Co., 
1573 Niagara Street, Buffalo, N. Y., is 
now Dobie-Weber-Lydecker, Inc., 1860 
Broadway, New York City, whose appoint- 
ment became effective Jan. 1. 


Thomas B. Fowler Dies 


Thomas B. Fowler, who formerly con- 
ducted a hardware store in Lowville, 
N. Y., passed away in that town on Dec. 
28. He was 69 years of age. 


E. J. Ferguson Retires 


E. J. Ferguson, of Dixon, IIl., who has 
been in the retail hardware business for 
a quarter of a century, has sold his busi- 
ness to Scott Stores, Inc., and will retire 


Artistic Bronze Adds to Interest 
in Rustic Well Foundry 


The Artistic Bronze Co., 2050 Fairfield 
Ave., Bridgeport, Conn., manufacturer of 
builders’ and refrigerator hardware, has 
recently purchased a further substantial 
stock interest in the Rustic Well Foundry, 
Inc., a New York City organization devot- 





ed to the manufacture of art novelties. 
The offices have been moved to Bridgeport. 

Wm. Winthrop Wright, president of 
The Artistic Bronze Co. has been made 
president and treasurer of the Rustic Well 
Foundry, Inc., succeeding Howard G. Sel- 
den, recently resigned. 

Earnest V. Shaw, secretary and works 
manager of the Bronze company has as- 
sumed similar duties in the Rustic Well 
organization. Edward Jones, now in the 
sales department of The Bassick Co., 
Bridgeport, Conn., will join the staff of 
both the Artistic Bronze Co. and the Art- 
istic Well Foundry early in January. 





Robert Viegelmann Resigns from 


Graef & Schmidt, Inc. 


Robert Viegelmann, who for the past 
twenty-five years has been affiliated with 
Graef & Schmidt, Inc., 456 4th Ave., New 
York City, recently resigned from that 
organization. 





ROBERT VIEGELMANN 


Mr. Viegelmann is well known to cut- 
lery buyers throughout the country, hav- 
ing traveled for about 10 years. He was 
an official of the Graef & Schmidt organ- 
ization and for many years was closely 
affiliated with the late Herfnann Kind. 

At the present time, Mr. Viegelmann is 
making his headquarters at 320 Broadway, 


New York City. 





G. S. Fish General Manager 
The Appleton Car Mover Co. 


The Appleton Car Mover Co., Appleton, 
Wis., announces the appointment of Gor- 
don S. Fish as general manager. Mr. Fish 
brings with him to his new occupation 
many years’ experience in the manufac- 
ture and sale of car movers. 





Veteran Hardware Dealer 
Seeks Olympia Mayoralty 


George G. Mills, a member of the Olym- 
pia, Wash., hardware firm of Mills & 
Austin, has announced his candidacy for 
Mayor of Olympia. Mr. Mills is a former 
Registrar of the United States Land Office 
in Olympia and a former State Treasurer. 
He has been in the hardware business for 
many years. 





Duluth Moves Chicago Office 


The Duluth Show Case Co., with gen- 
eral offices in Duluth, Minn., announces 
that its Chicago office has been moved 
from 180 N. Wabash Avenue to 19 S. La 
Salle Street. 





Martin Hawke Passes On 


Martin Hawke, managing director of 
Carborundum Co., Ltd., at Manchester, 
England, passed away in that city on Dec. 
20, 1928. He was 66 years of age. 

Mr. Hawke joined The Carborundum 
Co., Niagara Falls, N. Y., in 1900 and 
was appointed its continental representa- 
tive. Twelve years later a plant was 
erected in Manchester, and upon its com- 
pletion he was made managing director. 

Clarence E. Hawke, sales engineer of 
The Carborundum Co., Refractory Divi- 
sion at Perth Amboy, N. J., survives his 
father. 


Wiebusch & Hilger Ltd. 
Announce Personnel Changes 


Wiebusch & Hilger, Ltd., 106 Lafayette 
Street, New York City, announce the fol- 
lowing personnel changes effective Jan. 1: 

H. H. Hoffman, formerly manager of 
the cutlery department, will represent the 
organization in the territory from Vir- 
ginia as far west as the Mississippi River. 
In addition to being thoroughly familiar 
with the company’s cutlery lines, Mr. 
Hoffman is well posted on hardware and 
kindred merchandise. 

S. R. Valin, formerly covering a section 
of the metropolitan territory of New York 
City, will now cover Pennsylvania, includ- 
ing Philadelphia, Washington and Balti- 
more. 


Hercules Powder Rearranges 
Naval Stores Distribution 


Hercules Powder Co., Inc., Wilmington, 
Del., announces that its whole plan for 
distribution of naval stores has been re- 
arranged, and in the future will be han- 
dled more as a separate unit than here- 
tofore. 

Naval stores trade in Tennessee and 
North Carolina and the South, including 
Louisiana, will be in charge of the Naval 
Stores Dept., Hercules Powder Co., Amer- 
ican Trust Building, Birmingham, Ala. 

Naval stores trade in the Middle West 
States, and as far East as western Ohio, 
including Kentucky, the Naval Stores 
Dept., Hercules Powder Co., McCormick 
Building, Chicago, Ill., or Naval Stores 
Dept., Hercules Powder Co., Railway Ex- 
change Building, St. Louis, Mo. 

Naval stores business in eastern Ohio, 
West Virginia, Virginia, and east and 
north of same will be handled by the 
Naval Stores Dept., Hercules Powder Co., 
Wilmington, Del., or at 120 Broadway, 
New York City. 

Naval stores trade in the Rocky Moun- 
tain States will be handled by Hercules 
Powder Co., Kearns Building, Salt Lake 
City, Utah. 

Naval stores orders on the West Coast 
will be handled by the Hercules Powder 
Co., Standard Oil Building, San Francisco, 
Cal. 
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Weekly Radio Program to Be 
Sponsored by McKinney Mfg. Co. 


During 1929 the McKinney Mfg. Co., 
Pittsburgh, Pa., will sponsor a weekly 
radio broadcasting period of thirty min- 
utes’ duration beginning Sunday, Feb. 3, 
at 4.30 p. m., and continuing for twenty- 
six Sunday afternoons. 

The program will be of orchestral char- 
acter and planned to be of real interest— 
in complete harmony with Sunday after- 
noon atmosphere. It will not be “heavy” 
music, neither will it be of a light “jazz” 
character, but rather a happy medium of 
light opera. 

Thirteen stations of the National Broad- 
casting Co. will be used, including those 
in Boston, Springfield, New York, Phila- 
delphia, Baltimore, Pittsburgh, Rochester, 
Cleveland, Cincinnati, Chicago, Detroit, 
Kansas City and St. Louis. 

The McKinney company is preparing 
some very interesting merchandising mate- 
rial for the trade, which will be used to 
tie up with the broadcasting. A copy 
of each Sunday’s program will be distrib- 
uted to dealers each week in time to be 
inserted in a counter card in the shape 
of a microphone, designed for use on 
counters or in a window. A series of di- 
rect mail pieces to the trade are also 
planned. 





G. L. Basil Resigns from F. W. 
Wakefield Brass Co. 
The F. W. Wakefield Brass Co., Ver- 


milion, Ohio, announces the resignation of 
G. L. Basil as secretary of the company, 
a position he has held for more than ten 
years. Mr. Basil plans to entér a whole- 
sale business in Detroit. 

Carl Schroeder, after an absence of two 
years, returns to the company as produc- 
tion manager. C. R. Egry, while retain- 
ing his title as purchasing agent, has been 
appointed chief of the development de- 
partment. 





Henry D. Sharpe Honored by 
Weights and Measures Institute 


Henry D. Sharpe, treasurer of Brown 
& Sharpe Mfg. Co., Providence, R. I., and 
first vice-president of the American Insti- 
tute of Weights and Measures, 115 Broad- 
way, New York City, was elected to the 
council of the latter organization at the 
recent annual meeting. 





Edward E. Hoxie Dead 


Edward FE. Hoxie, for more than 40 
years a traveling representative of the 
Tubular Rivet & Stud Co., Boston, Mass., 
died recently at his home in Wollaston, 
Mass. Mr. Hoxie was 69 years of age 
and was also the oldest employee of the 
company. 


W. M. Jensen Pacific Coast Mgr. 
for Pittsburgh Steel Company 
W. M. Jensen has been made Pacific 

Coast manager of Pittsburgh Steel Co., 

Pittsburgh, Pa., with headquarters at San 


Francisco, Cal. 
For many years Mr. Jensen has been 











associated with the late A. C. Rulofson, 
who represented the interests of Pittsburgh 
Steel Co. on the Pacific Coast. 
Pittsburgh Steel Co. has established new 
offices and have merchandise stocks in 
the South End Warehouse, 351 Bryant 
St. Stocks and sales offices are also main- 
tained at Los Angeles and’ Portland. 





Underhill Clinch Publishes 
New Catalog for 1929 


A very complete new catalog, dated 
1929, has just been completed by Underhill 
Clinch & Co., wholesale distributor of 
hardware, located at 84 White Street, New 
York City. 

Unusual care has been given to the 
physical make-up of this book. In addi- 
tion to concise descriptions and _ illustra- 
tions of merchandise, list prices, sizes, 
numbers and other helpful information is 
given. 

The tool department occupies a majority 
of pages in the front of the book, with 
agricultural tools, wire goods, locks, build- 
ers’ hardware, electrical appliances, and 
cutlery well represented. *»There are 16 
colored insert pages, which add to the 
general attractive appearance of the book. 

A heavy cloth binding helps to keep the 
catalog in clean and perfect condition. 





Pacific Coast Toy Fair 
to Be Held May 27-June 1 


The Fifth Annual Pacific Coast Toy 
Fair will be held in San Francisco, Cal., 
from May 27 to June 1, 1929. The ma- 
jority of manufacturers who exhibited at 
the 1928 fair are expected to again dis- 
play their lines, in addition to many new 
exhibitors. 

Complete information regarding the Toy 
Fair can be obtained from the secretary, 
Pacific Coast Toy Fair Association, 49 
Geary Street, San Francisco. 

The Chicago Toy Fair will again be 
held in the Palmer and Morrison Hotels, 
opening on April 15 and continuing until 
April 27. 


Dallas Hardware Club Host 
to 100 Texas Dealers 


Approximately 100 hardware dealers 
were guests of the Dallas Hardware and 
Implement Club at a banquet held recently 
in Dallas, Tex. These dealers came from 
the counties comprising the 24th district 
of the Texas Hardware and Implement 
Association. 

Texas hardware men are now prepar- 
ing for the annual State convention, to be 


held in Dallas from Jan. 22 to 24. 





Shannon Crandall President 
Los Angeles Commerce Chamber 


Shannon Crandall, president of the 
California Hardware Co., Los Angeles, 
Cal., has been elected president of the 
Los Angeles Chamber of Commerce. 

More than thirty years ago Mr. Crandall 
helped organize the California Hardware 
Co. and in 1916 was elected president of 
the company. 








Keystone Steel & Wire Co. Adopts. 
Uniform Cost Prices and Stand- 
ardized Resale Prices on 
Fences 

The Keystone Steel & Wire Co., Peoria, 
Ill, has announced standardized resale 
prices and uniform cost prices on farm, 
field and poultry fencing. This move has- 
been made to insure fair profits on fence 
sales for the dealer. From a recent state- 
ment by the company, we quote in part 
the following highlights of this plan: 
“Red Brand fence is now being sold to 
all dealers at uniform prices—to be re- 
sold at not less than the recently estab- 
lished standard retail prices. Between our 
standard resale price and the carload de- 
livered cost price there is a profit on cost 
of from 22 to 33% per cent. Maintenance 
of our resale prices will stop competitive 
price cutting. 

“Recent court decisions have declared 
that a manufacturer has a legal right to 
suggest prices at which his Trade-Mark 
product shall be sold, and to refuse to selk 
such products to a customer who fails 
to observe the suggested resale prices. 
For our part we wish to make it plain 
that we regard aggressive price cutting 
on our special marked fencing as an un- 
friendly act, and a detriment to our busi- 
ness; and in protection of our interests 
and of other dealers handling our fence, 
shall reserve our legal right to refuse to 
sell our fence to any dealer who sells it 
at a price lower than we have suggested. 

“We shall do this at our own discretion, 
acting upon information which will come 
to us from our own salesmen, and not 
upon the advice or solicitation of others. 

“Within the limitations of the law, as 
is now interpreted by the Court, we shall 
continue to do all in our power to main- 
tain these fair and reasonable prices on 
our fence.” 





Libbey-Owens Distributors Re- 
ceive Display Reproductions 


Thé Libbey-Owens Sheet Glass Co., 
Nicholas Building, Toledo, Ohio, has sent 
to all of its distributors six reproductions 
of window glass displays arranged by 
Minneapolis, Minn., hardware dealers. 

These reproductions are being sent out 
to aid dealers in arranging window dis- 
plays of Libbey-Owens glass. 





Gunn-Alkon, Inc. Moves to New 
Office—Adds New Lines 


Gunn-Alkon, Inc., manufacturers’ rep- 
resentative at 28 Binford Street, Boston, 
Mass., has moved to 34 Binford Street, 
where the organization will occupy about 
10,000 sq. ft. In the new location there is 
a large and spacious office, a display room, 
warehouse and a railroad siding to facili- 
tate shipping. 

I, Alkon, president, and J. F. Gunn, 
treasurer, announce that in the future they 
will represent in the New England States: 
The Peerless Level & Tool Co., Sterling, 
Ill.; Greenlee Tool Co., Rockford, IIl.; 
Vaughan & Bushnell Mfg. Co., Chicago, 
Ill., in addition to the lines already carried. 
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Edward W. Lee Accepts Position 
with American Screw Co. 


Edward W. Lee, who has been con- 
nected with the Winchester Repeating 
Arms Co., and the Winchester-Simmons 
Company for the past 27 years, has re- 
signed to accept a position with the Amer- 
ican Screw Co., Providence, R. I. 

Mr. Lee will make his headquarters in 
Atlanta, Ga., and will cover the Southern 
territory, East of the Mississippi River. 

This is the territory in which Mr. Lee has 
lived and worked for many years, and in 
which he has acquired a wide acquaint- 
anceship with the hardware jobbing trade. 





J. W. Hubbard Chairman 
of Hubbard & Co.’s Board 


John W. Hubbard now is chairman of 
the board of directors, Hubbard & Co., 
Pittsburgh, Pa., manufacturers of heavy 
hardware and electrical pole line material. 
Carl L. Pierce, who has been vice-presi- 
dent, has been named president to succeed 
him. 

Joseph V. Smith, general manager of 
the electrical department, has been elected 
a vice-president. William H. Remmel has 
been reelected vice-president and William 
J. Price secretary and treasurer. These 
officials constitute the board of directors 
of the company. 


Veteran Detroit Dealer Sells 
Pfent Hardware Company 


Elmer R. Young and Lynes D. Boomer, 
for several years associated with the 
Pfent Hardware Co., Gratiot Avenue and 
Seven Mile Road, Detroit, Mich., have 
purchased the business from the owner 
and founder, George H. Pfent. A closed 
corporation has been formed, the busi- 
ness taking the name of The Pfent Hard- 
ware Co., Inc., with Mr. Young as presi- 
dent, Mr. Boomer as vice-president and 
secretary, and Geo. A. Fresard treasurer. 

For the past thirty years the Pfent 
Hardware Co. has beeen considered a 
Detroit landmark, and the owner, Mr. 
Pfent, a respected and admired merchant. 
Mr. Pfent and his son Harvey are plan- 
ning to take over a local automobile 
agency. 

The new Pfent Hardware Co., Inc., will 
move to a new large building at 14195-97 
Gratiot Avenue, where a full line of hard- 
ware, electrical goods, etc., will be carried. 





Western Cartridge Co. Names 
Winners in Poster Contest 


The title, “Super-X versus Super-Sex,” 
submitted by Mrs. Bertha Leckel of Edg- 
mont Station, East St. Louis, Ill., in the 
poster contest conducted by the Western 
Cartridge Co., East Alton, Ill., has been 
awarded the first prize of $50. There 
were no rules or restrictions in the contest, 
which was open to anyone. The poster 


was distributed during the latter part of 
September, and attached to its top was a 
small slip of paper on which there was 
offered a small prize for the best title sug- 











gestion sent in to fit the picture. There 
was no limit to the number of suggestions 
any person could submit and nearly 5000 
dealers and friends entered their titles. 

The contest closed on Nov. 1, and the 
judges, members of the Western Cartridge 
advertising staff, recently announced the 
winners. In addition to the first prize 
winner, honcrable mention and checks for 
$5 were sent to eleven persons. 


R. S. Cornell N. Y. Manager for 
Stanley Works 


Richard S. Cornell has been appointed 
New York manager for Stanley Works, 
New Britain, Conn. He succeeds the late 
A. E. Duncan. 

For the past eleven years Mr. Cornell 





R. 8. CORNELL 


has been associated with the New York 
office of this firm, which is located at 100 
Lafayette Street. Though in recent years 
he has specialized in the builders’ hardware 
end of the business, he was brought up in 
the tool and general hardware business 
and has been actively engaged in this field 
in the Metropolitan New York territory 
for the past thirty-five years. 

In the past, Mr. Cornell has’ been con- 
nected with Russell & Erwin Mfg. Co. 
and Sargent & Co. 





New England News Notes 


Edwin F. Cross has severed his connec- 
tion with the Jordan Hardware Co., Wil- 
limantic, Conn., to become manager of the 
S. K. Ames Co., Inc., store in that city. 





The Capitol Knife Co., Winsted, Conn., 
has been reorganized as the General Mfg. 
Co. The new company, in addition to the 
former company’s line of knives, will 
manufacture electric heaters and toasters. 


On the final night of 1928, fire visited 
the building partly occupied by the Provi- 
dence Hardware & Supply Co., 72-76 
Mathewson Street, Providence, R. I. Ber- 
ton L. Doris and Edward K. Doris con- 
duct the business. Their stock was slight- 
ly damaged by water. 














David G. Ong President 
United States Leather Co. 


David G. Ong, who since 1925 has been 
connected with the United States Leather 
Co., 2 Park Avenue, New York City, was 
recently elected president of that organ- 
ization, succeeding Hiram S. Brown, who 
resigned to become president of Radio- 
Keith-Orpheum, Inc. 

Mr. Ong has been serving as assistant 
to Mr. Brown since he came to the com- 
pany from the Servel Corp., New York 
City, where he was vice-president. He is 
also president and treasurer of a sub- 
sidiary, The Hilliard & Merrill Co., Lynn, 
Mass. 

Prior to his affiliation-with the Servel 
organization in New York City, Mr. Ong 
was a Servel distributor in Connecticut. 
He was also at one time manager of the 
washing machine sales for Landers, Frary 
& Clark, New Britain, Conn. 


G. F. Blake, Jr., Passes On 


George F. Blake, Jr., president of 
George F. Blake, Jr., & Co., Worcester, 
Mass., heavy hardware, and vice-president 
of the State Mutual Life Assurance Co., 
died at his home in that city on Monday, 
Dec. 31, at the age of sixty-nine. Funeral 
services were held at his home on Wednes- 
day, Jan. 2. Many associated with the 
iron and steel, as well as the hardware in- 
dustries, attended. 


New York Toy Fair for 1929 
Will Open on Feb. 4 


Dealers and jobbers in the vicinity of 
New York City who sell toys will no 
doubt be interested to learn that the 1929 
New York Toy Fair will open in three 
hotels and the Fifth Avenue Building on 
Feb. 4 and continue until March 2. The 
Breslin, Grand and Imperial Hotels, to- 
gether with the Fifth Avenue Building, 
will house the many exhibitors, number- 
ing probably more than 550. 

Last year’s fair exceeded all records, 
and it is expected that the 1929 fair will 
be equally successful. It is expected that 
on Washington’s Birthday, Feb. 22, the 
annual banquet of the toy industry will 
take place. 

The 1929 fair is of four weeks’ duration 
instead of five weeks, as has been the case 
in previous years. 


Devoe & Raynolds Advances 
David E. Breinig 


David E. Breinig, who joined Devoe 
& Raynolds Co., Inc., New York City, 
on Aug. 1, 1928, has become manager of 
the industrial department of the Eastern 
and Southern districts. 

Mr. Breinig was formerly president and 
general manager of the Bridgeport Wood 
Finishing Co., sales manager of the 
du Pont Paint and Varnish Division in 
New York City, and vice-president and 
general manager of Breinig Bros., Inc., 
Hoboken, N. J. 
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Cahill Joins Kilborn & Bishop as 
Vice-President and Gen. Manager 

T. W. Cahill has joined The Kilborn 
& Bishop Co., New Haven, Conn., as vice- 
president and general manager. 





T. W. CAHILL 


Mr. Cahill, or “Tom,” as he is familiar- 
ly known to the sporting goods branch of 
the hardware jobbing trade, has been a 
frequent and active delegate at Atlantic 
City and other conventions. He was for 
several years general manager and assis- 
tant treasurer of The Marlin Firearms 
Co., New Haven. 

The Kilborn & Bishop Co., manufac- 
tures “Green Line Tools” and special drop 
forgings. Holloway Kilborn, vice-presi- 
dent and treasurer of the organization, is 
a recognized authority on drop forgings 
and is the author of the articles on “Forg- 
ing” and “Drop Forging” in the 1929 issue 
of the “Encyclopedia Britannica.” 





Metropolitan Hardware Banquet 
to Be Held Jan. 16 

The twenty-first annual Metropolitan 
Hardware banquet will be held at the 
Hotel Commodore, New York City, 
Wednesday, Jan. 16, at 7 p. m. 

The Metropolitan Hardware Dinner is 
easily one of the outstanding yearly events 
in the hardware trade and industry. It 
brings together the executives of leading 
manufacturers and wholesalers, and the 
important retail merchants for a_ social 
evening. The dinner is held under the 
auspices of the Metropolitan Hardware 
Association and its constituent member 
associations from Brooklyn, northern New 
Jersey, Westchester County, and the Man- 
hattan and Bronx Boroughs. 

H. A. Cornell, 30 Montgomery Place, 
Brooklyn, whose ’phone number is Ster- 
ling 4015, is again effectively serving as 
chairman of the Banquet Committee, as- 
sisted by 32 prominent hardware men. 
Early indications are that the attendance 
will surpass all former years. The enter- 
tainment will be under the direction and 





personal supervision of Thornton Webster. 


Geo. Worthington Banquet Opens 


100 Year 


Approximately 500 hardware men and 
guests celebrated the one hundredth anni- 
versary of the founding of the Geo. 
Worthington Co., Cleveland, Ohio, when 
on the evening of Thursday, Dec. 27, they 
gathered in the ballroom of the Hotel 
Cleveland for the One Hundredth Birth- 
day Banquet. 

A century ago, young George Worth- 
ington drove an ox-cart into Cleveland, 
loaded with hardware, bought in Utica, 
N. Y., with $500, borrowed money. He 
opened a small store at Superior Avenue 
and West Tenth Street and announced 
that he was in the “hardware business.” 
The business grew with the development 
of the country and under the name of 
Geo. Worthington Co. became a leading 
hardware wholesaler in the Central 
Western States, now employing 125 sales- 
men. 

A. J. Gaehr, first vice-president and 
treasurer of the Worthington organiza- 
tion, presided at the banquet in the place 
of President W. D. Taylor, who was con- 
fined to his home due to illness. 

The first speaker of the evening was 
City Manager W. R. Hopkins, who in 
extending greetings of the city said, “I 
am rather hesitant to extend greetings to 
an institution that existed before there 
was a Cleveland. It is no small thing 
for a concern to last 100 years and cer- 
tainly it is strange in a country so young 
as this.” 

A. C. Ernst, of Ernst & Ernst, auditors 
of the Worthington company for a score 
of years, was next called on to say a few 
words. He predicted 1929 to be a suc- 
cessful year and stated that he could not 
see why a chain organization should be 


more successful than a_ strongly built 
single unit, such as the Worthington 
company. 


A. B. Thompson, of Thompson, Hine 
& Flory, legal advisors for Worthington 
for more than a quarter century, made a 
few timely remarks, after which Saunders 
Norvell, president of Remington Arms 


G. C. Lassen New President H. 
D. Smith & Co—Louis E. Smith, 
Vice-Pres. 


Grover C. Lassen has acquired control of 
H. D. Smith & Co., Plantsville, Conn., 
which will continue to manufacture the 
well known line of Perfect Handle tools. 
Mr. Lassen will serve as president and 
treasurer of this firm, which was estab- 
lished in the drop forging business in 1850. 
Mr. Lassen is also president of the Ballard 
Oil Co., Hartford, Conn.; New Haven Oil 
Co., and Lassen Terminal Co., both of 
New Haven; the Lassen-Bissell Co. of 
New York and Connecticut ; and the Mor- 
ton Oil Co. of Massachusetts. His inter- 
est in the hardware and tool business was 
first developed during his connection with 
the Bethlehem Steel Co., where he became 
acquainted with hardware products and 
hardware distribution. 








Anniversary Celebration 


Co., was introduced. Mr. Norvell started 
a prepared speech, but abandoned it, say- 
ing that his listeners could read it in 
Harpware Ace. He then made an im- 
promptu address, recalling incidents of 
the past interesting to hardware men, in 
his usual entertaining manner. 

Herbert P. Sheets, managing director 
of the N. R. H. A,, presented the greet- 
ings of the retail dealers, and the Rev. 
Dr. Joel B. Hayden, pastor of the Fair- 
mont Presbyterian Church, in his talk on, 
“Why They Kill the Prophets,” said that 
the Worthington formula for success was: 
One part chance, four parts insight and 
five parts application. 

Among the other notables at the speak- 
ers’ table were H. A. Taylor, postmaster 
of Cleveland; H. C. Cram, of The W. 
Bingham Co., Cleveland hardware jobber, 
and J. R. Kraus, Union Trust Co. of 
Cleveland. Of the prominent guests in- 
troduced were Mrs. James Storer, widow 
of a former secretary-treasurer of the 
company, and George Worthington, Jr., 
grandson of the founder and an employee 
of the company at the present time. 

The flowers at the speakers’ table were 
presented by competitive and non-com- 
petitive business concerns and after the 
banquet were given to the Children’s Hos- 
pital. Telegrams of congratulation were 
read by the toastmaster, who welcomed 
the hardware men and their guests, who 
represented many of the country’s leading 
manufacturers, jobbers and retail distrib- 
utors of hardware. 

On Tuesday, Jan. 1, the Worthington 
company sponsored a radio program of 
30 minutes duration from station WTAM, 
starting at 8 p. m. It was called the 
Geo. Worthington Company’s One Hun- 
dredth Anniversary Program, consisting 
of a brief review of the company’s his- 
tory, orchestral music and songs. Empha- 
sis was made of the 100 years in business 
by fifst playing an old minuet tune, then 
old-time songs and finally closing the 
program with music of the present day. 


Louis E. Smith has been elected vice- 
president of H. D. Smith & Co. He was 
formerly with Billings & Spencer Co. for 
twenty-four years, ten of which he served 
as salesmanager. Later Mr. Smith was 
connected with Ramsey Chain Co., Al- 
bany, N. Y., and then with the New Bri- 
tain Machine Co., New Britain, Conn. 

George M. Clark, the new secretary and 
assistant treasurer of H. D. Smith & Co., 
was connected with Billings & Spencer 
Co. for nineteen years, the last twelve in 
charge of the order department. 


The Drybak Corp. Expands 


The Drybak Corp., manufacturer of 
“Drybak” hunting clothes, has recently ac- 
quired additional buildings adjacent to its 
plant in Binghamton, N. Y. This expan- 
sion will provide the firm with nearly 
50,000 sq. ft. of floor space. 
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- General Market News 





Favorable Reports on Outlook Con- 


tinue to Come from Market Centers 


NEw YORK, Jan. 9.—As was anticipated, the healthy demand for 
seasonal and staple hardware lines is continuing, it is indicated by 
reports from important market centers. Jobbers are receiving reg- 
ular and frequent orders, retailers stocks being very light after a 
record Christmas demand. While 1928 was somewhat short on 
volume, reports indicate that business is on a safer basis. 

The industrial areas of the country are enjoying better employ- 
ment conditions with consequent consumer demand for staple lines, 
while agricultural sections, being in a better position, are also show- 


ing a sustained buying power. 


Few price revisions have as yet been announced, but these may 
be expected in the immediate future. Steadiness seems to be the 


order at the present time. 
Collections average fair. 


Income, Corporation Tax Re- 
ceipts Leading 1927 

Income and corporation tax receipts 
up to December 23 were running slightly 
ahead of last year, with $407,987,000 col- 
lected, a gain of $2,000,000 over the same 
period in 1927. 

For the fiscal year up to date collections 
of income and corporation tax practically 
balance at $908,000,000. Receipts and ex- 
penditures are more nearly at a balance 
than at any time since the beginning of 
the year, with $1,973,251,000 expenses and 
$1,808,703,000 receipts. 

Customs receipts nearly have caught up, 
with $289,137,000 for this year and $293,- 
066,000 for last. Miscellaneous internal 
revenue is gaining, the collection of $289,- 
682,000 this year being a loss of but 
$10,000,000 over last year. 


Commercial Failures in U. S. 
Show Sharp Decrease 

The record of insolvencies in the United 
States for the week of Dec. 29 is for five 
business days only, owing to Tuesday’s 
holiday, and shows a total of 359. That 
number reflects considerable improvement 
over the 423 failures reported to R. G. 
Dun & Co., a year ago, when the tabula- 
tion also covered five business days. The 








decrease extends to the East, the South 
and the West, reductions in these sections 
offsetting, by a rather wide margin, a 
moderate increase on the Pacific Coast. 
With the smaller aggregate of insolvencies, 
those having liabilities of more than 
$5,000 in each instance fell to 230 this 
week, from 281 a year ago. 

Covering five business days, the report 
of Canadian failures this week shows a 
total of 42, which is somewhat above the 
34 defaults tabulated by R. G. Dun & Co. 
a year ago. 

Bradstreet’s reports 331 failures in the 
United States for the week of five days, 
as compared with 413 for the previous 
week and 401, 486, 374, 407 for the cor- 
responding weeks, 1927 to 1924. The New 
England States had 45, Middle Atlantic 
116, Western 60, Northwestern 20, South- 
ern 61 and Far Western 29. Canada had 
29 defaults, against 47 for the preceding 
week. In the United States about 72 per 
cent of the concerns failing had $5,000 
capital or less and 192 per cent had from 
$5,000 to $20,000 capital. 


U. S. Bank Clearings Show In- 
crease of 23.4 Per Cent 


Bank clearings in the United States for 
the week ended Dec. 27, a holiday week, 
as reported to Bradstreet’s Journal, aggre- 
gated $10,562,037,000, as against $13,990,- 
675,000 last week, a full week, and $8,- 
558,371,000 in this week last year, which 
also was a holiday week. This week’s 
total shows a decrease of 24.6 per cent 
from last week, but a gain of 23.4 per 





cent over:the like week a year ago. Can- 
adian clearings aggregated $306,567,000, 
against $379,489,000 last week and $306,- 
725,000 in this week last year. 





Carload Shipments for First 
Quarter Should Show 4.9 
Per Cent Gain 


Shippers of the country, through esti- 
mates of the shippers’ regional advisory 
boards, anticipate that carload shipments 
of the twenty-nine principal commodities 
in the first quarter of 1929 will be ap- 
proximately 8,048,075 cars, an increase 
of 373,569 cars above the corresponding 
period of 1928, or 4.9 per cent, the car 
service division of the American Railway 
Association announced on Dec. 30. 

The shippers’ regional advisory boards, 
covering the entire United States, furnish 
these estimates periodically to the car 
service division in order that the rail- 
ways may have a guide as to the service 
they are expected to be called upon to per- 
form in a given quarter. 

These estimates are based on the best 
information obtainable at the present 
time by the commodity committees of va- 
rious boards as to the outlook, so far as 
transportation requirements are concerned. 

Of the thirteen shippers’ regional ad- 
visory boards ten anticipate an increase 
in their respective districts in transporta- 
tion requirements for the first quarter of 
1929, compared with the same period in 
1928, while the other three expect a de- 
crease. The ten boards, which estimate an 
increase over the preceding year, are the 
Atlantic States, Allegheny, Great Lakes, 
Ohio Valley, Northwestern, Pacific Coast, 
Southeastern, Southwestern, Trans-Mis- 
souri-Kansas and the Pacific Northwest 
boards. 

Those estimating a decrease are the 
New England, Midwestern and the Cen- 
tral Western boards. 





Week’s Prices Average 97.2 Per 
Cent, Says Prof. Irving Fisher 


Prof. Irving Fisher of Yale Univer- 
sity announced on Dec. 30 that the pre- 
vious week’s wholesale commodity prices, 
based on Dun’s quotations, averaged 97.2 
per cent. The November average was 97.5 
per cent. The purchasing power of the 
dollar was 102.9¢ on a 1926 basis of 100c. 
The November average was 103.1. 

Crump’s index of English prices for the 
week on the revised 1926 level was 93.1. 
The November average was 92.4. 

The Italian index on the revised 1926 
level for the week ended Dec. 22, was 
76.1. The average for November was 75.8. 
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Local Retailers Are Taking Stock— 
N. Y. Jobbers Have Completed Inventory 


NEW YORK, Jan. 


8.—Practically all local jobbers have completed 


inventory, have held their annual sales meetings and are actively 
engaged in starting the business year of 1929. Retail store inven- 
tories will be taken this month, in fact a great many have already 
been completed. At the present time it is generally agreed that 
1928 sales volume was better than 1927, and far larger than ex- 
pected. An analysis of net profits is relatively not so encouraging, 
but at that, local market students consider the past year as a fairly 
satisfactory business period for those who were energetic and 
thoughtful in the conduct of their business. 

There is an upward tendency noted in the revision of prices. 
Prices on wrought goods have been withdrawn, which suggests an 


advance to come along shortly. 


Early interest in spring merchandise appears to be pretty good 
at the present time, with deliveries scheduled for late February or 


early March. 


Current business on shelf goods is restricted to actual require- 
ments. This situation will likely continue until retail store inven- 


tories are completed. 





ASH SIFTERS.—The prediction of 
colder weather encourages the belief 
that the demand for this line will show 
some mid-season activity. Prices are 
not expected to change, and wholesale 
stocks are in good condition. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. NEW YORK: 
Rotary ash sifters, $2 each. - 
ASH CAN TRUCKS.—The situation 
here is the same as for ash sifters. 
JOBBERS’ ae gh ge J ae, RE.- 
TAILERS, F.O.B 
Moore’s Handy prey Can’ rocks, No. 
105, $2.20 each, and No. 60, $1.85 each. 
BATTERIES.—A steady demand con- 
tinues, with prices unchanged. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 


Dry cells, No. 6, ignition “type, 
pd ge No. 7111, same type, 35%4c. 
eac 


Hercules, ~ 6, ignition type. 238c. 
each in lots of 50. 

B batteries, No. 771, 42c. each; in 
units of 5, 39¢. each; No. 764 and 768, 
$1.22 each; in units of 5, $1.14 each; 
No. 763, .0: in units of 5, $1.05 
each; No. 772 (vertical type), $2.06 
each; in units of 5, $1.92 each; heavy 
duty, vertical type, No. 770, $3 each; 
in units of 5, $2.80 each. Layerbilt, 
No. 486, $3.20 each; units of 5, $2.97: 
New Layerbilt, No. 485, $3.22 each; 
in units of 5, $2.97 each. 


BOLTS AND NUTS.—No changes in 
prices have been announced, and it now 
appears unlikely that any immediate 
advances will be made. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Carriage bolts, 55 off list. 

lots, 60 per cent off list. 
Stove bolts, 80 per cent off list. 
Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 
4 per cent off list; 14% to 1%, 30 off 
st. 
Coach screws 55 off list. . Case lots, 
60 per cent off list. Step bolts, 50 
per cent off list. 


CARPET SWEEPERS.—Moderate sale 
reported. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Carpet sweepers, Standard, $3 


Case 





each; Universal, japanned, $3.50 each; 
Universal, nickel plated, $3.83 each; 
Grand Rapids, japanned, $3.67 each; 
Grand Rapids, nickel plated, bs each; 


Elite, $5 each; Princess, $4.17 each; 
and ' American Queen, $4. 50, each; 
Sterling, $2.10 each. 


CLOCKS.—Enjoying fair sale at pres- 
ent time. Prices are not expected to 
change. 


JOBBERS’ QUOTATIONS ar RE- 
TAILERS, F.0O.B. NEW YORK 

Alarm clocks, Big Ben, $2.29; same 
luminous, $3.16; Baby Ben and Baby 
Ben luminous take same respective 
prices; Ben Hur, $1.76; same lumi- 
nous, $2.46. 

Blue Bird, luminous dial, $1.76; 
Blue Bird, $1.22; Sleepmeter, $1.40; 
Sleepmeter, luminous dial, $2.10; 
American, $1.05. 

Auto clocks, Westclox, plain, $1.76: 
same, luminous, $2.46. 


FLASHLIGHTS.—Has been very good, 


with prices the same. 

JOBBERS’ oe ta ee TO RE- 
TAILERS, F.O.B. NEW RK: 
Flashlights, No. 2602, 68. ws 2630, 
84c.; No. 2631, Wee: No. 2612, $1.10; 
No. 2672, $2.08; 2674. $2.08; No. 
697, $1.49; No. ‘9642, $2.73; No. 
$2.73; No. 2660, 84c.; No. 2634. ; 
No. 2619. $1.43; No. 6993, $2.63; No. 
2634, $3.57. Prices are each and net. 
Flashlight assortments, No. 71, 
$6.06; No. 16, $6.06; No. 14, $4.08 each. 


FLASHLIGHT UNITS. — Replacement 
trade very active and satisfactory. 


Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Eveready Flashlight unit cells, No. 
708, 19%%c.; No. 706, 13c.;: No. 710, 
68c.; No. 734, 40c.; No. 750, 13c.; No. 
761, 19%%4c.; No. 950, 6c. : No. 935, 
6%4c.; No. 409, 32%c.; No. 705, 19'4c.; 
No. 790, 13c.; No. 791, 3c.: No. 700, 


18e. Prices are each and net. 
ICE SKATES.—There has been little 
outdoor skating in the territory served 
by this market. Weather forecasts pre- 
dict a cold spell, with outdoor ice skat- 
ing. This should be a great stimulant 
to the sale of ice skate outfits. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Ice skates, hockey tubular outfits, 
with shoes, aluminum, for: men. or 





women, $5.25 per pair; same nickeled, 
$6.25 per pair. Racing tubulars, the 
aluminum _ finish; 


same prices in 
nickeled finish for men, $6.50; for 
women, $6.25. Men’s sizes, 4 to 11; 


women’s sizes, 3 to 9. 

Club skate outfits, with shoes, for 

men, sizes 4 to 11; for women, sizes 3 
9, $3.85 per pair. 

Men and boys, all clamp. club 
skates, 9 to 11% in., cast steel pol- 
ished runners, 84c. per pair; same 
nickel-plated, $1.19 per pair. Same 
hockey model, $1.31 and $1.69 per pair 
respectively. 

Women’s club skates, leather back 
strap, cast steel runners, $1.12 per 
pair; same nickeled, $1.44 per pair; 
same hockey model, $1.57 and $2 per 
pair respectively; 8 to 11 inches. 

Extension bob skates, 6 to 9 inches, 
45c. per pair. Skate keys, 5c. each; 
skate holders, $5.25 each. Skate 
sharpeners, 18%c. each. 

Ice creepers, No. 1, 13% 
No. 3, 154%c. per pair, and No. 
per pair. 

PRESTONE.—Very active with the 
possibility of a very heavy sale, if 
the predicted freezing weather mate- 


rializes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Prestone in sty; gallon cans at 
$3.60 per gallon; in one gallon cans, 
$3.60 per gallon, and in half gallon 
cans, $3.80 per gallon. N., B.—These 
prices are all given per gallon, not 
per can. 


RADIATOR SHIELDS. — Has _ been 
quite active this last week. Prices are 


unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 

tadiator shields, Gem, ma MTT 
No. 1, $4; No. 1-a, $4.50; No 1 $4.5 50 
No, 3, $5; No. 4, $5; No. 5, No. 
6, $6; No. 7, $6.50; No. 8, $7. These 
prices are list per each and subject 
to dealers’ discount of 30 per cent. 
These models with water humidifiers 
are $1 extra each, list. 


SASH CORD.—Demand is very light. 


Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 
Sash cord, Samson Spot, No. 8, 65c. 
to 67%c.; Aetna No. 8, 30c. to 33'4c.; 
Phoenix No. 8, 39c. to 41¢.; Sachem, 
No. 8, 38c. 
No. 7 is 1c. higher and No. 6 is 3c. 
higher on all brands. 
SCREWS.—There have been no price 
changes announced, nor do we find any 
basis for expectifig any immediate 
change. Demand is largely for current 


requirements. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 
Wood screws, flat head bright iron, 


c. per pair; 
9, 32c. 


471%4,-10-10; round head blue, 42%4-10- 
10; round head, iron, nickel plated, 

7%,-10-10; flat head galvanized, 20- 
i0. 10: flat head, brass, 40-10-10; 
round head, brass, 3744-10-10. These 
discounts apply to new standard 
screw lists. 

Machine screws, flat and round 
head brass and iron, 70 per cent 


discount. 


TIRES AND TUBES.—tThe sale is 
fairly good on this line. Prices are as 


shown and stocks are satisfactory. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Tires and Tubes.—Mansfield tires, 
30 x 3% Liberty Cord, $5.45: heavy 
duty oversize, $7.25; 32 x 4 Liberty, 
$10.20: heavy duty, $12.10; tires, 29 x 
4.40, $8; 32 x 6.20, heavy duty, $17.40; 
tubes, 30 x 3%, $1.40: balloon tire 
tubes, gray, 29° x 4.40, $1.65; 32 x 
6.20, $3. 
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Missouri River Crossings Outlook for 1929 


One of the Best Ever—Business on Safe Basis 


(Kansas City office of HARDWARE AGE) 


KANSAS CITY, Jan. 8.—Nineteen-Twenty-Nine opens with one of 
the best outlooks the hardware trade in this part of the country has 
ever seen. Although all the figures have not yet been cast up, it 
is apparent that some of the wholesale houses along the Missouri 
River fell a shade short of the volume moved in 1928 as compared 


with the preceding year. 


Nevertheless every jobber is in high spirits, for, because of 
healthier conditions, the business done during the year just closed 
was done on a safer basis and at a better profit than that trans- 
acted in 1927, whose volume loomed just a bit larger. 

Both retailers and wholesalers took their discounts more con- 
sistently throughout 1928 than they had taken them for some years. 


Collections rolled in freely. 





For these reasons 1928 is accounted 
the best year the southwestern trade 
has enjoyed since early in the ’teens. 
Though the volume for 1927 seemed 
heavy, the latter part of that year, in 
particular, was unsatisfactory. Stocks 
turned slowly and mercantile money 
was sluggish. 

That condition carried over into the 
early months of 1928, with the result 
that the first part of last year was also 
discouraging in some of its trade as- 
pects. The sales curve sagged and did 
not take an upward turn until mid- 
summer, 

Then, however, the business showed 
a decided improvement and has been 
rocking along at a steady gait ever 
since, in some departments speeding up 
to a stiff gallop. Now the hardware 
trade is entering the new year with 
one of the most flattering prospects on 
record. 

It is predicted in a general way that 
1929 bids fair to climb into the banner 
class. Current movement is healthily 
normal and offers nothing sensational, 
unless the “pink of condition” can be 
called so. 

The holiday trade ran from good to 
splendid. Virtually all dealers report 
satisfaction over the business they did 
during the holidays. The jobbers, too, 
are similarly satisfied in that respect. 

There is little lazy merchandise in 
this part of the country. Accounts are 
well cleaned up and more dealers than 
ever are showing a keen interest in 
taking as many discounts as possible. 
They have been collecting more closely 
than in former years. 

“Both jobbers and dealers,” accord- 
ing to a prominent wholesale man on 
the River, “have been paying less in- 
terest on their money than they have 
paid in years. That means solid profit. 
If the lesson will only stick, I see no 
reason why we should not all be head- 
ing toward a prolonged period of sanely 
based prosperity.” 

That is the Missouri River territory’s 





Happy-New-Year greeting to the rest 
of the country. 
ALCOHOL.—Movement is lively and 
figures are uppish. No new price an- 
nouncements, however. 
JOBBERS’ QUOTATIONS TO RE- 
pL sega) F.0.B. MISSOURI RIVER 
CROSSINGS: 
aenieite alcohol, 188 proof, for- 
mula 5, in 55-gal. drums, 6lc. per 
gal.; in lots of 5 to 9 drums, 59c. per 
gal.; 10 to 19 drums, 57c. per gal.; in 
lots of 20 or more drums, 56c. per 
gal.; $6 charge for drums, subject to 
credit on return. 
AXES.—Business is somewhat better, 
though still backward. Orders are 
small. Prices steady. 
JOBBERS’ QUOTATIONS TO RE- 
Ph Lp F.O.B. MISSOURI RIVER 
CROSSINGS: 
First “quality, single-bitted unhan- 
dled axes Ib., $14.50 base; 
handled, tis 8 “to. $20.50 base. 


BUILDERS’ HARDWARE. — Despite 
mid-winter weather, the volume in this 
line is fairly good. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Case lots of 24% x 2% steel butts, 
old copper and dull brass finish, 
$19.25 a hundred pair; 3% x 3%, $20 
a hundred pair; 4 x 4, $27 a hundred 
pair; heavy steel bevel inside sets, 
case lots, $5.50 per doz.; steel bit- 
keyed front door sets, $18 per doz. 
set; wrought bronze metal, $2.25 per 
set; cylinder front door sets, wrought 
bronze metal, $6.50 per set. 

CARRIAGE AND MACHINE BOLTS. 
—Movement is reasonably brisk, con- 
sidering the season. Prices still firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Small carriage, rolled thread, 50- 
10-10-5 off list; small carriage cut 
thread, 50-10-5 off list; large carriage 
cut thread, 50-10-5 off list; small 
machine rolled thread, 50-10-10-5 off 
list; small machine cut, 50-10-5 off 
from list as of April 1, 1927. 

EAVES TROUGH AND CONDUCTOR 
PIPE.—Trade in this line is slowing 
down, except on future orders which 
are coming in briskly from the field 
salesmen. No new prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS. F.0.B. MISSOURI RIVER 
CROSSINGS: 





28 gage, 5 in. lap joint eaves 
trough, $4.75 per 100 ft.; 28 gage, 3 
in. conductor pipe, $5 per 100 ft. 


MILD STEEL BARS.—Business is still 
good. Prices unsteady. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Bars, shapes and small angles, 
$3.56 per cCwt. base; structural sizes 
and shapes, $3.66 per cwt.; mild steel 
bands, 3-16 and lighter, $4.21 per 
cwt.; steel hoops, $4.66 per cwt.; re- 
inforcing bars, $3.40 per cwt.; cold 
rolled round shafting, $4.16 per cwt.; 
cold rolled square bars, $4.66 per cwt. 


NAILS.—Prices have advanced 10c. a 
keg. Trade is up to the average for 


this time of the year. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Common wire nails, $3.50 per keg, 
base (see new extras). 


OILS.—A fair movement continues. 
Prices are a bit unreliable. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Raw linseed oil in bbl. lots, 87c. per 
gal.; boiled linseed oil in bbl. lots, 
90c. per gal.; raw linseed oil in half 
bbl. lots, 92c. per gal.; turpentine in 
bbl. lots, 69c. per gal.; turpentine 

in half bbl lots, Perc. per gal. 


RADIATOR SHIELDS. — Trade is 
brisk, with snow and colder weather 
prevailing. Prices remain steady. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Radiator ere Gem, adjustable, 
wo. 4, 38° No. 1 $4.50; No, 2, $4.50: 
3, $5: No. 4 $50 N $5.50; 

O$6." No bb, $6: No. 36.50: he 8, 
$7. These prices are Tee per each 
and subject to dealers’ discount of 30 
per cent. These models with water 

humidifiers are $1 extra each, list. 


REGISTER SHIELDS.—Business con- 
tinues rather lively. Prices firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSS! NGS: 

Register a Gem, No. 1, floor 
type, $12; No. 10 floor type, $10; No. 
2, wall type, $6, and No. 20, wall 
type, $5.20. Prices are net to dealers 
per dozen. No. 1 and No. 2 are 
oxidized copper. No. 10 and No. 20 
are black enameled. 


ROPE.—Trade is good. Prices have 
been guaranteed to stand as now 
quoted for the first quarter of 1929. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI! RIVER 
CROSSINGS: 
Highest quality manila rope, stand- 
ard brands, 22c. per lb., base; No. 2 
manila, standard brands, 20c. per Ib., 
base; No. 1 sisal rope, highest qual- 
ity, standard brands, 19c. per Ib.; 
No. 2 sisal rope, standard brands. 
15%c. to 17c. per Ib., base. 


SANITARY PRODUCTS. — Satisfac- 
tory movement shows no abatement. 
Dealers report good response. No price 


changes. 

JOBBERS’ QUOTATIONS TO RE.- 
phe reel _— MISSOURI sails eg 
CROSSIN 

“Presto” ‘pipe opener, 16 oz. cans, 
$2.15 per doz.; case lots (24), $2 per 
doz.; bowl cleaner, 22 oz. cans, $2 per 
doz.; case lots (24), $1.85; furniture 
luster, No. 6, “Presto,” 6 oz. bottles, 
$2.75 per doz.; case lots (12), $2.60 per 
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doz.; No. 12 ‘‘Presto,’’ $4.50 per doz.; 
case lots (12), $4.32 per doz.; tile and 
porcelain cleaner, $1.35 per doz.; case 
lots (24), $1.20 per doz.; window 
cleaner, $3.75 per doz.; case lots (12), 

0 per doz.; waterless cleaner, 
$5.55 per doz.; case lots (12), $5.40 
per doz.; “Silvershyn,’’ $1.95 per doz.; 
case lots (72), $1.80 per doz.; “‘Met-L- 
Shyn,” $3.75 per doz.; case lots (48), 
$3.60; oil soap, $2.75 per doz.; case 
lots (36), $2.60 per doz.; dry cleaner, 
$3.75 per doz.; case lots (12), $3.60 
per doz. 


SASH WEIGHTS. — Business 
good. Prices seem steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

In one-ton lots or more, $1.90 per 
cwt.; less than ton lots, $2.00 per cwt. 


SCREWS.—Business is registering 
some betterment. Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Flat head bright screws, 47%4-20 
per cent off list; round head blued 
screws, 4214-15 per cent off list; flat 
head brass screws, 42%4-15 per cent 
off list; round head brass screws, 
37%4-15 per cent off list. 


SKATES.—Not much icy weather as 


fairly 





yet. Business accords with that condi- 
tion. No price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI! RIVER 


CROSSINGS: 

Ice skates, clamp, Union Hard- 
ware Co., Club: No. 1624, we 84 per 
pair; No. 1624% 19; No. 524%, 
$1.19; No. 424%, $1.50; No. 5124, $1.06; 
No. 5624%4, $1.44; No. 524%, $1.45; 
tubular aluminum, No. 80 hockey, 
$2.96; No. 280 hockey, nickel, $3.56. 


Shoe skates, T. A. Wood shoe com- 
bined with No. 80 Union tubular, 
$5.00 per pair, for men or women. 


STORAGE BATTERIES.—Trade man- 
ifests plenty of life. Weather favor- 
able. Prices fairly firm. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Automobile, 6 volt, 11 plate, heavy, 
standard terminal, $9.10 each; 6 volt, 
13 plate, $10.75 each; 12 volt, 7 plate, 


$12.85; 6 volt, 11 plate, thin, stand- 
ard terminal, $7.35; 6 volt, 13 plate, 
thin, for Ford and Chevrolet, $8.05. 


TIRES.—Movement is not very brisk. 
Prices still unsteady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 





Mansfield automobile, covered by 
standard warranty, 30x 3%, oversize, 
heavy duty cord, s.s., cl., $7.25; 31 x 
4, $11.40; 32 x 4, $12.10; 33 x 4, $12.70; 
» $15.95; 33 x 4%, $16.60; 33 x 
Balloon, 29 x 4.40, regular, 
$8; 30 x 4.50, $8.90; 30 x 5.25, $12.50; 
31 x 5.25, $13.90; 31 x 6.00, sit. 10; 33 
x 6.00, $18. Trucks, 32 x 4%, 8 ply, 
$20. “sg 33 x 414, $21.30; 30 x 5, ” $26. 20; 
32 x $32.40; 36 x Sy 10 ply, $46.60; 
34 x ? $60.15; 40 x 8, 12 ply, $91.60. 
(All foregoing prices subject to 5 per 
cent trade discount.) 


TUBES.—Orders are only moderate i 
quantity. Market figures unfirm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield, 30 x 3%, heavy duty, 
tan, $15.60 per doz.; 31 x 4, tan, $12 
per half doz.; 33 x - tan, $13.20 per 
half doz.; 32 x 4%, tan, $15 per half 
doz.; 33 x 4%, tan, $15.60 per half 
doz.; Balloon 29 x 4.40, heavy duty, 
$18.60 per doz.; 30 x 5.25, $12.90 per 
half doz.; 31 x 6.00, $14.70 per half 
doz.; 33 x 6.00, $16. 60 per half doz. 
(All foregoing prices subject to 10 
per cent trade discount.) Special 
brand tubes, 30 x 3%, 55 to 70 gage, 
2%-in. pole, reinforced valve base, 
vuleanized splice, full size valve, T5c. 
each; 29 x 4.40, 92c. each. 


Hardware Business in New England Appears 


to Be Shaping Up in Satisfactory Manner 


(Boston Office of HARDWARE AGE) 


BOSTON, Jan. 8.--While it is a little early in the year to form a 
concrete idea of conditions that may exist later in 1929, the hard- 
ware business in New England appears to be shaping up in a satis- 


factory manner. 


Broadly speaking, retail stocks are diversified, 


but not burdensome, and there unquestionably are a lot of holes that 


need filling. 


In another week or so, 


when inventories have been 


completed, we shall be able to get a truer line on retailers’ require- 


ments for immediate and future shipment. 


At the moment the 


average retail hardware store is doing a better business than antici- 
pated, and it is necessary for it to buy staple merchandise from the 


jobber almost every day or two. 


Usually at this time of the aol 


reports of this or that retail firm being in financial troubles are 


moderately numerous. 


So far this year these disturbing reports | 


have been conspicuously missing, a most encouraging feature of the 


situation. 


A majority of those retail dealers interviewed the past week 
rather suspect that competition in 1929 will be keener than ever, 
and a lot of thought is being given to possible ways and means of 


combating the rising tide of competition. 


It is intimated that re- 


tailers will, if possible, buy more conservatively than ever before, 
and rely on jobbers to furnsh stock on short notice when necessary. 
It is also intimated that many retailers will make changes in the 
general store layout and in the method of displaying goods in stores 
and that more thought will be given this year to window trims. 
Even with these complex questions before him the average retail 
dealer is optimistic regarding the new year. 


AUTOMOBILE ACCESSORIES.— Most 
parts of New England have been re- 
markably free from snow so far this 
winter, consequently automobiles are in 
greater use than is usual at this time. 
All of which has helped the retail hard- 
ware dealer to sell tires and tubes. 
There is a continued demand for anti- 
freeze materials, 
noted in chains. 





but less activity is 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 

Tires.—Mansfield line, straight side, 
30 x 3% in., — each; 31 x 4 in., 
$11.10; 32 x 4 $11.80; 33 x 4 in., 
$12.40: 32 x 14 in., $15.55; 33 x 4% 
in., $16.20; 34 x 4% in., $16.70: 33 x 5 
in., $21.15; 35 x 5 in., $22.70. Discount 
5 per cent. 


Tires.—Mansfield line, balloon, 27 x 


4.40 in., $7.20 each; 29 x 4.40 in., $7.60; 
30 x 4.50 in., $8.45; 30 x 5.00 in., 
$10.20; 31 x 5.00 in., $10.65. Discount 
5 per cent. 

Tires.—Mansfield line, balloon, six 


! 


| 


| 


| 


ply, 30 x 4.50 in., $11.05 each; 30 x 
5.25 in., $13.85; 30 x 5.50 in. $15.65; 
35 x 6.00 in., $18.55. Disc ount 5 per 
cent. 

Tubes.—Mansfield line, 12 to the 
carton, 27 x 4.40 in., $15.60 per car- 
ton; 30 x 4.50 in., $18. Discount 10 
per cent. In less than carton lots, 
10c. per tube should be added to the 
cost. 

Tubes.—Mansfield line, six to the 
carton, 30 x 4.75 in., $9.90 per carton; 
3$L x 5.00 in., $10.50; 30 x 5.25 in. 
$11.40; 29 x 5.50 in., $12.90; 30 x 5.50 
in., $13.50; 30 x 6.00 in., $12.90; 31 x 
6.00 in., $13.20; 32 x 6.00 in., $13.80; 


33 x 6.50 in., $16.50. Discount 10 per 
cent. In less than carton lots, 10c. 
per tube should be added to the list. 
Prestone.—Ii. ™% gallon containers, 
$3.80 per gal.; in 1 gal. containers, 
$3.60; in 134 gal. containers, $3.60 for 
crate lots. Testers, $1.50 each. 


BIT BRACES.—One kind of bit brace 
has been advanced about 10 per cent, 
while another has been reduced about 
as much. Otherwise bit brace prices 
remain as heretofore. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON ‘ls 


Bit Braces.—No. 965, 10 ‘in., 
each net; No. 966, 10 in., 65c. 


EGG CARRIERS.— Now that New 


England hens are laying eggs more 





freely there is a somewhat better mar- 
ket for egg carriers. Demand is a long 
way from active, however. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. BOSTON: 

Egg Carriers.— New model egg 
crates, metal, capacity 1% doz., 88«. 
each net; 2 doz., $1.05; 3 doz., $1.23; 

4 doz., $1.40; 6 doz., $1.75. Regal, ca- 
pacity 15 eggs, l4c. each net; 30 
eggs, 26c.; 50 eggs, 47c.; 100 eggs, 
84c. Cases with fillers, capacity 15 
doz., $1.95 each. Poultry shipping 
crates, $1.68 each. 
FENCING.—Jobbers report additional 
orders for all kinds and makes of fenc- 
ing. An improvement in forward book- 
ings is anticipated before the close of 
another week. Business so far this 
year is ahead of that for the cor- 


responding 1928 period. 
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JOBBERS’ querer TO RE- 
TAILERS, F.O.B TON 

Fencing. ’—Lawn, pon cns in 10- 
rod rolls, 36 in., $1.73 per rod; 42 in., 
$1.88; 48 in., $2.20. 

Fencing. —lield, galvanized, 8.32 x 
6, $5.80 per ewt., net; 10.46 x 6, 
$7.41; 1047 =x 132, $5.44; 11.55 x 6, 
$8.69. 

Staples.—Galvanized fence, in 100 
lb. kegs, $6.25 per cwt.; in 10 Ib. car- 
tons, $7.50; in 1 Ib. papers, $8.50; in 
\% lb. papers, $9.25; in % lb. papers, 


Staples.—F.o.b. mill, Pittsburgh, in 
car lots, $3.45 per cwt.; in less than 
car lots, $3.70. 

FILES.—tThere is a sustained demand 
for files of every description. In or- 
dering, the average retailer buys small 
quantities at a time, preferring to come 
into the market often. 

JOBBERS’ rage thd TO RE.- 
TAILERS, F.O.B. BOST 

Files. —Nicholson line bo per cent 
discount; other makes 60 and 10 per 
cent. 

GARDEN TOOLS. — Jobbing house 
salesmen continue to give much time 
and effort in securing forward orders 
for garden tools. So far their efforts 
have been quite satisfactory, bookings 
running ahead of those of a year ago. 

JOBBERS'’ ee TO RE.- 
TAILERS, F.O.B. BOST 

Garden "Tools.—Trowels, No. 214, 6 
in., $2.25 per doz., net; No. 6 x 6 in., 
$1.32; No. 85, 85c.: No. 120, $1.50; No. 
140, $2.50. Forks, No. 300, $3.50; No. 
0, $1.75. Weeders, $2. 

Garden Sets.—No. 112, child’s three 
tools, $1.50 per doz., net; No. BBT, 
$2.14; No. F, $4.54; No. HF, four 
pieces, 2: No. FSx, three pieces, 
$15.38; No. 83, three tools, $6; No. 
1842, $1.20: No. 860, $2; No. 867, $4; 
No. 870, $6. 

FISH TRAPS.—Fishing through the 
ice has been taken up by more people 
this winter than ever before, and that 
fact is reflected in the movement of 
goods over retail counters. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON 

Fish Traps.—Complete, with reel, 
line and hook, $2 per doz. net; in- 
complete, 65c. 

PLANES.—Two numbers of the Stan- 
ley line of planes have been advanced 
approximately 10 per cent. Otherwise 





prices are as they have been for some 
time. 
JOBBERS’ Bet Ane TO RE- 
TAILERS, F.O BOS 
Planes. PP ime, TRO “10, $4.60 
each net; No. 10%, $3.80. 


PLUMB BOBS.-_One number of the 
Stanley line of plumb bobs has been 
advanced about 10 per cent. Otherwise 
prites remain unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 

Plumb Bobs. ae Ms cy No. 1, $1.95 
each net. 


POULTRY SUPPLIES.—AlIl kinds of 
poultry supplies are selling remarkably 
well. Jobbers are taking some busi- 
ness for immediate delivery and some 
for later shipment. The Boston Poultry 
Show stimulated interest in poultry 
supplies. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS,. F.O.B. “yt? ON 

Incubators.—No $1.75 cnet, net; 
style Ik, No. 14, Sis bo: No. 16, $19.25: 
No. 17, $25.73. No. 1, $26.25; No. 2, 
Haren No. 3, $40.48; No. 4, $47; No. 

74.9 

crates, —Oil burners, No. 27A, 
200 chicken capacity, $12.25 each net; 
No. 28A, 350 chicken capacity, $14; 
No. 80, 350 chicken capacity, $13.30; 
No. 81, 500 chicken capacity, $15.05; 
No. 101, 500 chicken capacity, $18.50; 
No. 102, 1000 chicken capacity, $22.05. 
Coal burners, No. 11 350 chicken 
capacity, $11.55; No. 118, 500 chicken 
capacity, $15.05; No. 119, 1000 chicken 
capacity, $18.55. Electric burners, 
No. 90, 50 chicken capacity, $10.15; 
No. 91, 100 chicken capacity, $13.83; 
No. 92, 200 chicken capacity, $17.33; 
No. 93, 300 chicken capacity, $20.65. 

Poultry Netting.—From stock, hex- 
agon, galvanized after weaving, 50 
per cent discount; galvanized before 
weaving, 50 and 10 per cent discount. 
Direct mill shipments, galvanized 
after weaving, 50 and 10 per cent 
discount; galvanized before weaving, 
50, 10 and 10 per cent discount. 


RULES AND LEVELS.—As intimated 
a week or so ago, there has been an ad- 
vance of about 12% per cent in the 
general line of Stanley carpenter rules. 
With the exception of three numbers, 
which are about 10 per cent higher, the 
company’s line of levels is unchanged 
in price. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 





Rules.—Stanley line, No. 7, $7.65 a 
doz., net; No. 13%, $7.33; No. 18, 


Levele. —Stanle line, No. 93, 26 in., 
$3.75 each, net; No. 93, 28 in., $3.95; 
No, 36, 6 in., $1.45. 


SARGENT GOODS. — Boston jobbers 
have advanced prices in the Sargent 
line of builders’ hardware about 10 per 
cent to conform with new lists recent- 
ly issued by the company. 
WINDOW WEIGHTS.—With the open 
winter, building operations are more ac- 
tive than they usually are in January, 
consequently there is a sustained de- 
mand for window weights. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.0.B. BOSTON: 
Window Weights.— From § stock, 


2%c. a lb. From foundry (local), 
$41 a ton. 


WIRE CLOTH.—There has been a 
slight downward readjustment in local 
jobbing quotations on screen’ wire 
cloth. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON 

Screen Wire Sisth —From stock, 
in rolls of 100 lineal ft.. black, 12- 
mesh, $2 net; 14-mesh, $2.50; 16-mesh, 
$2.85. From factory, 12-mesh, $1.85 
net; 14-mesh, $2.25; 16-mesh, $2.55. 
Opal, and the like, from stock, 12- 
mesh, $2.40 net; 14-mesh, $2.85; 
16-mesh, $3.25. From factory, 12- 
— $2.10; 14-mesh, $2.55; 16-mesh, 

85. 


Wire Cloth.—From stock, galvan- 
ized, standard grade, widths 24-in. 


to 48-in., inclusive, in rolls of 100 
lineal ft., prices net per unit: 

Mesh Net 
BPE TE: Sen ainda ow hereien Sepiajs'ehw en en $4.20 
Ben PCO? CcuchsscbbycGeshecwoean 4.40 
RO rere rrr errr ree 4.45 
BEES Set ene eet 4.70 
Be ROR eer ere ee 4.70 
De Wabnessiee bes nese ea vaseacey 4.95 
be Be ee rE ee Soper ons 5.45 
Ue ye BER SR ee nner 5.45 
Oi VER. oc ieck eaiudsk meer cactules 6.20 


Widths under 24-in., 25c. extra. 
Widths over 48-in., 50c. extra. 
In 50 ft. rolls, 10c. extra. 

Wire Cloth.—From stock, pearl, 
standard grades, widths 24-in. to 
48-in., in rolls of 100 lineal ft., reg- 
ular grade, 12 x 13, $4.25: 14 mesh, 
$4.75; 16 mesh, $5.25. 
rower than 24-in., 10c. extra; widths 
wider than 48-in., 50c. extra. 





Cleveland Expects Good Hardware Business 


for First Months of 1929—Few Price Changes 


(Cleveland Office of HARDWARE AGr) 


CLEVELAND, Jan. 8.—Hardware business will be good during the 


first quarter of 1929 in the opinion of leading jobbers. 


Traveling 


salesmen returned to the road the past week after putting in much 
of the holiday weeks in attending annual meetings of sales forces. 
During absence from their routes business was confined almost 


wholly to mail orders. 


Retailers have completed their inventories 


and are now expected to buy freely to round out stocks and to take 
more interest than heretofore in placing orders for seasonal spring 


merchandise. 


The employment situation is good, the outlook in 


the automotive industry is very bright and forecasts indicate a good 


volume of business during the next three months. 


December ended 


well, jobbers’ sales showing a little gain last month over the corre- 


sponding month a year ago. 
in effect for the new year. 


New prices are out on iron pipe. 


Very few price changes were placed 


Some 


sizes are unchanged and others are reduced five points. 
Collections are fairly good. 


| 





AUTOMOBILE TIRES AND ACCES- 
SORIES.—tTires are not a very active 
item at present, although they are mov- 
ing as well as they usually do at this 
time of the year. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


-—Casings—, 

Heavy 

Regular pay 
Size 4 Ply 6Ply Tubes 
Each 
27x4.40—19 $7.20 ee $1.40 
29x4.40—21 7.60 $9.50 1.50 
30x4.50—21 8.45 11.05 1.60 
28x4.75—19 9.15 vias 1.65 
29x4.75—20 9.55 1.70 
30x4.75—21 9.95 one 1.75 
29x5.00—19 9.90 Ree 1.75 
30x5.00—20 10.20 wkien 1.80 
31x5.00—21 10.65 1.85 
32x5.00—22 11.75 ae 1.90 
28x5.25—18 11.10 bales 1.85 
29x5.25—19 11.55 soe 1.90 
30x5.25—20 11.90 13.85 2.00 
21x5.25—21 12.25 14.35 2.05 
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r——Casings—, 

Heavy 

Regular Duty 
Size 4 ply 6Ply Tubes 
Each 
28x5.50—18 12.30 a 2.20 
29x5.50—19 12.65 14.80 2.25 
30x5.50—20 as wte 15.65 2.35 
30x6.00—18 ores 15.75 2.25 

31x6.00—19 biace 16.25 2.3 

32x6.00—20 pees 16.55 2.40 
33x6.00—21 17.10 2.55 
34x6.00—22 17.80 2.50 
35x6.00—23 18.55 2.55 
30x6.50—18 19.15 2.50 
31x6.50—19 19.55 2.60 
32x6.50—20 19.80 2.70 
33x6.50—21 20.40 2.85 
30x6.75—18 20.30 2.85 
32x6.75—20 21.40 3.15 
33x6.75—21 22.15 3.20 
34x7.30—20 30.30 3.45 


Mansfield High Pressure Cords and 
Tubes: 


Casings Heavy 
Heavy Duty 
Duty Tubes 
Size Each 
MEIER. -2KAs savosas semen er $1.20 
poe #4 Extra Size Cl. 7.05 1.30 
eee ee 8.85 1.30 
OL eee ee 10.05 1.60 
BED SevesGesse cenevans 11.10 1.90 
SE ee. Nee eee 11.80 2.00 
DUES Sauccss sce e eck es oe 12.40 2.05 
Rr ee 12.95 2.30 
MEMEO Asis sisterasace 15.55 2.35 
on errerie te 16.20 2.45 
SEA pe ye 16.70 2.50 
ETE, istaweas ses s-ves'es 17.85 2.70 
De aeucsebudeee ses 18.40 2.80 
MN iy vet ects ase s 21.15 3.20 
Mansfield Truck Cords: 
Truck 
Size Ply Cords Each 
Seer 8 $20.05 $2.35 
ot ae 8 20.75 2.45 
OT ee 8 21.50 2.50 
BE sy k sak oes 8 25.55 2.95 
Dy Kkdhevkoteees 8 28.25 3.20 
Se 8 30.35 3.30 
rere 8 31.05 3.40 
oo eee Bear 7 27.35 3.80 
Se ee 8 32.40 5.05 
ere 10 42.45 5.05 
SE 05a Sk Ew ee ed 10 46.60 5.40 
ES ARETE 10 60.15 7.05 
PRS ee oes 10 65.35 ° 7.65 
| Ee a 12 85.35 9.45 
Oe vkveuw uss 12 91.60 10.20 


AXES.—These are not moving very 


well at present. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

First grade single bitted, rustless, 
black finished handled axes, $19.50, 
base, per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increases for dozen 
lots weighing 42 to 48 Ib. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES ——Orders for batteries 
show a. falling off. Prices are un- 
changed. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CLEVELAND: 
B & C Radio Batteries: 


Unit Broken 

Packages Lots 
ee EE dp ase ear esee $1.14 $1.22 
ee eer 1.30 1.40 
SS EA eee 1.92 2.06 
9 = AAS 39 2.33 2.53 
a Ee OME? SF , 3.00 
Pr. GO: cab atasdecsce 2.97 3.20 

Dry Cell A _ batteries, No. 7111, 

35%c. in standard packages; 40c. in 
broken lots; Columbia igniter drv 
cell batteries, 32%c. in standard 
packages; 36c. in broken lots. 


BOLTS AND NUTS.—With inventory 
time on, orders have been lighter the 
past week or two than recently. 


JOBBERS’ QUOTATIONS i I RE- 
TAILERS, F.0O.B. CLEVELAND 

Machine and carriage Dette, cut 
thread, hot pressed and cold punched 
nuts and lag screws, less than case 
lots, 60 per cent off list; bolts with 
rolled thread, % in. x 6 in. and 
smaller, 60 and 10 per cent off list: 
additional discount of 10 per cent is 
allowed for full case lots of one size. 








bolts, 75 and 10 per cent off 
list; semi-finished nuts in bulk, 60 
per cent off list; 54 per cent for 


packages. 
BUILDERS’ HARDWARE.—There is 


some activity in this, jobbers’ orders 
being about normal for this time of the 
year. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

In case lots, lock sets, $5.25 per 
doz.; heavy strap hinges, 6 in., $1.45 
per doz.; 8 in., $2.38 per doz.; extra 
heavy T hinges, 6 in., $1.73 per doz.; 
7 in., $2.40 per doz. 

Butts, case lots, 3 in., 17%c. per 
pair; 3% in., 18c. per pair; 4 in., 24c. 
per pair; for less than case lots, all 
sizes are 1c. to 2c. per pair higher; 
butts with sand blasted finish are 4c. 
per pair higher. 

Ornamental hinges, standard finish, 
$1 per doz.; nickel finish, $1.25 per 
doz.; sand blasted finish, $1.20 per 
doz. 


CORRUGATED ROOFING.—There 
not much call for this at present. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
28-gage corrugated roofing, 26 in. 
wide, $3.88 for 14% in., and $3.83 for 
2, in. for 10 squares or more. 


Stove 


Ss 


FERTILIZERS. — Orders are being 


taken for spring shipment and sales so 
far have been better than up to this 
time a year ago. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Old Gardner fertilizer, 100-lb. bag, 
$5; 50-lb. bag, $3; 25-lb. bag, $1.75; 
10-Ib. bag, 85c.; 5-Ib. bag, 50c.; 1-Ib. 
can, 25c. Above prices subject to 
33% per cent discount. 


GAME TRAPS.—Buying for the sea- 
son is pretty well over. Sales have 
been good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Victor traps, No. 0, $1.10 per doz.; 
No. 1, $1.38 per doz.; No. 114, § 
per doz.; Oneida jump, No. 0, 
per doz.; No. 1, $1.83 per doz.: 
1%, $2.81 per doz. 


GLASS BAKING WARE.—Orders con- 
tinued heavy up to the day before 
Christmas. Jobbers expect a fair de- 
mand shortly to replenish stocks. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Casseroles.—Round or oval, 1 
$1; 1% qt., $1.17; 2 qt., $1.33; 
$1.17; casseroles with fancy 
35c. higher. 

Pie Plates.—8 in., 
10 in., 67e. 

Bread Pans.—No. 212, 60c.; 


Utility Dishes.—No. 231, 67c.: 
232, $1.17. 

Teapots. —2 cups, $1.67; 
6 cups, $2.33. 


GLASS CLOTH AND CELL-O-GLASS, 
—A fair amount of business continues 
to come out in Cell-O-Glass. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS. F.O.B. CLEVELAND: 

Cell-O-Glass in 100-ft. rolls, 12c. 
per sq. ft.; glass cloth in 100-yd. 
rolls, 24c. per sq. yd. 


qt., 
square, 
covers, 


60c.; 
No. 214, 


50c.; 9 in., 
No. 
$2: 


4 cups, 


ICE SKATES.—Business so far this | 
year has been poor, but the recent cold | 


weather has stimulated buying in some 
sections. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS. F.0.B. CLEVELAND: 

Union Hardware Co. line: Alumo 
shoe skates, standard model, $6.75 
per pair; special, $5.50 per pair; pro- 
fessional, $8 per pair; Crusader, $4 
per pair; clamp skates. No. 624, Se. 
per pair; No, 1624%, $1.19 per pair; 
No 1724%, $1.62 per pair; No. 524%, 
$1.27 per pair: No. 5624. ladies’, $1.12 
per pair; No. 562414, ladies’, $1.44 ner 
pair; No. 52414, ladies’, $1.55 per 
pair; children’s extension bobs, 40c. 
per pair; self-contained, ball bearing 





} 
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| 
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| 








malleable iron 
doz.; stamped 
Union skate 

tan straps, 


rolls, 
skate keys, 36c. per 

steel keys, 30c. per doz.; 
sharpeners, $1.85 per doz.; 


$1.20 per doz.; 


5 in. x 20 in., $1.50 per doz. pair; 
5, in. x 28 in.. $1.85 per doz. pair; 
5 in. x 20 in., web, $1.10 per doz. 
pair; % in. x 28 in., web, $1.40 per 


doz. pair. 


LANTERNS.—These are still in fair 
demand. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CLEVELAND: 

Victor, hot blast lanterns, $8.50 per 
doz.; Blizzard, $13.25 per doz.; D-Lite, 
$13.25 per doz.; large fount, D-Lite, 
$14.50 per doz.; Little Wizard, $9 per 
doz.; same with red or green gold, 
$il per doz. 


LAWN HOSE.—Buying recently has 
been light, but many retailers have al- 
ready purchased for spring delivery. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 

2-braid molded uncoupled hose, % 
in., 6%c. per foot; % in., 7c. per ft.; 
% in., 8%c. per ft.; coupled hose is 
Yc. per ft. higher. 
LAWN ROLLERS.—Orders for spring 
shipment have been rather light so far. 
JOBBERS’ SECT A ee = RE- 
TAILERS. F.O.B. CLEVE 

No. 4 lawn rollers, 18 x 24 ete ail 
bearings, $10 each; No. 5, 18 x in., 
with ball bearings, $12.75 each; No. 
7, 24 x 24 in., with ball bearings, 
$14.50 each. 


NAILS AND WIRE.—While the de- 
mand for nails is not heavy, jobbers 


| are getting a fair and steady volume of 


business. The recent price advance is 
being maintained. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 

Nails.—Factory shipment, car lots, 
$2.75 per keg; less than car lots for 
factory and stock shipment, $2.95 per 
keg; other products for stock ship- 
ment, No. 9 galvanized wire, $3.40 
per 100 lb.; No. 9 annealed wire, 
$2.95 per 100 1b.; polished fence 
staples, $3.40 per 100 Ib.; galvanized 
fence staples, $3.65 per 100 lb.; coated 
nails, $2.85 per keg. 

Barbed Wire.—Lyman, 4-point cat- 
tle wire, $3.17 per 80-rod spool; hog 
wire, $3.43 ner 80-rod spool. 


OIL AND GASOLINE STOVES AND 
OIL HEATERS.—These were quiet 
items during the holiday season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 
Perfection oil stoves, white porce- 
lain with built-in ovens, No. 339 
with 5 superfex burners, $140; No. 
279, ; stoves, No. 74, 4-burner, 
$29. 50; No. 73, $23.75; No. 72, 5 
Puritan oil range, white porcelain, 
with built-in ovens, No. : 
stoves, No. 44, 4- burner. 
43, 3-burner, $23.25; No. 42, $18. 
Puritan pressure gas white porcelain 
range with built-in oven, No. 759, 
$128; stoves, No. 714, 4-burner, $38; 
No. 713, $33; No. 703, 3-burner, $26.50. 
Ovens, Perfection, No. 211, 1 
burner, plain door, $2.50; No. 211G, 
glass door, $2.70; No. 122G, 2-burner, 
glass swinging door, $6.20. Puritan, 
No. 42G, 2-burner, glass drop door, 
$5.50; No. 42, 2-burner, steel drop 
door, $5.25. 
Oil heaters, 
kerosene-burning room 
1686, green porcelain, 
$16.50; No. 1526, black japan, Pyrex 
globe, $9.75; No. 1530, black drums, 
nickeled trimmings, $9.25; No. 525, 
black drums and trimmings, $7.25 
Dealers’ discount on net purchases 
of above items of less than $100, 30 
per cent; on over $100, 3344 per cent. 
Radiant type gas pressure heaters, 
21 


stoves, No. 212, 


Perfection, portable 
heaters, No. 
Pyrex globe, 


Nesco oil cook 
$11.50 each; No. 213, $14.60 each: No 
214, $18.60 each; No. 850 range, $46.55 
each; shelf or 2-burner cook stoves. 
$3.50 each; same for 3-burner, $4.35 
each; same for 4-burner, $5.35 each; 
Nesco oil heaters, No. 015, $4.35 each; 
No. 016. $5.45 each; No. 0190. $7 each; 
No. 505, Giant, $7.45 each. Rock 
weave wicks, $2 per doz. 
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PAINTERS’ SUPPLIES. — Retailers 
are placing a fair volume of orders for 
mixed paints and other painters’ sup- 
plies to fill in their stocks. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Mixed paints, first quality, $2.60 
per gal. for colors and $2.75 to $2.80 
for white. 

Turpentine, in  bblis., 78c. per 
gal.; less than bbl., 93c. per gal. 

Linseed oil in bbls., 90%c. per gal.; 
less than bbl., 105%c. per gal. 

White lead in 100-lb. kegs, 13%(c. 
per Ilb.; in 50 and 25-Ib. kegs, 13%c. 
per lb.; in 12%-lb. kegs, 14%c. per 
lb. Quantity discounts, 500 Ib. to 1 
ton, 10 per cent. One ton or more, 
10 per cent and 4 per cent. 

Enameling lacquers, $1.20 to $1.65 


per qt. 
POULTRY NETTING AND WIRE 


CLOTH.—These items have been quite 
active since the announcement of the 
prices for spring shipment. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Poultry netting, galvanized after 
weaving, 50 and 10 per cent off list; 
zalvanized before weaving, 50, 10 
and 10 per cent off list. 

Wire cloth, per 100 sq. ft., 12-mesh 
black, $1.95; 14-mesh_ galvanized, 
2.60; 14-mesh bronze, $6.10; 16-mesh 
bronze, $6.50. 

PREPARED ROOFING.—The demand 
is slow. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. CLEVELAND: 
Popular grades, light, $1.13 per 


roll; medium, $1.35 per roll; heavy, 
$1.50 per roll; slate surface roofing, 
$2.50 per roll. 


RADIATOR AND REGISTER 
SHIELDS.—These are in steady and 
fair demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 
Radiator shields, Gem, adjustable, 
No. 1, $4; No. l-a, $4.50; No. 2, $4.50; 
No. 3, $5; No. 4, $5; No. 5, $5.50; No 
6, $6; No. 6b, $6; No. 7, $6.50; No. 8, 
$7. These prices are list per each 
und subject to dealers’ discount of 30 
per cent. These models with water 
humidifiers are $1 extra gach, list. 
Register shields, Gem No. 1, floor 
type, $12; No. 10 floor type, $10; No. 
2, wall type, $6, and No. 20, wall 
type, $5.20. Prices are net to dealers 
per dozen. No. 1 and No. 2 are 
oxidized copper. No. 10 and No. 20 
are black enameled. 
RADIO EQUIPMENT.—The new year 
has started with a good volume of 
business in radio receiving sets, sales 
being stimulated by the bringing out 
recently of new models. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Tubes, CX No. 112A, $2.75; CX No. 
326, $2.25; CX No. 327 $4 CX No. 380. 
$4.25; CX No. 871A, $2.7 
Philco 6-180- volt, AB-686, socket 
power units, $33; AB-386, $39; AB- 
382, $45; 6-150-volt, AB-663 and AB- 
356, $27; AB-623, $33; 4-volt, AB-463, 
$27; AB-423, $30; 6-volt, A socket 
power units, A-603, $16.50; B socket 
units, B-86, $21; B-603, $16.50; Philco 
trickle charger, TC-60, 
ROPE.—Jobbers are still taking con- 
| siderable business for Spring shipment | 
| as well as some current orders. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 











| 


Best grade manila rope at 20%4c. 
per lb. for factory shipment and 2ic. 
per lb. for stock shipment; sisal rope, 
l6c. per lb. for factory shipment and 
16%c. for shipment from stock. 


SHEETS.—These are rather quiet. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

24-gage galvanized sheets at $4.40 
per 100 Ib. 


SASH WEIGHTS.—These are in good 
demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 

Sash weights, $36 per ton; for mill 
shipment, $34 per ton. 


WEATHERSTRIPPING. — Orders are 
gradually falling off as the seasonal 
demand is drawing to a close. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 

Home Comfort weatherstripping in 
cartons and in 500-ft. reels with reel, 
3%c. per ft.; Airseal, 500-ft. spools, 
2c. per ft. : 

Copper weatherstripping, Tac-Ezy, 
36 in. window sets, 90c. each; 42 in., 
$1 each; 3 ft. x 7 ft. door sets, $1.25 
each; coil strip, 1 in., $3.85 per 100 
ft.; 14% in., $4 per 100 ft. 


WINDOW VENTILATORS.—The de- 
mand for these has become quite slow. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CLEVELAND: 

Diamond E adjustable ventilators, 
8 x 33 in., $3 per doz.; 8 x 39 in., 
$4.80 per doz.; 11 x 33 in., $5.20 per 
doz.; 11 x 39 in., $5.60 per doz.; 11 x 
47 in., $6.40 per doz. 

Continental adjustable, cloth, No. 
937, $4 per doz.; No. 949, $5.40 per 
doz.; No. 1537, $5.20 per doz.; No. 
1549, $6.95 per doz. 





Northwest Trade Conditions on High Level 


as Year Opens—Outlook Promising 


MINNEAPOLIS, Jan. 8.—In the 


(Minneapolis office of HARDWARE AGE) 


territory tributary to the Twin 


Cities, the new year is making a propitious beginning. Quoting 
from a review published by one of the leading banks in this terri- 


tory: 


“The year of 1928 may be entered in the general ledger of the 


Northwest as one of progress and success when all items are given 
their proper relative values and the net result is inked in at the 


bottom of the sheet. 


Sections which require red ink for their final 


balance figure are small and few. The pro’s outweigh the con’s. 
The prominent adverse influence, needless to say, has been low prices 


of certain important grains, of potatoes and of hogs. 


Not many 


years ago unsatisfactory prices for a portion of our main products 
acted as a serious drawback to business and liquidation, but our 
sources of income have been so widened and our reserves strength- 
ened to such an extent that depressed prices of certain products 


have served only to modify a 
made history. 

Grain production has been large. Cat- 
tle, sheep and wool have brought good 
prices. Returns from dairying have 
been increasing. Business has been op- 
erating at a higher level than in 1927— 
a gain of between six and seven per 
cent in dollar volume, if bank transac- 
tions in the larger cites of the North- 
west can be taken as a guide. In seven- 
teen representative cities this gain, ex- 
pressed moderately as being between 
six and seven per cent, means, never- 


progress that otherwise might have 


theless, an increase of about $600,000,- 
000; aggregate “debits to individual ac- 
counts” in these seventeen cities, as re- 
ported by leading banks to the Federal 
Reserve Bank of Minneapolis, will 
amount to about ten billion dollars this 
year. If this index alone is followed, 
we have had the most favorable year 
since comparisons in this particular can 
be made, which means during the last 
half decade. In country districts, as 





reflected by the reserve bank’s new 
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“country clearings index,” business in 
1928 has been the most active of all the 
eight years of the life of the record. 

The outlook for early months in 1929, 
barring some unusual blight between 
now and summer, is favorable for busi- 
ness in general. Increases in volume 
over early months of 1928 are generally 
expected. A certain slowness in busi- 
ness now discernible, as measured with 
last year, is commonly attributed to 
unseasonal weather and to a withhold- 
ing of grain from final sale, and this 
means, in part, postponement of activ- 
ity to later months. 

Jobbers have not at yet issued any 
changes in prices for the new year, but 
doubtless by next week price revisions 
will be obtainable. Quotations shown in 
this report are the same as last week. 
Trade in general is showing the usual 
reaction from holiday business, with 
every prospect for a good year in 1929. 


AXES.—Demand is normal, with prices 
unchanged. 


JOBBERS’ tthe oe TO RE- 
TAILERS, F.O.B. CITIES: 
Single bit, base oan Af unhandled 
axes, $15 to $16.50; double bit, $20 to 
$21.50; single bit, handled, $19.50; 
double bit, handled, $24.25 doz. net. 


BALE TIES.—Demand is fair, with 
prices unchanged. 


JOBBERS’ UT ANIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Single loop bale ties, 9144 x 14, $1.64; 
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DO YOU STOCK BARBERS’ SHEARS BUILT 
TO BARBERS’ SPECIFICATIONS ? 


I can hear some of you say, after reading 
the heading, “Of course we are selling 
barbers’ shears.” 


Yes, but there is a big difference between 
the so-called barbers’ shears (I nearly 
said ordinary shears) and the Reming- 
ton kind. 


Before we designed Remington Barbers’ 
Shears, we made a careful survey of vari- 
ous barbers’ shears on the American 
market and in 
Europe. Then 
we added the ad- 
vice and helpful 
suggestions from 
reputable ba r- 
bers in many 
parts of this 
country, so as to meet their exacting re- 
quirements. 


Remin ston, 


Now Remington has a shear which you 
ean sell the year round, not only to bar- 
bers but to homes. How many times have 
you seen mothers cutting small chil- 
dren’s hair? How many times have you 
seen bobbed-haired girls operating on 
each other, trying to improve the bar- 
ber’s work? 





Most of us have seen both of these things 
often. And what is it done with? Any 
old pair of shears that happens to be 
handy—shears that chew off the hair 
and do a ragged job. 


The hardware man who will put these 
new Remington Barbers’ Shears in his 
window and mention them in his adver- 
tising can do a nice business. Women 
don’t know where to buy them. A re- 
minder is all they need. 

Each _ shear is 
packed in a neat, 
leather sheath in 
a craft envelope, 
a half dozen to 
the box. Blades 
are hollow 
ground and 
hand sharpened. They leave the factory 
with the sharpest possible edge. Blades 
and bows are blue-glazed. Every shear is 
accurately adjusted to do the delicate 
work for which it is made. 


You can safely recommend Remington 
Barbers’ Shears to professional barbers 
as well as to the amateurs. You can sell 
them if you’ll push them. 


President 


REMINGTON ARMS COMPANY, Inc. 


The Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 
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91% x 15, $1.46; 9144 x 14, $1.68 per 
bundle, net. 


COAL HODS.—Sales show a fair de- 


mand, with stocks ample for the call. | 


Prices have not been changed. 


JOBBERS’ yg! Lee 3 TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Japanned open coal hods, 17 in., 
$3.35; 18 in., $3.85; Japanned funnel. 
17 in., $4.30; 18 in., $4.90; galvanized 


open, 17 in., $4.65; 18 in., $5.40; gal- 
vanized funnel, 17 in., $6; 18 in., 
$6.80 doz., net. 

FILES.— Sales are steady, though 


rather light at present. Prices are un- 


changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Nicholson files at 50 per cent, and 
Riverside files, 60 per cent from lists. 


GALVANIZED WARE.—Call for this 
line is normal for this time of the year. 
Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Standard 10 qt. galvanized pails at 
$2.55; 12 qt., $2.70; 14 qt., $3; 16 qt., 
stock pails, $4.70; 18 qt., $5.50; stand- 


ard galvanized tubs, No. 1, $7: No. 
2, $7.90; No. 3, $9.20; heavy galvan- 
ized tubs. No. 1, $12.85; No. 2, $14.05; 


No. 3, $15.25 doz., net. 
GLASS AND PUTTY.— ‘Sales are 
rather light, the peak of sales having 
been passed some time ago Prices 
have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Single and double strength glass, 
Minnesota prices, 83 per cent from 
lists; strictly pure putty, in 50 Ib. 
steel drums, $4.85 cwt., net. 


NAILS.—Deliveries are light, in keep- 
ing with the amount of building in 
progress at the present time. Prices 
have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CiTIES: 

Standard wire nails and cement 
coated wire nails in 100 lb. kegs at 
$3.10 per keg base. 


OIL STOVES AND HEATERS.—Sales 
are normal, with stocks ample for the 
call. Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
No. 500, Nesco oil stoves, $72 each; 
No. 213, $23.50 each; No. 213, with No. 
1103 shelf, $30.50 each, less 33% and 5 
per cent. Perfection oil ranges, white 
porcelain with built-in ovens, No. 
339-5 Superfex + ‘et $10; No. 279, 
120; Stoves, No. 74, ge $29.50: 
Yo. 73, 25; No $18. Puritan 
oil ranges, white yh, with 
built-in ovens, No. 249, $122; stoves, 
No. 44, 4 burners, _ 50; 
burners, $23.50; No. 42, $18. Puritan 
pressure-gas (gasoline) white porce- 
lain range with built-in ovens, No. 
759, $128; stoves, No. 714, 4 burners, 
38; No. — $33; No. 703, 3 burners, 
26.50 lis 

cation ovens, No. 211, 1 burner, 
plain door, § No. 211G, glass 
door, $2. 70: No. " 129G, 2 burners, 
glass swing door, $6.20; Puritan, No. 
42G, 2 burners, glass drop. door, 
$5.50; No. 42, 2 burners, steel drop 
door, $5.25 list. 

Perfection and Puritan oil stove 
wicks, $3.75 doz.; $45 gross, list. 
Perfection oil heaters, No. 1686, 
“= porcelain, Pyrex globe, $16.50; 

. 1526, black japan, Pyrex globe, 
$9.75: No. 153 black japanned, 
nickel trimming, $9.25: No. 525, black 
drum and trimmings, $7.25; list with 
discounts as follows: Dealers’ dis- 
counts on net purchases of less than 
$100, 30 per cent; on all net pur- 
chases including and following $100 
qualifying order, 33% per cent: on 
all purchases amounting to $250 or 
more during the calendar year, an- 
nual bonuses will be paid according 
to the volume of business. 


PYREX OVENWARE.— Demand is 
steady, with stocks ample. Prices have 
not changed. 

















JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

No. 623 casseroles, $1.17; No. 624 
casseroles, $1.33; No. 634 casseroles, 
$1.33: No. 212 bread pans, 60c.; No. 
200 pie plates, 67c.; No. 209 pie plates, 
60c.; No. 231 utility dishes, 67c.; No. 
12 teapots, $1.67; No 26 teapots, 
$2.33 and No. 953 percolator tops, 7c. 
each net. 


REGISTERS.—Call for 
rather light at present. 
not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Cast iron registers, 20 per cent, 
and wrought steel registers, 40 per 


cent from lists. 
REGISTER AND _ RADIATOR 
fairly 


SHIELDS.—Demand continues 
good in this line, with prices firm. 
JOBBERS'’ hey Ate 3 TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Register shields, Gem, No. 1, floor 
type, $12; No. 10 floor type, $10; No. 
2, wall type, $6; and No. 20. wall type, 
$5.20. Prices are net to dealers per 
dozen. No. 1 and No. 2 are oxidized 
copper. No. 10 and No. 20 are black 
enameled 


registers is 
Prices have 


Radiator shields, Gem, ee ge ot 
No. 1, $4; No. 1-a, $4.50; No. 2, $4.50: 
No. 3, $5; No. 4, $5; No $5.50; No. 


6, $6; No. 6-b, $6; No. 7, $6.50: No. 8, 

$7. These prices are list per each 

and subject to dealers’ discount of 30 

per cent. These models with water 

humidifiers are $1 extra each list. 
ROPE.—Sales are only fair, with 
prices unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Best grade manila rope, 7-16 in 
and larger, 22c., and smaller than 
7-16 in., 23c.; best grade sisal rope, 
17c. lb., base. 

SANDPAPER, — Demand continues 
fair, with stocks well assorted. Prices 
have not changed. 

JOBBERS'’ STAT ens TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Best grade sandpaper, No. 1, 8c. 
per box of 75 sheets: second grade. 
No. 1, 67c. per box of 75 sheets; garnet 
No. 1, $16.75 per ream net. 

SASH WEIGHTS.—Call is light at the 
present time. due to quiet situation in 
building. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Cast iron sash weights, regular 
sizes, $2.10 cwt., net. 

SKATES.—Demand is fairly good, al- 
though the unusually mild weather so 
far has prevented much outdoor skat- 
ing. Closed rinks are well patronized. 
Prices show no changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Ice skates, No. 1624, men’s, 84c.: 
No. 524%, $1.19; No. 92%, $3.31: No. 
94, $3.13; No. 5%, 84c.: ladies’ skates, 
No. 56241%, $1.24; No. 59414, $3.50: No. 
424%, $1.81 per pair, net. Genuine 
Nestor Johnson North Star, alumi- 
num finish, $6.75; nickel finish, $7.75 
pair, net. 

SOLDER.—Demand is steady, though 
rather light at present. Prices have not 
changed. 

JOBBERS’ SOTA Tone a2 RE- 
TAILERS, F.O.B. TWIN CITIES: 

Strictly ‘half and half solder Me 34c., 


and warranted half and half solder 
at 35c. a Ib. in 100 Ib. boxes, net. 
STEEL SHEETS.—Deliveries show a 
fair demand, with prices unchanged. 
JOBBERS’ yy “agg thi oe 3 TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 
Galvanized steel sheets at $4.75 
ewt. base (24 ga.), and black steel 
sheets at $3.90 cwt. base (24 ga.): 
Armco galvanized iron (24 ga.), $6.65 
ewt., net. 


STOVE PIPE, ELBOWS AND DAM- 
PERS.—Demand shows the turn of the 
season, and stocks are being reduced. 
Prices have not changed. 
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JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Stove pipe uniform blued, 28 ga., 
6 in., knocked down, $11.80 per hun- 
dred; common iron, corrugated, 6 
in. elbows, $1.27; adjustable charcoal 
iron, 6 in. elbows, $2 doz.; cast iron, 
wood handle, dampers, 6 in., $1.25; 
coil handle, $1. 15 doz., net. 


| STOVE BOARDS.—Sales are tapering 








off, with stocks being reduced. Prices 
have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Crystallized stove boards, 28 x 28, 
$16; 30 x 30, $18.60; and 36’ x 36, 
$25.95 doz., net. 


STOVE SHOVELS.—Sales are fair, 
with ample stocks on hand. Prices have 
not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Stove shovels, japanned, 14% in., 
50c.; Jumbo, japanned, 21% in., $1.35; 
Jumbo, Jr., japanned, 75c. doz., net. 


TIN.—Demand is fair, with prices 
steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Furnace coke tin, ICL, 20 x 28, 
$14.50 box, and roofing tin, IC, 20 x 
28 in., 8 Ib., coating. $15.50 box, net. 


WEATHER STRIP.—This line is still 
selling well, although it shows a slow- 
ing up from the early demand. Prices 
have not changed. 


JOBBERS'’ ay age age J TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Weather strip, wood and felt, % 
in. gai0; 3% th, 8s: 1 mh, $4.20; 
Wirfs full reels, $3.50; we full 
reels, $3.75 per 100 ft., net. 


WINDOW VENTILATORS.—Demand 
is still very good in this line. Prices 
are firm as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 

Continental, metal frame, No. 833, 
$4.50; No. 837, $4.75; No. 845, $5.20; 
No. 1137, $5.50; No. 1145, $6.30; No. 
1437, $7. 30; No. 1445, $8.10. Prices are 
per "doz., net. 

a wood “3 ventilators, 
No. V836, 60; No. $4.05; No. 
V937, $4.50; No. v949, Se 0; No. V959, 
$6.75: No. V1537, $5.85; 'No. 1549, 
$7.80. Prices are per doz., net. 

Diamond E., metal frame, No. 01, 
$4.40; No. 02, $4.80; No. 03, $5.60; No. 
1, $5.20; No. 2, $5.60; No. 3, $6. 40: 
No. 4, $7.60; No. 5, $8.40. Prices are 
per doz., net. 


WIRE.—Deliveries are slow at present, 
although some orders are in for the 
spring delivery. Prices show no 
changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Galvanized cattle barbed wire, $3.05 
per 80-rod_ spool; galvanized. hog 
barbed wire, $3.26 per 80-rod spool; 
painted cattle barbed wire, $2.97 per 
80-rod spool; painted hog. barbed 
wire, $3.18 per 80-rod spool; No. 9 
(base), smooth galvanized wire, $3.55 
ewt.; No. 9 (base), smooth black 
wire, $3.10 cwt. 


WRENCHES.—Demand is rather light 
at present, with no change in prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Agricultural wrenches, 60-10 per 
cent; key model wrenches, 45 per 
cent; engineers’ wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 65 
per cent from list. Bemis & Call 
long sleeve nuts. 10 in., $1.70; 12 in., 
$2.60; 15 in., $2.75 each, net. 

Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75: 
No. 101, Master Service Set, $13.75; 
No. 202, Heavy Duty Set, ao No. 
404, Flexible Socket Set, $8; 608, 
Crankease Drain Plug RR “8.2 20; 
No. 90, Square Socket Set, $3.70; No. 
1817, Giant Snap-on with extra heavy 
duty ratchet, $27.35 list, less 33% per 


cent a 
6 in., $5.64; 8 in., $6.96; 


Crescent, 
and 10 in., $8.64 doz., net. 
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Pittsburgh Hardware Trade Improves— 
Optimism Prevails for New Year 


PITTSBURGH, Jan. 8.—With the resumption of their duties by job- 
bers’ road salesmen, hardware business has shown some pick-up, 
although for the most part it is in fill-in orders and not much real 
interest yet is evident in spring goods. 
ice on the ponds and rivers and there has been-a marked quickening 
Sleds, however, are doing little as 
there has been very little snow in the area served by Pittsburgh 
New prices for automobile tires and tubes announced by 
one of the catalog houses appear to have been merely an adjust- 
ment of this house’s prices to conform to the last reduction by man- 
But the weather has favored the demand for winter 
Higher prices are contained in a new list 
just issued by bird cage manufacturers; the explanation is prob- 
ably in the recent strength of brass goods due to the strong copper 
Sentiment is generally hopeful as to the prospects for the 
new year, but the principal premise is that since last year was a 
rather poor one, there should be some recovery this year. The 
year-end inventories are disclosing moderate stocks of goods in 
Collections show no special improve- 


in the demand for ice skates. 


jobbers. 


ufacturers. 
automobile accessories. 


market. 


both jobbing and retail hands. 
ment. 


(Pittsburgh office of HARDWARE AGE) 


Cold weather has brought 





AUTOMOBILE ACCESS ORIES.— 
Weather has been a help to the sale of 
radiator anti-free liquids, and chains are 
moving with more freedom. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Tire Chains.—Lots of 1 to 9 pairs, 
list less 30 per cent; 10 to 49 pairs 
(one shipment), list less 35 per cent; 
50 pairs and over (one shipment). 
list less 40 per cent; adjusters, 50c. 
to 65c. per pair; pliers, 45c. each; 
links, No. 1, $3.50 per carton; No. 2, 
$3.25; No. 3, $3. 

Radiator Compounds. — Denatured 
alcohol, 1 to 4 barrel lots, 60c. per 
gal.; 5 to 9 barrels, 58c.; 10 barrels 
or more, 56c.; Prestone, 1% gal. and 
1 gal. cans, $3.60 per gal.; % gal. 
cans, $3.80 per gal. 

Spark Plugs.—Lots of 100 or over, 
50c. each; less than 100, 53c. each. 


AUTOMOBILE TIRES AND TUBES. 
—Announcement of a _ reduction in 


prices by one of the catalog houses | 


gave rise to fears of another general 
reduction. It seems, however, that the 
last previous catalog of this house did 
not reflect the last reduction by the 
manufacturers and the new prices 
merely are an adjustment of its cata- 
log prices to conform to the latest man- 
ufacturers’ lists. Tire business is not 
very brisk locally. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Mansfield Balloon Tires and Tubes. 

——Casings—— Heavy 
Heavy Duty 
Regular Duty Tubes 


Size 4 Ply 6 Ply Each 
19 in.—27x4.40 $7.20 re $1.40 
21 in.—29x4.40 7.60 $9.50 1.50 
21 in.—30x4.50 8.45 11.05 1.60 
19 in.—28x4.75 9.15 . 1.65 
20 in.—29x4.75 9.55 1.70 
21 in.—30x4.75 9.95 1.75 
19 in.—29x5.00 9.90 1.75 
20 in.—30x5.00 10.20 1.80 
21 in.—31x5.00 10.65 1.85 
22 in.—32x5.00 11.75 1.99 
18 in.—28x5.25 11.10 1.85 











19 in.—29x5.25 11.55 eee 1.90 
20 in.—30x5.25 11.90 13.85 2.00 
21 in.—31x5.25 12.25 14.35 2.05 
18 in.—28x5.50 12.30 ae 2.20 
19 in.—29x5.50 12.65 14.80 2.25 
20 in.—30x5.50 wane 15.65 2.35 
18 in.—30x6.00 bau 15.75 2.25 
19 in.—31x6.00 Saki 16.25 2.30 
20 in.—32x6.00 Face 16.55 2.40 
21 in.—33x6.00 Siow 17.10 2.55 
22 in.—34x6.00 rn 17.80 2.50 
23 in.—35x6.00 sees 18.55 2.55 
18 in.—30x6.50 Sepa 19.15 2.50 
19 in.—31x6.50 Poles 19.55 2.60 
20 in.—32x6.50 eas 19.80 2.70 
21 in.—33x6.50 Sw wie 20.40 2.85 
18 in. —30x6.75 ieee 20.30 2.85 
20 in.—32x6.75 ees 21.40 3.15 
21 in.—33x6.75 iene 22.15 3.20 
20 in.—34x7.30 30.30 3.45 
Mansfield High | Pressyre Tires and 
Tubes: 
Heavy Heavy 
Duty Duty | 
Cords Tubes | 
Size Each Each 
SE Phe Co aoa Se Oe $5 >. 85 $1.20 
30x3% Extra Size Cl.. 705 1.39 
Sere ee 8.85 1.30 
|, SE Pee er 10.05 1.60 
EER ee de Satan wi ww nae Oa 11.10 1.90 
“bhava becaeyave+eed 11.80 2.00 
Ee a ule Grp e yes 12.40 2.05 
34x4 12.95 2.30 
5.58 2.35 
2.45 
2.50 
2.70 
; 2.80 
gear Sa ee eee Be 21.15 3.20 
Ee eer 3.40 
BATTERIES. — Demand continues 


steady rather than active. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. PITTSBURGH: 





Broken Unit 
Packages Packages 

No $2.06 
No 2.97 
No 1.92 
No 2.80 
} No 1.14 
No .39 
No .97 
No 1.30 
No 1.30 
No. 1.92 

| No. 1.79 | 
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No. 6 dry cells, ignition type, unit 
packages, 36c. each. 

a wae. a 935, 6%c. each; 
No. 950, 6%c.; No. 790, 18c.; 5 
19%c.; No. 750, NTeue. 

Hot Shot.—No. 1461, $1. 67; No. 1661, 
$2.37. 

BIRD CAGES.—Brass bird cages are 
higher in new price lists just issued 
by leading manufacturers. Jobbers 
have not yet figured the extent of the 
advance or announced new resale 
prices. 

BUILDERS’ HARDWARE.—This line 
is fairly active, with the promise of 
doing better as the spring approaches 
and building activity assumes large 
proportions. Prices are very firm on 
brass goods and well maintained on 
those of steel. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Butts.—Ball tip. plated, dull brass 
and antique copper, less than case 
lots, in 3 x 3 in., $18.50 per 100 pair; 
3% x 3% in., $19; 4 x 4 in., $30. 

Hinges.—Heavy strap, 6 in., $1.85 
per doz.; 8 i $2.85; 10 in : 
extra heavy T 6 in., ‘3 
8 in., $3.40; 10’ in., $5.40; light strap, 
with screws, packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light, 2, 3 in., $11 per 100 pair; 
4 in., $12.60, 

Hasps. — Hinge, without screws, 
single —, lots, 3 in., 65c. per doz.; 
4 in., 79c.; in., $1. 05; safety, 3 in., 
eae hos; 4% in., $1.14; 6 in., 


+ Sets.—Swinging hinges, 10 

in., $3 per set. 
BOLTS, NUTS AND RIVETS.—Not 
much variation in the size of the de- 
mand is noted; jobbers’ sales are 
steady, but mostly in moderate-sized 
parcels. There is no change in prices. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Bolts.—All styles, except stove and 
tire bolts, per 100 pieces, 60 per cent 
off list; stove bolts, 75 and 10 per 
cent off list; tire bolts, 60 and 10 per 
cent off list. 

, Nuts.—All styles, 60 per cent off 
ist. 

Rivets.—Large, $3.50 base per 100 
pieces; small wagon a tinners’ riv- 
ets, 60 per cent off lis 

DOOR MATS.Demand. usually is a 
little more active at this time of the 
year than at other seasons and. this 
time is no exception to the rule. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Cocoa, $8 to $15 per doz., according 
to size: wire, 15% x 23% in., $1 each; 

18 x 30 in., $1.50; 22 x 36 in., $2.15; 

35 x 48 in., $3.33. 
ELECTRIC DRILLS.—This line is do- 
ing well. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

No. 141, $24 each; No. 142, $32; 
No. 122, $48; No. 562, $35.20; No. 382, 
$41.60. 

PAINTING SUPPLIES.—It is a little 
early for business to show much pick- 
up, but there is a fair movement 
against spring orders. Prices are un- 
changed. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Ready mixed paints, best grades, 
$2.60 per gallon: lower grades, $2 
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An Item with an Extra Good 
Margin of Profit for the Dealer 


Here is a product hardware 
dealers can sell at a good profit 
—and rapidly. In other words 
the new SIMONDS method of 
selling HACK SAW BLADES 
is an exceptionally favorable 
plan for any dealer. It assures 
quick turnover and a better 
way of showing the goods. 


A SIMONDS DISPLAY 
CARD in colors that attracts 
the customer and two-dozen 10 
inch, 18 teth SIMONDS 
NON-BREAKING HACK 
SAW BLADES. This display 
card with the blades arranged 
in an attractive manner is de- 
signed to either stand up on 
the counter or lie flat in the 
table trays. It loses none of its 
effectiveness either way. You 
sell these hack saws directly 
from the card and when the 
blades have been disposed of 
replace the entire outfit with a 
new display. Your HACK 
SAW SALES will increase by 
this method of keeping the 
blades before your customers, and they in turn will get extra high quality blades 
and are satisfied. 


Make a record in your want book to order a supply of these displays from your 
jobber. Show them and you sell SIMONDS HACK SAW BLADES. 


Read “The American Way to Prosperity’ by Simonds and Thompson and learn how general 
prosperity is increased by the increased use of power and machines and tools that save labor. 


Published by A. W. Shaw Co., Chicago, Ill. 


SIMONDS 


SAW AND STEEL COMPANY 


Established 1832 
Hardware Department Fitchburg, Mass. 
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(white and dark greens, 15c. per 
gal. higher); white lead, 13%c. per 
Ib. in 100-lb. lots; 10 per cent less in 
lots of 500 lb. or more, and extra 4 
per cent less in lots of a ton or more; 
turpentine, 75c. per gal. in barrel 
lots; raw linseed oil, 11.7c. per Ib. 
in barrel lots. 


SASH WEIGHTS.—Not much deman:! 
yet has developed for sash weights and 
they will probably remain rather dul! 


until spring building demands begin to | 


develop. Jobbers quoted them at $42 
per net ton, f.o.b. Pittsburgh, to re- 
tailers. 


SKATES.—There is ice for skating 
and demand for ice skates is materially 
improved in consequence. Roller skates 
are seasonally dull. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Roller Skates. — Union Hardware 
Co. line, No. 2, 70c. per pair; No. 3, 
75c.; No. 10, X 55; 
Winslow line, No. 38%, $1. 50: No. 38, 
$1.60; No. 38, rubber-tire, $2.50 per 
pair. 

Ice Skates.—Winslow line, No. 2110, 
65c. per pair, same L. S., $1.12; No. 
2120, $1.20. Same, ae oe yf 50; No 
2140, $2.20; same, L. S. 


WEATHER STRIPPING. — Sales are 
holding up well. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Meta-Felt, % in., $19.50 per 1000 
ft.; % in., $26 per 1000 ft.: cushion, 


Coldwell’s “L” Twin Mower 


The Coldwell Lawn Mower Co., New- 
burgh, N. Y., has added several new styles 
of gasoline power lawn mowers and roll 
ers for the coming season. 

One of the new items is the “L” Twin, 
an exceptionally powerful twin-cylinder 
power lawn mower and roller. It is equally 





well suited for cutting small plots, for 
trimming and for mowing the wide-open 
stretches of lawn. It mows and rolls 
simultaneously from four to six acres a 
day, and with the gang units attached, 
its cutting width is increased to 60 in., 
more than doubling its capacity. 

The motor is a four-cycle, twin-cylinder 
model, water cooled. 
adjusting clutches which release auto- 
matically if the knives pick up an ob- 
struction. The cutting unit consists of a 
demountable five-bladed cutter. 

The “L” Twin can be used for separate 
rolling on tennis courts and has reserve 
power for climbing steep grades. A riding 
sulky for the operator can be attached 
if desired. The cut is from % to 2 in. 
in height and 25 in. in width—60-in. when 
gang units attached. Weight, 380 Ib. 


all felt, No. 18, $2.40 per 100 ft.; No. 
19, $2.85 per 100 ft.; No. 20, $3.25 per 
at ft. 

Burfo, hard bronze, 3 and 4 ft. 
lengths, 5c. per ft. net. Economy, 
for windows, 36 x 36 in., $1 per 
carton of one window set; for doors, 
36 x 84 in., $1.26 per carton of one 
door set. 


WINDOW VENTILATORS. — Winter 
demands do not appear satisfied and 
sales are reported good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Continental, me tal frame, No. 833, 
$4.50; No. 37, $4.75; No. 845, $5.20; 
No. 1137, $5.50; No. 1145, $6.30; No. 
1437, $7.30; No. 1445, $8.10. Prices are 
per doz., net. 

Continental wood frame ventilators. 
No. V836, $3.60; No. V923, $4.05; No. 
V937, $4.50; No. V949, $6. 10; No. V959. 
$6.75: No. V1537, $5.85; No. 1549, $7.80. 
lrices are per doz., net. 

Diamond E, metal frame, No. 61, 
$4.40: No. 02, $4.80; No. 03, $5.60; No. 
1, $5.20: No. 2, $5.60; No. 3, $6.40; 


No. 4, $7.60; No. 5, $8.40. Prices are 
per doz., net. 
Schumacher, wood frame _ sheet 


steel, No. 831, $2.75 per doz., No. 
1137. $4.50. 

Wurldsbest.—All metal, No. 2, $2.50 
each: No. 3, $3: No. 4, $3.50; No. 5A, 
$4: No. 6A, $4.75; No. 6B, $5; all list, 
subject to dealers’ discount of 33% 
per cent. 


WIRE PRODUCTS. — Jobbers report | 
sales of nails and common wire prod- 


ucts to be still rather light. 


The “Perfect” Weed Cutter 


A new type of weed cutter has been 


| brought to the attention of the trade by 


There are self- | 


Axe & Tool Co., Charleston, W. Va. 


Kelly 


The “Perfect” Weed Cutter has a 13 
in. double-edged blade, set at an angle for 
an easy, natural swing to cut with both 
forward and back stroke. The manufac- 


de J 











JOBBERS’ QUOTATIONS TO RE- 
. by gag F.O.B. PITTSBURGH: 
“ence Wire 


per 100 Ib. Annealed Galvanized 


No. 6 to 9 gage........ $3.00 $3.45 
ee Se ae 3.05 3.50 
LE RS errr 3.55 
| Berets. 3.65 
Oh Ee dan cians ase Se 3.25 3.80 
eS ee 4.00 
PAG: Sites aint tae cena 3.55 4.30 
Se | Tae, ey See eee 3.75 4.55 
3arbed wire (per 80-rod spool): 
PRIME: MEORNS. 205655 cca csuoakaok $2.97 
ee RO nes Srereanee ete ome 3.18 
we) SO eee ee 3.43 
O-tE -OREENS nos ob Pac Gasisededoes 3.17 
2-point cattle (special).......... 2.25 
Ap Woven Wire Fence (per 100 
rods): 
oi fe * Ae ree rr yor $39.80 
eS Aer Soins Sea eri 55.80 
POMEL wcadcvavkied eae se eeeaees . 27.70 
TEED | ciorvond SaSe ex vaghntee SEE 37.00 
dat OP eC oa Pon eee ere 35.80 
WOO As iirs Sa wcee ose aeeoseeeie ke 49.20 
Poultry and rabbit (No. 14% wane) 
Se AE ns ous Gk de die eww eel ee $36. 
Le. SPOR re ee 14:00 
PE eaves pwat cedvdhadeaseha® 49.50 
Smaller mesh: 
rr re eis $37.00 
i EE. «oo dake pas Sule atkioesteaes 44.50 
PR EE i 5 ngca mass ale a OF Sale toe 52.00 
eS: Spa ee eee et ee ee ae 60.00 


Steel Fence Posts: 
Galvanized Painted 
Tubular Angle Steel 


Ria. Wale switew we cee a See 
tN WR tok a shee area 55c. each 38c. each 
Ph dceshaxeoseer 65c. each 40c. each 
7% | SPEIER ERE OE 45c. each 


2right nails, base per keg, $3. 


Webb Umbrella Aerial Mast 


The new Webb Umbrella Aerial Mast 
is manufactured by Timing Gears Corp., 
2801 Fulton Street, Chicago, III. 

This aerial is said to receive all wave 


| lengths and to fun¢tion with all makes of 


turer states that when this cutter is used | 


weeds can be cut with much more ease 


| and far more rapidity than with another 


type tool. It has an over-all length of about 
38 in. 

There is an oval grip handle to fit the 
hand comfortably. The cutter is suffi- 
ciently strong to cut heavy weeds and 
light bushes. It is assembled with bolts 
and nuts. All parts can be easily renewed 
and the blade can be resharpened without 
removing it from the handle. Packed 
assembled for use—six in a package. 


' screws, etc., 


receiving sets. It is easy to erect and 
requires only a small space. It has a very 
heavy porcelain insulator separating the 











pipe from the spear-head top. The base 
is in the form of a ball and socket, so 
that it can be adjusted to any angle, from 
horizontal to vertical. 

The mast is furnished complete, includ- 
ing pipe, lead-in wire, lightning arrester, 
in a heavy box. 
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Consider the sales possibilities of 


these Bakelite Molded Door Knobs 


HE color and finish of 

Bakelite Molded door 
knobs will last a lifetime. They 
are built to withstand severe 
service under all kinds of 
climatic conditions. 


Unlike metal, Bakelite Molded 
can neither corrode, rust nor 
tarnish. It is strong and hard, 
but not brittle. It never re- 
quires polishing or refinishing. 


The standard colors and fin- 
ishes now available are pol- 
ished black, dead black and 
burled walnut. Other colors 
are special. 


Hardware stores are sure to 
have many opportunities to 
sell these obviously better 
Bakelite Molded door knobs. 
They are made by the National 
Brass Co., Grand Rapids, Mich. 


BAKELITE CORPORATION 


247 Park Avenue, New York, N. Y. 


Chicago Office, 635 West 22nd Street 


BAKELITE CORPORATION OF CANADA, LTD., 163 Dufferin Street, Toronto, Ont. 





BAK 


REGISTERED 


THE MATERIAL OF 





LITE 


U. 8. PAT. OFF. 


“The registered Trade Mark and Symbol! shown above may be used only on products made from matenals 
manufactured by Bakelite Corporation Under the capital “‘B” is the numerical sign for infinity, or unlimited 
quantity It symbolizes the infinite number of present and future uses of Bakelite Corporation's products.” 





—_—_—_—_—_—_—_—_—_———— 


A THOUSAND USES 
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Snow and Cold Snap Are Stimulators During 
Quiet Inventory Period at Chicago 


(Chicago office of HARDWARE AGE) 


CHICAGO, Jan. 8.—As usual at this time of the year there is little 
activity with the jobbers. Retailers have been withholding all but 
urgent orders until inventories are completed. Jobbers have also been 
occupied with a like task and at the same time “house” conventions 
were in progress at several wholesale firms. 

Middle-western States received the first snow of consequence last 
week, which somewhat stimulated the demand for sleds, skiis and snow 


shovels. 


Future orders on screen wire, poultry netting, ice-cream freezers, 
and lawn mowers are being received in good volume. 

Prices on “weldless” chain are about 5 per cent higher, and copper 
rivets will be advanced about 2% per cent this week. 

Advantes ranging from 214 to 5 per cent were announced by manu- 
facturers of butts and hinges. Lock manufacturers notified the trade 
of a 20 per cent advance on broad bevel locks, while other patterns were 
advanced 25c. per dozen. Local jobbers have not followed the ad- 


vances by manufacturers as yet. 


Further advances on window glass 


prices are declared shortly probable. 
All forecasts for 1929 business have an optimistic tenor, promising 


good conditions for the retailer. 


Production in the steel mills of the Chicago district averages about 
85 per cent of capacity. Business in sight is expected to increase this 


average to near 90 per cent within 


the next few weeks. Prospects for 


the steel industry are excellent. Prices are steady and generally well 


maintained. 


Collections are from fair to good. 


AUTOMOBILE ACCESSORIES.—The 
demand continues very active for anti- 
freeze mixtures, with Prestone leading 
in sales. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. CHICAGO: 
Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular. 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. eac ch; A. C., 53c. each: 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 
Spot Lights.—Appleton, No. 3280, 
$6.50 each. 
Chains.—Non-skid, dozen pair lots, 
34 per cent discount. 
Jacks.—National Standard, No. 21, 
$1.30 each. 
Pumps. — Rose, 1% in. cylinder, 
$1.85 each. 
Tires and Tubes.—Mansfield tires, 
30 x 3%, Liberty cord, $4.95; heavy 
duty oversize, $7.05; ae hs 4 Liberty, 
$9.75; heavy duty, $1 1.80; tires, 29 x 
4.40, $7.60; 32 x 6.5 oo heavy duty, 
$19.80; tubes, 30 x 3%, $1.20: balloon 
tire tubes, gray, 29 x "4.40, $1.50. 
Anti-Freeze Mixtures. — Eveready 
Prestone, $3.80 gal. in cans. 
Glycerine.—* G. P. A.,” $1.80 gal.: 
alcohol and glycerine solution, 90c. 
gal. 
AXES.—The demand is about normal; 
manufacturers have reaffirmed prices 
for the balance of the winter season. 


JOBBERS’ erase TO RE. 
TAILERS, F.0.B. CHICAGO: 

Handled axes, first quality, single 
bit, 3 to 4 Ib., $18 to $20 per doz., 
double bit, 3 to 4 Ib., $23 to $25 per 
doz.; handled axes, service grade, 
single bit, 3 to 4 Ib., $15 per doz.: 
Boy Scout axes, $11.50 doz.; motorist 
hand axes, $12 doz. 


BICYCLES.—Trade has returned to 
normal volume, following an unusually 





good holiday business. Factories are 


announcing 1929 models. Prices are 
steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Double Bar Moto-Bike Model, 
$26.25: ladies’ model, $25.90; girls’ 
and boys’ juvenile model, $23.60. 


BOLTS AND NUTS.—Demand is nor- 
mal, with prices steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Carriage bolts, cut thread, 60 ner 
cent discount; small carriage bolts, 
rolled thread, 60-10 per cent dis- 
count; machine bolts, cut thread 60 
per cent discount; small machine 
bolts, rolled thread, 60-10 ner cent 
discount; all stove bolts. 75-10 per 
cent discount; lag screws, 60 per 
cent discount. 


BUILDERS’ HARDWARE.—An ad- 
vance ranging from 2% to 5 per cent 
has been announced by manufacturers 
of butts and hinges. Broad bevel locks 
have been advanced 20 per cent, and 
other patterns are 25c. per dozen 
higher. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 

3, x 3% steel butts, old copner 
and dull brass finish. $2.16 per doz. 
nair in case lots; less quantities, 
$2.34 per doz. pair; 4 x 4 steel butts. 
old copper and dull brass finish, $3 
per doz. pair in case lots; less quan- 
tities, $3.12 per doz. pair; heavy steel 
bevel inside sets. $5 per doz. sets, 
case lots: steel bit-keyed front door 
sets, $1.45 per set; wrought brass. 
bit-keved front door sets. $2.60 per 
set; cylinder front door sets, $6 per 
set. 


CHAINS.—Demand is excellent. A 5 


per cent advance is to be shortly ex- 
pected on weldless chain. 


JOBBERS’ ov tele Sg RE.- 
TAILERS, F.O.B. CHIC 


%-in. proof coil pasar ee per 
100 lb.; ‘*Trade-marked”’ coil chains, 
50-10 per cent discount. No. 00-4% 
> pag welded cow ties, $2.75 per 
doz. 


COPPER RIVETS.—Demand is normal, 
Due to higher copper, prices are ex- 
pected to advance about 2% per cent 
this week. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Copper rivets and burrs, 40 per 
cent discount. 


COTTON GLOVES.—Fair demand at 
steady prices; 1929 lines will soon be 
shown by manufacturers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


8 oz. cotton gloves, $1.35 per dozen. 
ELECTRICAL MERC HANDISE.— 
Radio supplies are very active. Prices 
are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 


Electrical Merchandise. — No. 14 





rubber covered wire, $6 per 1000 ft.; 
in less than 1000 ft. lots, $6.50; No. 18 
lamp cords, $11.25 > per 1000 ft.: in 1000 
ft. lots, $10.50; %-in. brush brass key 
sockets, 13c. each; lots of 25, 121%ce. 
each; two-way plugs, 45c. each; in 
lots of 10, 40c. each; two piece at- 
tachment plugs. 7'%c. each; dry cells, 
boxes of 50, 32%c. each; less than 
case lots, 35c. each. 

Electrical Appliances.—TIron Hot 
point, $4.20; in lots of six, $3.90; Sun- 
beam, $5; lots of six, $4,75; Percola-~ 
tor, Universal 9169, $16 65. 

Radio Supplies.—Radio B batteries, 
I) 779 FE, $1.40 each: case lots of 5, 
$1.30; No. 770, $3 each; packages of 
5, $2.80; No. 772, $2.06 each; packages 
of 5, $1.92; No. 486, $3.20 each; pack- 
ages of 5, $2.97; No. 485, Layerbilt 
battery, less than standard packages, 
$2.22 each; in original standard pack- 
ages, $2.06 each. 

Radio Tubes. —UX-201A, 97%4ce.; 
UX-199, $1.464%; UX-227, $2. 60; UX- 
171A, $1.78%. 


GLASS AND PUTTY.—Demand is ex- 
cellent. Jobbers advise purchase of 
spring requirements now, as advances 
are declared likely. 


JOBBERS'’ pg Heer TO RE- 
TAILERS, F.0.B. CHICAG 

Single strength A, all iis RH 
per cent discount; single strength B, 
all brackets, 87 per cent discount: 
double strength A. all brackets, 85 
per cent discount; double strength B, 
all brackets, 87 per cent discount; 
putty, pure grade, $4.25 per 100 Ib., 
commercial, $3.50 per 100 Ib. 


HAMMERS AND HATCHETS.—Edged 
tools are active, but hammers are quiet. 
Prices remain unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Hammers.—First quality. 10 oz. 
nail hammers, $12 doz.; 16 oz. ma- 
chinists’ hammers, first qualitv, $9.20 
doz.; competitive grade, 16 9z. nail 
hammers, $6 to $8 doz. 

Hatchets.—First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.: medium quality 
hatchets, No. 2 broad, $12.50 doz. 


LARD PRESSES AND SAUSAGE 





STUFFERS.—Fair demand at steady 
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Satisfying shrewd buyers! 


OUR trade 
knows what 
to expect of 


Builders’ Hard- 
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line of tried and proven Builders’ Hardware. 
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prices. Weather has been too mild to | 
stimulate demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Enterprise No. 25, $8.00 each; No 
31, $8.65 each; No. 35, $9.50 each. 


NAILS, WIRE AND STAPLES.— 
Prices were recently advanced. Good | 
sales for December were reported, and 
the outlook for spring sales seems bet- 
ter than in 1928. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

L.c.l. quantities common wire and 
cement coated nails, small orders out 
of Chicago stock, $3.20 per keg base. 
Mill shipment price is $3.05 base. | 
Carload (36,000 Ib.) base for mill 
shipment, still lower. Steel cut nails, 
$4 base. 

No. 9 black annealed wire, $3.30 per 
100 lb.; No. 9 galvanized, plain wire, 
$3.75 per 100 lb.; catch weight spool 
galvanized cattle or hog wire, $3.80 | 
per 100 Ib.; polished fence staples, | 
$3.55 per 106 Ib. 


OIL COOK STOVES, HEATERS AND | 
SUPPLIES. — Heatters are active. | 





Prices are unchanged. 


JOBBERS’ gyi thre A oe RE- 
TAILERS, F.0.B. CHICAG 


Perfection.—No. 72, 2 burners, $18: 
No. 73, 3 burners, $23.25; No. 74, 4 
burners, $29.50; No. 279 oil range, 
$129; No. 339 oil range, $140. Deal- 
ers’ discount on net purchases of less 
than $100, 30 per cent; on all net 
purchases including and following | 
$100 qualifying order, 3344 per cent. 
On all purchases amounting to $250 
or more during calendar year, annual 
bonuses of from 2 to 10 per cent will 
be paid according to volume of busi- 
ness. 

Puritan.—No. 42, 2 burners, $18: 
No. 43, 3 burners, $23.25; No. 44, 4 
burners, $29.50; No. 249 oil range, 
$122. Discounts same as Perfection 
stoves. 

Nesco.—No. 450R, $60; No. 400R, 
$5; No. 215-1105, $51.50; No. 215, $41; 
No. 214-1104, $38. 50; No. 214, $30; No. 
213-1103, $30.50; No. 213, $23.50; No. 
212-1102, $23.50; No. 212, $18; No. 211, 
$10. Prices quoted are for Nesco 
Zone No. 1, including Chicago terri- 
tory and are subject to dealers’ dis- 
count of 33%4-5 per cent. 

Ovens, Perfection.— No. 211, 1 
burner, plain door, $2.50; 211G, glass 
door, $2.70; No. 122G, 2 burners, glass 
swing door, $6.20. 

Puritan.—No. 42G, 2 burners, glass 
drop door, $5.50; No. 42, 2 burners. 
steel drop door, $5.25. Dealer's dis- 
counts on Perfection and Puritan 
ovens the same as on Perfection 
stoves. 

Nesco Ovens.—No. 12, $1.80; No. 05; 
$2.10; No. 5, $2.25; No. 010, $3.90: | 
No. 10, $4; No. 22, $4: No. 020, $4.50: 
No. 20, $4.75: No. 030, $5: No. 30, 
$5.30; No. 0301, $6; No. 301, $6.30. 
Dealers’ discount 3%4-5 per cent. 

Perfection and Puritan Wicks.— 
$3.75 per dozen, $45 per gross. Deal- 
ers’ discount same as_ Perfection 
stoves. 

Oil Heaters.—Perfection No. 510, 
mgt No. 525. $7.25: No. 1525. $7.75: 
No. 1530, $9.25; No. 1630, $11.50: No. 
1550, 159 50° No. 1560, $11; No. 1665. 
$13.50: No. 1670, $14.50. Perfection 
Firelight Heaters, No. 1526, $9.75: No. 
1686, $16.50. Dealers’ discount same 
as Perfection cook stoves. 

Nesco Oil Heaters.—No. 1°. $5.50: 
No. 15, $7; No. 016, $8.25: No. 1600, 
$9.75; No. 0190C, $10.59: No. 19900, 
$12; No. 0190D, $10.50: No. 19001, 
$12; No. 0190F, $10.50: No. 1900F, 
$12: No. 505, $11.25: No. 605. $12.75: 
Nos. 705C, 7051) and TO5E, $16. 

Discount 30-5 per cent. 

Nesco Wicks, Cook Stove.—$3.00 
per doz., same discount as Nesco 
stoves. Nesco oil heater wicks No 
348, 40c. each list: No. 515 Giant, 
list, 75c. each. Discount on Nesco 
heater wicks, 30-5 per cent. 


PAINTS AND OILS.—Demand is nor- 





mal for the season. 
| changes. 


SAWS, HAND.—Demand 
Prices are without recent change. 


SCREEN 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 


Linseed Oil, Raw.—Barrel lots, 87c. 
per gal.; 5 barrel lots, 80c. per gal. 
Linseed Oil, Boiled. — Barrel lots, 
7. per gal.; 5 barrel lots, 82c. per 


gal. 

Denatured Alcohol. — Barrel lots, 
63c. per gal.; steel drums, extra, $6, 
returnable. 

Turpentine.—Drum lots, 73c. per 
gal., net. 

White Lead.—100 Ib. lots, $13.25; 50 
Ib. lots, $6.75; 25 Ib. lots, $3.40; 12% 
Ib. lots, $1.75. 

Shellac (4% Ib. cuts).—White, $2.58 
per gal. in barrel lots; orange, $2.26 
per gal. in barrel lots. 

English Venetian Red.—In barrels, 
5% per Ib.; in 100-lb. lots, 6%c. 
per Ib. 
fae Paste.—Barrel lots, 7%4c. per 


PYREX WARE.—Dealers are refilling 
| stocks depleted by Christmas shopping. 
Steady prices prevail. 


JOBBERS’ ytd heyy TO RE- 
TAILERS, F.O.B. CHICAGO: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.: 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643. $14 doz. 

Pie Plates—No. 208, $6 per doz.; 
No. 209, $7.20 per doz. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

Gift Sets.—No. 515, $3.43 per set. 


ROPE.—Sales are good. Present prices 
have been reaffirmed for the January- 
February period. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 


test manila, standard brands, base, 
20¢. per Ib.; No. 2 manila, 18c. per 
Ib.: No. 1 sisal, 15c. per Ib.; No. 2 
sisal, 14c. per Ib. 


| SASH CORD.—Normally active 
| steady prices. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 


No. 7 standard brands, $8.15 per 
dozen hanks; No. 8, $9.35 per doz. 
hanks. Competitive: zrrade, No. 7, 
$7.70 per doz. hanks; No. 8, $8.80 per 
doz. hanks. 


SAWS, CROSS CUT AND WOOD.— 
Season is at its best; steady prices pre- 
vail. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


5 ft. narrow Champion tooth, $1.55 
each; 5% ft. wide ea pe tooth, 
$2.10 each; 5% ft. wide Lance tooth, 
$4.35 each; 4 ft., one-man Champion 
tooth, $2.45 each. 

Single braced frame common tooth 
blade, $8.25 doz.; double braced frame 
common tooth blade, . $10.40 doz.: 
double braced frame, tuttle tooth 
blade, $11.40 doz 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


26 in., $29.50 doz.; 26 in., $33 doz.: 
26 in., $49.95 doz.; special, 26 in. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. CHICAGO: 


No recent price 


is normal. 


WIRE AND POULTRY 
NETTING.—Future orders are active. 
The dealers’ price schedule, shown be- 
low, issued by the manufacturers, has 
been radically cut in several centers, 
chiefly due to irregularities in the 
South. 


at 








12-mesh, painted screen cloth, $1.95 
per 100 sq. ft.; 14-mesh, galvanized 
screen cloth, $2.65 per 100 sq. ft.; 
galvanized before poultry netting, 
50-10-5 per cent discount. 


SCREWS.—Demand is increasingly 
active, with prices steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 


Flat bright screws, 471% per cent; 
round head blued, 42% per cent; 
flat head brass, 40 per cent; round 
head brass, 35 per cent. Larger or- 
ders, 10 per cent less. 


SHOVELS AND SCOOPS.—Demand 
for furnace scoops is declining. Prices 
have been steady for some time. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


No. 2 shovels, intermediate grade, 
polished, $14.50 per doz.; No. 2 shov- 
els, common grade, lished, $12.50 
per doz.; No. 10 grain , noeeEe. pol- 
ished, $15 per doz.; No, grain 
scoops, polished, $16 per , #, D 
handle furnace scoops, intermediate 
grade, $8 per doz.; D handle furnace 
eee, competitive grade, $5.25 per 
aoz, 

Snow shovels, black, long handles, 
steel, $4.40 doz. Galvanized, 17 x 16 
in. blade, $10 doz. 


SOLDER AND BABBITT.—Prices are 
steady. Demand is quiet. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 


Warranted 50-50 solder, $35 per 100 
Ib.; medium 45-55 solder, $33 per 100 
Ib.; tinners 40-60 solder, $30.50 per 
100 Ib.; high speed babbitt metal, 
$20 per 100 lb.; standard No. 4 bab- 
bitt metal, $12 per 100 Ib. 


STEEL SHEETS.—Demand is steady. 
Prices are firm, with no local price 
changes. Jobbers and dealers are op- 
posing the irregular % of 1 per cent 
cash discount used by manufacturers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 


24 gage galvanized sheets, $4.65 
per 100 Ilb.; 24 gage black sheets, 
$3.80 per 100 Ib, 


VENTILATORS.—Demand is active at 
steady prices. The largest call is for 
the “metal frame” type. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Diamond E-Metal frame _ cloth 
ventilators, 8 in. hgt. opening, 16 in. 
x 33 in., $4.40 dozen; 20 in. x 39 in., 
$4.80; 11 in. het. opening, 16 in. x 
33 in., $5.20 doz.; 20 in. x 39 in., $5.60 
doz. Continental, steel frame, cotton 
cloth, 833, $4.50 doz.; 837, $4.75 doz.; 
1137, $5.50 doz.; 1145, $6.30 doz. Con- 
tinental, wood frame, cotton cloth, 
836, ms 60 doz.; 937, $4.50 doz.; 1537, 
$5.85 doz. 


WINTER SPORTING GOODS.—Skates 
are more active. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 


Key clamp rocker, men’s and boys’, 
bright finish, 75c. pair; half key 
clamp rocker, women’s and girls’, 
cast steel polished runners, $1.00 
pair; half key clamp hockey, women’s 
and girls’ best steel runners, $1.35 
pair; children’s extension bob skates, 
polished, 35c. pair; nickel plated, 45c. 
pair; Union tubular ice skate outfits, 
$4.60 outfit; Nestor Johnson fiyer 
outfits, aluminum finish, $5.25 outfit; 
Nestor Johnson flyer outfits, nickel 
plated, $6.00 outfit; Strand = skiis, 
edgegrain pine, 4 ft., 60c. pair; 5 ft., 
90c. pair; 6 ft., $1.30 pair; Strand 
skiis, mahogany finish, 4 ft., 80c. 
pair; 5 ft., $1.10 pair; 6 ft., $1. 50 pair. 

Sleds.— Flexible flyer sleds, 35 per 
cent off list. 
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Note that all Monel Metal 

advertisements direct 
readers tolocal dealers. 
Be sure you are pre- 
pared to meet the 

demand for Monel 
Metal equipment. 

Consult your 
regular man- J 
ufacturers. 


Vv 







Metal house- 
hold equipment 
will be the dominat- 
ing subject of the Monel 
core Metal advertising in The 
oe ———— ff Saturday Evening Post and Good 
Housekeeping during 1929. @. Reach- 
ing five million families every month, 
this advertising will furnish genuine assis- 
tance to the retailer who handles equipment 






















While the January advertise- 
ment, reproduced above, fea- 
tures Monel Metal table tops, 
it will create a demand for 


many other kinds of Monel 7 made of Monel Metal. G.In order to get the most 
Metal equipment including out of this advertising, Monel Metal equipment manu- 

kitchen cabinet tops, range ‘ A ‘ 

linings, washing machines, facturers and their dealers should tie up to this national 

a a = —— pth advertising by using counter cards, newspaper advertisements 


Metal trimmed refrigerators. etc., prepared for their use. Write for complete information. 





Mone! Metal is, a technically controlled Nicke|-Copper alloy of high Nickel content. It is mined, smelted, refined, rolled 
and marketed solely by The International Nickel Company, Inc. Tke name ‘‘Monel Metal’’ is a registered trade mark. 


> & | 


THE INTERNATIONAL NICKEL COMPANY, INC. (, METAL \\ 67 WALL STREET, NEW YORK, N. Y.. 
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HEN hardware and im- 

plement dealers ask us 
what “four square” means in 
W & B Lawn Mowers—we 
tell them that W & B four 
square construction keeps the 
mower rigid and in perfect 
alignment. Immediately they 
see the dual advantage. First, 
a selling feature—then long, 
useful life. ‘Four Square” is 
but one of a dozen features 
that sell W & B Mowers. The 
15 different models are cer- 
tain to meet any require- 
ments. 


Get ready for Spring—talk 
with your jobber or write us 
direct. We will send you full 
color prints, specifications and 
dealer discounts on the W & 
B Line. 


Eastern Distributors: 
Putnam & Co., New York 
Barnum & Stone, Boston 


Pacific Coast Distributors: 
B. Hayman & Co., Los Angeles, Calif. 


R. Herschel Manufacturing 
Peoria Co. Illinois 


15 Styles From Which 
to Choose 











| 
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The Hardware Merchant a 
Builder for Citizenship 


(Continued from page 67) 


ment, is the business side; organization for the proper 
establishment in safe hands of the sponsorship of the 
various clubs and leagues ; the providing by the sponsors 
of credit and play fields; designation of officials and 
referees who will command respect ; the establishment of 
supply stocks of good equipment at fair prices, and 
other measures to insure stability of enterprise. 

This is the task that the hardware merchant has to a 
considerable extent assumed and for which his ex- 
perience as a reader of the masculine mind, as an over- 
seer of a business constituted of details, and as a provider 
of high quality necessities of the mechanics of living, 
has wonderfully equipped him. 

This is the movement that has begun of its own ac- 
cord and has grown into an almost national force and 
which we recommend to hardware merchants as one of 
the most important duties now before any group of 
citizens. 


Williamson is Whipping Mail 
Order and Chain Store 


Competition 
(Continued from page 64) 


“Mail order competition has always been a factor to 
contend with, but with the advent of the chain store, it 
became increasingly harder to deal with the situation. I 
made it my business to visit these stores periodically in 
the larger cities nearby, in order to visualize results and 
to find out HOW these results were obtained. To my 
mind, two outstanding features were responsible for 
the enormous sales of merchandise. First, they carry 
a very large and diversified line of goods. Second, but 
not least, attractive display, merchandise departmentized 
or segregated and on tables where customers could 
handle the goods. Isn’t it true that the average inde- 
pendent retailer does NOT merchandise his goods that 
way, and in consequence, has not been able to make 
the progress the chains have made? It became increas- 
ingly apparent that this competition was becoming so 
keen and widespread that I must adopt new selling 
methods, closer observance to buying for fast turnover, 
use a better display for windows and inside the store. 

“The accumulation of obsolescent merchandise has 
caused more failures in business than any other factor. 
No dealer can buy merchandise year in and year out with- 
out accumulating some unsalable goods, but neither is 
he forced to keep them. We clean house at regular in- 
tervals, and nothing is permitted to remain in this store 
more than six months. If it does not sell at the regular 
price, it is put on a special sales table, with low prices 
marked on each item. If it does not move at these 
prices, further reductions are made. Everything must 
go, to make room for goods that sell quickly at a profit. 
A merchant buys goods for resale, not to keep indefin- 
itely on his shelves. 

“The mail order and chain is a real issue with every 
merchant today. A survey shows them to be mer- 
chandisers, and they could be successful with their 
selling methods, at higher prices than they place on 


‘Reading matter continued on page 100 
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YOU CANNOT PER- 
SONALLY VISIT 1000 
FAMILIES IN ONE 
DAY— 


Yet, your own monthly store paper, 
representing you, your store, your stock 
and your prices, makes the calls for you 
and constitutes a powerful magnet for 
pulling business that otherwise would go 


elsewhere. 


The Bunting System applied to your 
business means a bigger selling program. 
It gives you opportunity to present your 
service to as many families per day as 
you desire, and you accomplish results 
in a dignified way at an average total cost 
of less than two cents per family. This 
insignificant cost is made possible by our 
semi-standardized, mass-production 
method, and by the splendid support ex- 
tended by more than 300 hardware man- 
ufacturers who participate in this pro- 
gram for the benefit of the now nearly 
800 retail hardware dealers who are 


applying the Bunting method. 


It is the sole endeavor of this organiza- 
tion to produce for you a monthly store 
paper that becomes your personal and 
individual messenger to all the worth- 
while families in your trade area. It 
enhances your prestige, builds good-will, 
and has the happy faculty of paying for 
itself and leaving a profit besides. 


Ask us for samples. Let us show you 


what progressive dealers are doing. 


THE BUNTING SYSTEM 
NORTH CHICAGO, ILLINOIS 
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HOMmAmOe Boor 


The Luxury of Peace 


ata 


Moderate Price 


“Peace at any price!” people cry. Customers 
are apt to be more cautious about price. The 
peace of quiet rooms where doors gently but 
positively close, by themselves, is certainly a 
luxury. Yet Rixson No. 18 and 18% Single 
Acting Floor Checks for quiet operation of in- 
terior doors are priced within reach of the 
modest home owner. 


No. 18 is the Offset Type, permitting a 180° 
swing where trim does not obstruct. No. 18% 
is the Center Hung “Type showing no hard- 
ware on the face of the door. 


Both checks are made from highest grade 
forgings and castings, with case hardened steel 
spindle supporting all weight on ball bearings. 
Arm and spindle are adjustable tg prevent the 
door’s dragging on head jamb or threshold. cd 





al & 


You will want the details of this Check 
outstanding for its quality, and not its 
price. Write for circular. 


THE OSCAR C. RIXSON COMPANY 
4450 Carroll Ave. Chicago, Il. 
New York Office: 101 Park Ave., New York 





Builders’ Hardware 


Casement Operators & Hinges 
Concealed Transom Operators 
Adjustable Ball Hinges 

Butts, Pivots and Bolts 

Door Stays and Holders 


Overhead Door Checks 
Floor Checks, Single Acting 
Floor Checks, Double Acting 
Olive Knuckle Hinges 
Friction Hinges 
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DIETZE 


LANTERNS 


INVENTORY 


AT FULL VALUE 


‘THE profit lies in the 


last few of a dozen. 


Dietz Lanterns are popu- 
lar, staple goods of stable 
price—every one a quick, 
sure seller—with inventory 
value always PAR. 


That’s why it pays to sell 





NEW YORK 


Dietz Lanterns exclusively. 


R. E. DIETZ COMPANY 


Largest Makers of Lanterns in the World— 
Founded 1840. Output Distributed Through 
the Jobbing Trade Only 





Williamson is Whipping Mail 
Order and Chain Store 


Competition 
(Continued from page 98) 


their goods. During the last year I put long rows of 
tables in the middle of my store, and stocked them with 
low priced merchandise, every item marked plainly at 10 
cents and 25 cents—chain store style. For a long time I 
held aloof from adopting this principle, as it was against 
my business ethics ; I thought it would cheapen my store 
ail react against the sale of standard, quality merchan- 
dise. The opposite has been the result. These tables 
have not only made a satisfactory profit, but have been 
instrumental in increasing sales on other and higher 
priced goods. I am now able to compete with the mail 
order houses on a large number of specialties and neces- 
sities, and am extending these lines as rapidly as pos- 
sible, always keeping in mind, however, that a very 
large percentage of people are influenced to buy nation- 
ally advertised products of standard quality, and I cater 
to that class—in fact, use sales arguments with the pub- 
lic that quality is always the most economical in the end. 
It is well to remember though, that there are certain 
items of daily use wherein a higher price paid does not 
insure any better satisfaction. To use a single illus- 
tration: there on that table are bottle corks or caps, 
which the chains are selling for 19c. per gross. If I 
am to hold my trade, I cannot put a price of 59c. or 
even 29c. on them—lI have got to meet that price, and 
I do meet it, because I found a buying source in 100 
gross lots that enables me to meet it and make a profit, 
and I hold my customers. 

“I located a buying source on genuine fishing 
reels which I can sell for $2.89, exactly the mail order 
house price for the identical article. This is in the 
heart of Northern Indiana’s Lake Region, and there is 
a brisk summer demand for fishing tackle. I bought 
150 of these reels on the initial order. The profit was 
fair, but what was to me of vastly greater importance, 
I was able to show my customers that they could buy 
my merchandise, quality for quality, as cheaply as any- 
where in the country. I also sold $5, $7, and $15 reels, 
and I held my customers. ; 

“When it comes to hardware and paints, I ask mv 
customers if they want first quality or second quality. 
In some instances, on certain types of goods, the lower 
priced quality will meet every need of the buyer. If a 
city man wants a saw or spade to use around the house 
for very occasional purposes, a low priced one may 
answer his needs, but the carpenter or ditcher will 
find greater economy in buying the best the market can 
provide. We dealers must learn to place ourselves in 
the position of the buyer, and cater to those wants and 
needs, if we are to remain in the picture permanently 
and make profits. Personally, I have no inclination or 
desire to become an employee of a chain store organ- 
ization. My business has been to sell hardware all my 
life, and I know of nothing else that I could do success- 
fully, and at the same time be happy. 

“In my analysis of the apparent transition in mer- 
chandising, I have come to the conclusion that the pub- 
lic, at least a very large part, wants quality merchan- 
dise that is nationally advertised, but it is not willing to 
pay a higher price in one store, if it can be obtained for 
less at another. Furthermore, it not infrequently judges 
values and prices without a full knowledge of all the 
facts. In other words, it judges by comparison. It is 
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not always possible to convince the astute buyer that a 
given article is worth the selling price asked for it by 
any kind of oral or written sales argument, but it is 
EASY to show greater values by comparison. That is 
why it is good business policy to have many articles of 
hardware in more than one quality. The quality buyer 
is quick to visualize the difference, and is easily con- 
vinced by such comparison, whereas the buyer who is 
interested in price only, the lower priced merchandise 
is available to him. 

“While we are in the midst of the severest competi- 
tion I have ever experienced, I cannot but believe there 
are more and greater opportunities before us than at 
any other period in the history of commerce. These 
opportunities can be turned to our profit only if we 
change our style—put out a new model once in a while— 
and merchandise our products by the modern way. The 
old order of things his definitely passed out of the pic- 
ture. The new policies which we have adopted are 
working splendidly—the mail order and chain store 
competition is something that I respect, but no longer 
fear.” 


Washington News Letter 
By L. W. MOFFETT 


(Washington Bureau of HARDWARE AGE) 


EARINGS in connection with the tariff revision pro- 

gram will begin before the House Committee on Ways 
and Means on Monday, Jan. 7 and extend through Feb. 25. 
The hearings, 31 in all, will cover the entire question. It will 
be consistent with the pledge given during the recent Presi- 
dential campaign to make a complete revision rather than to 
engage in piece-meal legislation. However, it is not to be im- 
plied that the existing law, the Fordney-McCumber Act, will 
be the object of sweeping revisions. On the contrary it is 
believed that when compared with the thousands of items 
in the law the changes of importance will be relatively 
few. The greatest changes apparently will be made in the 
agricultural schedule and may be considered as a part of 
the proposed farm relief program. There also will be 
changes in administrative features. Considerable discus- 
sion centers about a proposal to repeal the so-called flexible 
provision (Sec. 315) under which the President is au- 
thorized to either reduce or increase rates by a maximum 
of 50 per cent following investigation by the Tariff Com- 
mission. One thing great difficulty has been experienced 
by the Tariff Commission in ascertaining costs of production 
from manufacturers abroad. Also the time required to 
complete an investigation has frequently been so long that 
the condition complained of when applications for changes 
in duties were made had been altogether shifted when the 
report was made. Furthermore, there is some sentiment in 
Congress that the President should not be given the power, 
formerly possessed by Congress alone, to change rates. This 
school of thought contends that the authority to change 
rates should be restored exclusively to Congress. 

Another administrative change considered possible, if not 
probable, is the basing of import duties on American rather 
than foreign valuation. This subject was heatedly debated 
during the framing of the present law, with much support 
in favor of the American valuation plan. The National 
Association of Manufacturers was particularly active in 
support of the plan. It is assumed that it will renew its 
position. 

But it is not possible to learn who will appear before the 
committee or the changes they will urge. Under a new 
policy of the committee it has not given out the names of 
applicants who have asked to be heard and they will not be 
made public until the day they are to appear. 
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The strength and quality of SPARGO 
COPPER AND BRONZE CLOTH 
offers to your customers a real and last- 
ing protection against insects. 





Stocking our quality COPPER AND 
BRONZE Cloth will increase your sales 
and make your customers happy and 


satisfied. 
> 


. 


Spargo Wire Co. 


Rome, N. Y. 


New York Office Chicago Office 
41 Murray St. 174 No. Wacker Drive 
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THE 
MORSE LINE 
INCLUDES: 


ARBORS 
CHUCKS 
COUNTERBORES 
DRILLS 
REAMERS 
MANDRELS 
TAPER PINS 
SCREW PLATES 
SOCKETS 
SLEEVES 

TAPS AND DIES 
CUTTERS 


MORSE 





ESTING the steel 
we use, living up to 
accuracy standards of 
the most exactin3 
kind, and usin? heat 
treating, methods sec- 
ond to none in the 
country — certainly 
not the most inexpen- 
sive way to manufac- 
ture drills. 


But that is the way to 
make possible inexpen- 
sive drilling. That is the 
way Morse Drills are 
made,and as a result they 
drill more holes per grind. 


TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASS. 














The Tariff Commission has prepared a complete digest 
of each item of the present law, showing how rates and 
duties operated, as a guide to the committee. The metals 
schedule includes approximately 300 items and while changes 
in this schedule promise to be rather numerous it is not 
believed that on the whole they will be important, except 
possibly as they relate to some of the raw materials, such 
as manganese and tungsten ore, ferromanganese, and pig 
iron. However, the cutlery rates may be the object of 
attack in the way of downward revision unless an effort 
toward that end is checked by manufacturers. It is well 
known that complaint has been made that cutlery tariff 
rates are among the highest in the present tariff law, yet 
those supporting them contend they are necessary to pro- 
tect the domestic industry from foreign competition. Hear- 
ings on the metal schedule will take place on Jan. 14, 15 
and 16. 

It may be expected that President-elect Hoover will go 
over the tariff question along with other issues while in 
Washington and that his position may have a great deal 
to do with the revision program. Also it is believed he 
will make it known to leaders of Congress whether or not 
he favors calling an extra session. Some leaders favor 
such a session early in the spring while others, including 
Speaker of the House Longworth, do not think one should 
be called before fall. Should the present Congress enact 
agricultural legislation the prevailing view is that Mr. 
Hoover will not call any extra session until fall, if then. 
He would then probably ask for not only agricultural relief 
legislation but also tariff legislation. Majority members 
of the Ways and Means Committee declare that a tariff 
revision program could be put through the House within 
two weeks or so after it had been reported and thus be 
ready for the Senate Committee on Finance. Under the 
rules of the Senate legislation cannot be rushed as it can 
under the House rules and it would take much more time 
to enact a tariff program before the Senate than it would 
before the House. 

Establishments engaged primarily in the manufacture of 
cutlery and edge tools, exclusive of silver and plated cut- 
lery, reported products valued at $76,688,444 in 1927, a 
decrease of 4.5 per cent as compared with $80,263,252 for 
1925, according to the Bureau of the Census. The total 
value of products for 1927 is made up as follows: Table 
and kitchen cutlery, $6,487,231; pocket knives, $5,177,093 ; 
safety razors, $1,228,824; other razors, $373,482; safety 
razor’ blades, $38,413,453; scissors and shears, $4,813,527; 
other cutlery, $3,508,075:; axes, adzes and hatchets, $3,- 
238,755; augers and bits, $2,347,703; chisels (except cold 
chisels ), $487,553; cutting dies, $2,513,857; other edge tools, 
$4,256,227 ; all other products and receipts for repair work, 
$3,842,662. 

In addition, cutlery and edge tools are made to some 
extent as secondary products by establishments classified 
in other industries. The value of such products thus made 
outside the industry proper in 1925 was $2,813,548, an 
amount equal to 3.5 per cent of the total value of products 
reported for the industry as classified. The corresponding 
value for 1927 has not yet been ascertained. 

Of the 230 establishments reporting for 1927, 42 were 
located in Massachusetts, 42 in New York, 25 in Connecticut, 
21 in New Jersey, 19 in Ohio, 18 in Pennsylvania, 17 in 
Illinois, 8 in Wisconsin, 7 in California, 7 in Missouri, 
4 in Indiana, 4 in Michigan, and the remaining 16 in 12 
other States. In 1925 the industry was represented by 211 
establishments, the increase to 230 in 1927 being the net 
result of a gain of 56 and a loss of 37. 





The mid-day period, from 11 a. m. until 3 p. m., was 
reported the busiest shopping time by 71 per cent of the 
stores in cities of 200,000 population and over, no furniture 
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‘or drygoods stores reporting morning shopping peaks, al- | 


though 25 per cent of the hardware stores and 14 per cent 
of the grocery stores reported heaviest shopping before 
11 a.m. These figures, based on questionnaire returns, are 


given in a section in “Retail Store Problems,” recently issued | 
by the Domestic Commerce Division, Department of Com- | 
merce, and available for 20c. a copy from the Superintendent 


of Documents, Government Printing Office, Washington. 
Ways to avert part of the peak load to the morning period 
are suggested, such as special sales during the morning 
hours, a music hour before the mid-day rush and greater 
parking privileges during the less popular shopping hours. 

No hardware stores reported an afternoon shopping peak, 
but 61 per cent of the drug stores, 43 per cent of the 
grocery stores, 40 per cent of the shoe stores, 26 per cent 
of the clothing stores and 21 per cent of the furniture 
stores did so. Over half of the stores in cities from 50,000 
to 200,000 population also reported heaviest shopping in 
the mid-day period. Shoe stores were almost equally divided 
between the mid-day and an afternoon shopping peak. A 
mid-day selling peak was reported by 84 per cent of the 
hardware stores, but the majority of the drygoods and cloth- 
ing stores reported an afternoon peak. In cities of less 
than. 50,000 population, the afternoon period, 3 p. m. until 
closing time, was reported the busiest shopping time by a 
large majority of these stores. The morning period, open- 
ing time until 11 a. m., was reported the heaviest by 32 
per cent of the stores in cities of less than 10,000 popu- 
lation. 

The relation of peak shopping load to vehicular traffic 
congestion is the primary consideration in the article, but 
the executive of one of the largest department stores in 
the country is quoted as stating that, in his opinion, the 
greatest store problem was how to take care of the great 
majority of shoppers who come at a time when lunch for 
sales people had to be arranged. 


Lawyer (to flustered witness) : “Now, sir, did you or 
did you not, on the date in question or at any time, say 
to the defendant or anyone else that the statement im- 
puted to you and denied by the plaintiff was a matter 
of no moment or otherwise? Answer me, yes or no.” 

Bewildered Witness: “Yes or no, what?” 

* * * 

A negro employee was being questioned during an 
investigation after a trespasser was killed when he fell 
from a freight train. 

“Was the man on the train?” 

“Yes, suh.” 

“Where did you see him?” 

“Bout thuty cahs back from de engine.” 

“Where were you?” 

“On de back end of de tendah of the engine.” 

“What time of night was it?” 

“Bout leben o'clock.” 

“Do you mean to tell me that you saw that man thirty 
car lengths away at night?” 

“Yes, suh.” 

“How far do you think you can see at night ?” 

“Bout a million miles, I reckon. How fah is it to de 


moon ?” 
x * * 


Friend (eyeing very luxurious car): “But you don’t 
mean to tell me that you bought it just to satisfy a whim 
of your wife’s?” 

The Other: “Ah, you don’t know her, old man. 
got a whim of iron.” 


She’s 
* * * 


Farmer—‘‘Come on. I'll show you how to milk a cow.” 
Novice—‘“Perhaps I’d better start on a calf.” 





E Hardware 


Wherever you see a home or building equipped 
with RITE Hardware—there you will find cus 
tomer satisfaction—the kind of satisfaction that 
invariably means repeat patronge. To Sell RITE 4 
' Hardware is to sell hardware of surpassing qual- : 
ity, distinction and beauty that will reflect credit 

\ on your store down through the years. f 
Manufactured by 

Rite Hardware & 











May we 


send you a copy of our new catalog? 






A 


Distributed by 











AMERICA’S 

LEADING Mfg. Corp. 

JOBBERS 1646 No. Spring St. 
Los Angeles 















How’s 
Business ? 


Not 





The Modern store of 
A. M. Griffin, Plain- 
field, N. J., is Heller- 
equipped. 


When A. M. Griffin of Plainfield, 
N. J., found himself confronted with 
this problem, he decided to do some- 
thing about it. He felt that if the 
chain store could make a success of 
itself the independent dealer—always the bulwark of his com- 
munity—could do so likewise. So he studied chain store methods 
—discovered suddenly that his old store was hopelessly out of 
date—found that people won’t buy unless they can see what is 
for sale. He found out, by diligent inquiry, how Heller could 
re-equip his store—place his stock in such a manner that people 
couldn’t resist buying. 


Now business is good with Mr. Griffin. 
this modern, well-appointed store. 


People like to shop in 


Does the above question apply to your store? If so, send the 
coupon today for Heller’s personal advice and suggestions. No 
obligation or cost on your part. 


HELLER 


Business Building Store Equipment 
Check the items you are interested in, W C HELLER Xx co 


tear out this ad and mail it today. 
700 Bryant St., Montpelier, Ohio 


‘] New Style Display Tables 
O Price Tickets for Display Tables New York Office, 20 Vesey Street, 
Suite 500 


O Display Door Wall Cabinets 
1-10-29 (66-A) Write name and address in margin beluo 
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DIAMON D“E” 





All-Metal Frame 
CLOTH WINDOW VENTILATOR 
A good way to build additional consumer 
acceptance for DIAMOND “E” Adjustable 
Cloth Window Ventilators is to empha- 
size the need of keeping children’s 
play and sleeping rooms well 
aired in all weathers. 11 
popular sizes, retail 
at 45c. to $1.05. 












FROM 
YOUR JOBBER 











Werent 12 Ounces 
Swiveueo Swivtieo 






You can buy many handcuffs at a Lower Price, but you cannot 
buy better handcuffs at any price. 


Ask Us for Details 


PEERLESS HANDCUFF CO. 
SPRINGFIELD, MASS. 














Armstrong Bros. Adjustable Pipe Dies 


Made of Special Vanadium Tool Steel, these dies Foie ~ & every desira- 


ble feature: Correct Cutting Angle or Rake; ed Off’ Chasers or 
Cutting Teeth; Correct Throat Angle; and Ample Chip Clearance. Cut 
faster, easier and cleaner and back off” smoothly without jamming or tear- 
ing. Try a pair and you will use no others. Fit all standard stocks of 
the Adjustable type. 

WRITE FOR CATALOG P-10 


ARMSTRONG BROTHERS TOOL COMPANY 
“The Tool Holder People” 
314 N. Francisco Avenue Chicago, U. S. A. 











REZNOR ORTHORAY 


Send for CATALOG 


A Marvelous Development in 
GAS HEATING 


BACKED by the famous Reznor 
guarantee. Sold for you by 
the big continued intensive national 
advertising program. Reznor is 
the world’s most complete line of 
Gas Heaters. 








REZNOR MFG.CO 
MERCER, PA. 


Hot of the Nail Ke 





| ee . 
| line listener. 





Little yarns that others have laughed 
over culled from various sources. As \- 
a contemporary puts it: “Some of them 
have been copied, the rest will be.” 


For some unexplained reason, all these hog, cow, and 
dog calling contests make us wonder what would happen 
if someone started a husband calling contest in Holly- 


wood. 
* * x 


Prospect: ‘“‘Wouldn’t think of buying here. Why, 
you have only two or three buildings in this new town 
of yours.” 

Realtor of Boom Town: 
the parking space.” 


“T know, but just look at 


* * * 


The professor was asked to give his definition of 
woman. After clearing his throat he began in his 
leisurely way: 

“Woman is, generally speaking—” 

“Stop right there, professor,” interrupted a mascu- 
“If you talked a thousand years you’d 


| never get any nearer to it than that.” 





a 


“So your family gave you a wrist watch when you 
entered college? What do you think they will give you 


| when you graduate?” 


“Don’t know. Grandfather’s clock, most likely.” 


* * * 


Two negro expressmen mixed their flivvers at the 
depot. 

“Hey, dar culled man,” yelled one to the other, “I’ll 
knock yo’ out of house and home if yo’ don’ back up.” 

“l’se got no home,” retorted the other offending 
driver. ““Now what yo’ gwine do ’bout it?” 

“T'll dig yo’ one, nigger—I’ll dig yo’ one.” 





* * * 


As they sat alone in the moonlight, 

She said, while she smoothed his brow: 
“Dearest, I know my life’s been fast, 

But I’m on my last lap now,” 


* * * 


But there really is a difference between being married 
and being in jail. Sometimes a man in jail gets time 
off for good behavior. 


* co * 


“Did my father leave an order with you this morning 
for a load of wood?” asked a strange but attractive 
young lady of a well-known planing mill man. 

“IT don’t know, miss,” he replied. “There was a 
gentleman in who said to deliver a load to a driver who 
would call and said it was for Mr. Zell.” 

“Yes, thank you,” said she, “I’m Gladys Zell.” 

“Teh, what?” gulped the millman. 

“I’m Gladys Zell,” she repeated. 


“Oh, ves, of course,” he replied, “so’m I.” 
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“Is there a word in the English language that contains | 


all the vowels?” 
“Unquestionably.’ 
“What is it?” 
“T just told you.” 


, 


* * x 


“Have you much room in your new flat?” 
“Mercy, no! 
small, I have to use condensed milk.” 


* * * 


Old Slow Poke: “Mister Jackson, er—that is, I 
would like to er—that is, I mean I have been going with 
your daughter for five years.” 

Old Man: “Well, whadda you want—a pension ?” 


e +e 


I’ve kept that schoolgirl complexion. 
I’ve walked a mile for a smoke, 

I’ve asked the man who owns one, 
And he tells me it keeps him broke. 
I know that a child can play it, 

To guard the danger line I try. 

I know when it’s time to retire, 

And I’ve heard that they satisfy. 

3ut there’s one thing that baffles me, 
Even for a lifetime I strive, 

I'd like to know just whether or not 
I’m one of the four out of five. 


* * 


“She wanted me to ‘ave a finger in the pie, but | 
smelt a rat an’ nipped it in the bud.” 

Cook: “Lor’ Mrs. Jones, ’ow you do mix your sema- 
phores !”’ 

* * * 

“What's the matter with vour wife? 
up lately.” 

“She got a terrible jar.” 

“What happened ?” 

“Why, she was assisting at a rummage sale, took off 


her new hat and somebody sold it for thirty-five cents.” | 


* * * 


“Are you related to the bride and groom-elect ?” asked 
the busy usher. 

“No.” 

“Then what interest have you in the ceremony?” 

“T’m the defeated candidate.” 


* * * 


An Englishman was filling out an application for life 
insurance. His father had been hanged, but he did not 
like to admit the fact. So when he came to the line 
“cause of father’s death,” he wrote the following: ‘‘Met 
his death while taking part in public function, during 
which the platform on which he was standing gave way 
beneath him.” 

* * * 

At the wedding reception the young man remarked: 
“‘Wasn’t it annoying the way that baby cried during the 
whole ceremony ?” 

“It was simply dreadful,” replied the prim little maid 
of honor: ‘and when I get married I’m going to have 
engraved right in the corner of the invitations: ‘No 
babies expected’.” 

x * x 

“Tell, Nicholai, why you not marry with Marie 
Stanislauskakinivanovitch ?” 

“Well, Petroushka, to be frank, it took too long to 
introduce her to my friends.” 


My kitchen and dining room are so 





She’s all broken | 








Prove it! Let it drop—Bang-o! 

| right on the handle. Its amaz- 
ing resistance is due to the 
special, exclusive composition of 
the handle (developed after long 
experiment), reinforced by a 
steel insert, spot-welded to the 

| frame and running the entire 

| length of the handle. Notice, 

| too, the real diamond knurled 
handle, the frame ends of .165 x %” specially rolled steel and a 
three inch deep frame. Altogether—a quality frame at a price 
that only Forsberg can offer. Order from your jobber. If he 
can’t supply you, order direct from 


FORSBERG 
f 


The Forsberg Mfg. Co., Bridgeport, Conn. 


UP-TO-DATE 
Poultry Equipment 


For a Billion Dollar Industry 


A line with exclusive selling features including complete 
assortments of equipment to take care of various sized 
flocks. Something entirely new and a sure profit-maker. 
Every poultryman needs Up-To-Date Equipment and he is 
making good profits so that he can buy what he needs. To 
help you sell, a national advertising campaign will start in 
all of the leading poultry papers in January and continue 

throughout the selling season. 


America’s Largest Manufacturer 
of Hacksaw Frames Exclusively 













Every piece of Mit-Shel Up-To-Date Equip- 
ment is conveniently packed, and uncondition- 
ally guaranteed by one of the oldest and 
largest manufacturers of poultry equipment 
in the United States. 









Send today for the new Up-to-Date 
Dealers’ Catalog and Handbook. It is 
the first step towards a profitable equip 






mert business. 





Mit-Shel Stamping Mfg. Co. 4 
411 Payson Ave. 
Quincy, Il. 
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YZELTING 





Wivot Bearing 
FAULTLESS CASTER COMPANY 


EVANSVILLE. INDIANA. 


Canadian Factory: Stratford, Ontario 


UNE 


PATENT APPLIED 
TRADE MARK 


2 “es 


IN SECTIONS Ne measuring 


No cutting 





in attractive COLORS soln elt timiithig tan 


Easily assembled . Sections 
and easily sold. in a handy 


bundle. 


The Hardware Store 
Is the Hunter’s Arsenal 


Will He Find YOUR 
Products There? 


Guns, ammunition, hunting knives, hunters’ 
clothing and all the incidentals that appeal to 

the hunter are sold by hardware dealers 
throughout the country. These dealers keep 

in touch with the manufacturers by reading 

the advertising addressed to them in their 
business paper—HARDWARE AGE. 





Tell the hardware dealer about your product 
in the same manner and put yourself on an 
equal footing with your competitors. 
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American Steel & Wire 
Company 











When your customers de- 
mand the best in barb wire 
at the lowest cost you will 


find that American Steel 
ee €& Wire Company brands 

successfully meet their re- 
= quirements. 

Great tensile strength, 

extra heavy galvanizing, 
—s regularity of twist and 

firmness of barbs, are out- 
—— standing features of the 

following brands: 
== Baker Perfect 

Waukegan 

Ellwood Glidden 
Ellwood Junior 
American Special 


American Glidden 
Lyman Four Point 








Write for catalogue and prices 








American Steel & Wire Company 


Sales Offices: Chicago, New York, Boston, Atlanta, Birmingham, Cleveland, 
Worcester, Philadelphia, Pittsburgh, Buffalo, Detroit, Cincinnati, Baltimore, 
Wilkes-Barre, St. Louis, Kansas City, Minneapolis-St. Paul, Oklahoma City, 
Memphis, Dallas, Denver, Salt Lake City. 
*San Francisco, *Los Angeles, *Portland. *Seattle. 
*United States Steel Products Company. 





SALES STEELE SLED DELL ST TCLS AE LT ATLL IES one 














GRIFFIN Hinges of 
distinctive beauty 
and service—form 
the highest stand- 
ard of quality and 
uniformity. 


~~ 


RIFFIN 


~ Manufacturing Co 


ERIE, PENNSYLVANIA 
yanch Offices__, 






New York, m St 
Chieage, 5 wn Randolph st. 
Boston, 76 Batterymarch 
San Franeiseo, 703 Market St. 








ne ee 


Se et 
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@rretua t @ 


THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 


@ | RUBBER GOODS AND SPECIALTIES | #@ 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 








FAST SELLING TIPS FOR ALL PURPOSES 
370 ATLANTIC AVE, BOSTON, MASS. 


e—- t+ ~ eq 





















































re) eee fr ee6 
They | © They 
Are ie) Gone Are 
the Best 7 the Best 























Millions oA 
« —MOE’S LINE— 
and Millions A Standard, up-to-date line of Poultry 


Of People Are Pushing Equipment. Everything needed, and noth- 


ing better made. 


BOMMER SPRING HINGES Be ready for the coming Baby Chick season 


Whenever They Open a Door with a well assorted stock of Feeders, Foun- 


tains, etc. Moe’s Line is complete. Write 





Follow for latest Catalog and Prices. 


the Line of Least Resistance 
HoEFT & COMPANY 
Stock and Push Them 2305 Davis St. North Chicago, Ill. 


Bommer Spring Hinge Co., Brooklyn, N. Y. 

















They see it 
jOISH They try it 
§ They buy it 











_ The NEW “YANKEE” 


Ratchet Brace No. 2100 


With the famous Yankee Ratchet. Works like a 
watch. Unbreakable, — Dust-proof, — Moisture-proof. [| 
New Chuck holds any bit (Round, Square or Taper | 
Shank) accurately, and can’t loosen. Made and fin- f 
ished like a precision tool. Never a brace like it. | 


COUNTER DEMONSTRATOR 9 ff 


This is furnished (free of charge) with every three 
braces, if specified on the order. Helps the user sell 
himself. Better phone or write your jobber at once. 


SIZES 
8-10-12 and 14” 


NORTH BROS. MFG. CO. 
PHILADELPHIA, PA. 





New “YANKEE” Double Packing 





TOSS RS Bc as 
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Sherman Wrought Brass 
Hose Clamp (Patented) 











Will Outlast 
Any Hose 
It Is Used On 


A strong claim, but the Sherman is an 
extra strong hose clamp. It’s made of 
the right stuff in the right way. No 
light material, but heavy wrought brass 
of proven quality and durability for 
more than 30 years. The 


SHERMAN 
Wrought Brass 


HOSE CLAMP 


has very rigid ears which cannot pull 
together when clamp is tightened. These 
ears form a lock-nut. The tongue runs in 
a channel which holds it close and gives 
uniform grip. The Sherman can also be 
pulled extra tight with unusual pressure 
because of the heavy shoulders used. It’s 
the only hose clamp that can be opened 
and removed and used over and over 
again, because of its great durability and 
rust-proof qualities. 


Made to fit 3/16” to 3” hose. 


Order now. 


Sold Through Jobbers 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 











GUARANTEED 


OSWwe sv 
Stillson Wrenches 









Usual Trade 
Discounts 





Total List 
Value 


$22.50 


Already packed in a strong box 
Sizes 6” to 24” 


This set of Six Genuine Oswego Stillson 
Wrenches can be sold almost as easily as a 
single wrench, increasing your turnover and 
volume. The light, compact box in which we 
pack each set, is strong enough for parcel post 
shipment to out-of-town customers, and is a 
great advantage in storing, handling and 
demonstrating the set. 


1 6” 
8" 
10” 


14° 
GUARANTY TAG 
ATTACHED TO 
EACH WRENCH 
Each wrench has behind it 
more than forty years experi- 
ence in the manufacture of 
quality tools, and is guaranteed 
against defective material and 
workmanship. 


The OSWEGO TOOL Co. 


Established 1887 
OSWEGO 





Incorporated 1893 
NEW YORK 

















EET an 
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For Satisfied Customers 
SELL 


g-MURPHy. 
ent? am 
“KNIVES 


Outstanding Knife Values 


Knives for all crafts and trades, for home 
and workshop. Every knife makes good or - 
we will. 


The knife shown— 
R. Murphy’s Oil Cloth Knife 


looks its quality. Oil cloth is tough cutting. 
Real steel—steel that holds its edge—that 
remains sharp are the “back bone” of the 
popularity of this and every R. MURPHY 
Knife. 


Stock Up and Keep Your Stock Up 
with R. MURPHY’S KNIVES 
Shoe—Sloyd—Clam—Painters—Plaster— 
Roofing—Kitchen—Pruning, etc., etc. 


Write for Illustrated Catalog 
No. 1 
Oil Cloth 


ROBERT MURPHY’S SONS CO, § knite Blade 
Est. 1850 AYER, MASS. —_— 





Your sales of 
Superior Hex- 
agonal Netting 
can be materi- 
ally increased 
by suggesting 
this evenly 
woven and 


heavily galvan- 
ized product for 
various uses. 


The Netting with the 
Rooster Label 


G. F. Wright Steel 
& Wire Co. 


Worcester, Mass. 








IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 
MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mase. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 





Style A 


CAROLUS CUTTERS 


The Style A is a Straight or Side Cutting Bolt Cutter. 
Carolus also offers you the Style B, or Straight and End Cut; 
also Style N, Straight and End Cut with Nut Splitter. Steef 
Plates hold Jaws rigid, giving straight cutting at all times. 
(Made in SIX SIZES and THREE STYLES. 


If your jobber cannot supply you, write us direct for 
Literature and Prices. 


CAROLUS MFG. CO. Sterling, Ill. 


Sales Representatives—Surpless, Dunn & Co. 
NEW YORK, CHICAGO 














lok 


THE CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 
Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohie 











ip ence anna 


Sasiotied 
Customers 


Profitable 
S 


nings Mfg. Co, 


Chester, nn. 
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You Can Fool Some 
of the People, etc.— 





But you can’t fool any- 
one with a box of poor 
quality, short weight 
tacks. There are too 
many of them. 


ATLAS 
Tacks & Small Nails 


Please every customer, every time 
a tack or nail is used. Full 
weight, honest count of quality 
tacks or small nails in every Atlas 
box. 

You take no chances, selling 
them. 


Order through your jobber. 


ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 





The “Premier” 
Ball-bearing—Adjustable Tension 











— —— — 
== GHICACD) olE™ 
te 7 Type 4001 





Quality and Durability 


” 


“Premier” Spring Hinges may be sold on 
their Quality and Durability without hesitation 
or reservation. 

The design and construction of bearings has 
been given careful attention and many years 
of use on thousands of doors has proven their 
quality. 

An added feature of importance is the sim- 
plicity of application which requires only a 
rectangular mortise cut in the lower corner of 
the door. This means reduced labor costs. 


Send for Catalogue H-42. 
Chicago Spring Hinge Company 


CHICAGO NEW YORK 
U. S. A. 


























WOOD SCREWS 


Rivets Roofing Nails Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
G. M. Baird & Co., Memphis, Tenn. 





PLUME TVULS 


E. HAND- FORGED X | FORGED X | 





SELL TOOLS 

with this Display 
Board! 
Plomb Tools are su- 
perior quality, hand- 
forged for great 
strength and long wear, 
for’ 

Carpenters, Plumbers, 
Auto Mechanics, 
Tinners, Bricklayers, 
Concrete Workers. 
Send for our 


Complete Catalog— 
we sell you direct 


an 
Advertise Nationally 


Plomb Tool Company 


2209 Santa Fe Ave., 
Los Angeles 





627 W. Washington Bivd., Chicago 
12 Lispenard St., New York 


Immediate Delivery from 
Warehouse Stocks 

















Ne RAE OUR pp ct Fh 9 NV am 














First over 









the eounter 


Starrett 
Combination 
Square 


No. 94 










every time! 


2552 


Sell Starrett Tools 













2 
1S 
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EVERY BUYER’ 5 
PREFERENCE 





NO MALLEABLE IRON in the Blue Bird Pruning Shears. 
Solid Drop Forged—High Carbon Steel. Blades carefully tem- 
pered and forged as a solid part of the hand-fitting Royal Blue 
Enameled Handles. Durably made—even a real Volute Opening 
Spring—positive end lock. The machine hollow ground blades 
may be re-ground. Nothing to break—not even a rivet to wear 
loose. Every pair accurately adjusted, ready for work and packed 
in individual telescope boxes. Fully warranted. Generous profits 
for jobbers and retailers. Deserving of a place along with our 
other Blue Bird Tools. Better order your stock today, they are 
selling fast. 


BERGMAN TOOL MFG. CO. 
Buffalo, New York 











Cuts Lids Smoothly—Close to 
the Edge — and Removes Lid 


This feature of the VOOS Can Opener is 
appreciated when the housewife desires to 
open a can of pears or pineapple and remove 
the fruit in perfect condition. 

The sharp point pierces the can easily and 
the keen, hardened and tempered blade cuts 
smoothly without tearing. When through 
using, the corkscrew folds out of the way. 
The attractive white enameled handle fits 
the hand comfortably. Also made with col- 
ored handles, Red, Yellow, Green and Blue. 
Dealers supplied by 


Factory Representatives: 


JOHN H. GRAHAM & CO., INC. 
113 Chambers St. New York City 














A BIG 
SELLER 
RIGHT NOW 
when ventilation 


without draft is 
essential 


Wurldobest 12022" 

VENTILATORS 
A profitable item for dealers. Appearance and sturdiness 
attract buyers. Made of all-metal, finished in olive green 
baked enamel. Built-in copper screen keeps out rain, 


snow, 80% dust. Nationally advertised. Order through 
your jobber or direct. 


ALLWEATHER VENTILATOR CO., Inc. 
452 Lexington Avenue New York City 















"REAL METAL Solder 

in Paste Form— a 
Packed in 
Collapsible 
Tubes 











Greatest Soldering Convenience 

Ever Invented. 

Every Electrical Connection 

or Intricate eg Needs ~ 
SOLDERALL 


a ‘THE SOLDERALL CO., Hewark, N.J._ | 
yy ) Results — »d Equal to Wire or Bar Solder. 4 



























_————————————a 


ix 
,@ 
or 
SAMSON CORDAGE WORKS 
BOSTON, MASS. 


NY.Ns) = On XO): 9 0) 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 





The reputation of 


Brown £4 SHARPE 
TovuLs 


for Accuracy and Reliability 
finds them a ready markct 
wherever metal is used 


BROWN & SHARPE MFG CO 
Provinence RI USA 


Worlds Standard of Accuracy 











There’s a Mine 
of Information 


vitally-important facts, live mer- 
chandising ideas and sales-produc- 
ing methods in HARDWARE AGE 
each week. Make it a habit to read 
your business paper regularly and 


thoroughly. 
































HARDWARE AGE for JANUARY I0, 1929 113 





BULL@ FROG 
WHEELBARROWS 


Contractors and others who use this Model 64 Bull Frog 
with its perfect balance, shaped handles, seamless elevated 
tray, and “Never Break"’ Wheel realize how much good 
design means to a wheelbarrow. Other Bull Frog barrows, 
carts and scrapers for every garden, farm, mill, mine, con- 
tracting and industrial use. Write for catalog. See your 
jobber. 













The Toledo Wheelbarrow Co. 
Toledo, Ohio 
Branch Office and Warehouse 
Chicago 
69 E. Wacker Drive 






















Simplex 
Screw Jacks 


Sell on Sight! 


Their Visible Screw, Stability, 
Workmanship & Duco Coloring 


Create Sales Appeal 


Templeton, Kenly & Co. and Trench Braces 
EST.1A99 


Sim plex Lever Jacks, 
Pipe Pushers 


have been famous 
for Years 


Chicago, II1.,U.S.A. 





A Strong, Plumbers’ Tool Bag 
That Makes Heavy Loads Easy 


Black harness leather. 
Padded adjustable 
shoulder straps for 
comfort. Two straps 
encircle bag for extra 
strength. Lockstitched. 
Smooth finished. Sizes 
14”-24” x 7” x 8” for 
Plumbers and Elec- 
tricians. Also Masons’ 
tool bags, rolls, golf 
bags and brief cases. 
Get our prices. 


LENDZION LEATHER Goons Co.}247 &,.Astand 





When Your Customers Ask for a File Sell Them the 


SWEDISH CIRCULAR CUT FILE. 





Made in Sweden—and fully guaranteed. 


Craftsmen all over the world have been using these files for 
generations. 
They are reliable, have endurance. uniformity of temper and 
hold their sharpness. 
Bastard Flexible Blades 
Smooth Tanged 
Circular Cut Half-Round 
We Carry a Full Line of Swedish Made Tools and 
Hardware. 

Order from your jobber today, or write 
SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. Y. 
Minneapolis, Minn. Seattle, Wash. Montreal, Can 











YERS correo’ 


y 
MODERNIZE STORE METHODS 


To provide adequate storage facilities for shelf stock—te 
make ibl n jent for clerks and stock men 
to handle with absolute safety—to insure quick service for 
wholesale or retail trade—install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, over- 
head track system, firm construction throughout, eliminate vibra- 
tion and noise and produce a ladder of ample strength for 
safety. convenience and efficiency. One style onl eat of 
design—attractively finished—any height—easily installed — 

meets most requirements. Circular on request. 


: mE FL EMYERS & BRO.co. 
ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 















































Successful retailers are 

picking the Fireplace 
Radiona as a leader for their 
heater departments this winter. 







To see the Fireplace Radiona is to 

realize that nothing in the industry 

compares with it—in features, appear- 
ance and heating ability. 


Write for details of our interesting 
dealers’ proposition. 


KEYSTONE 


Box Kit Socket Wrench 


Meets the demand for a 
moderate price emergency 
wrench set. 6 sockets and 
handle. Finely finished, 
tapered steel box. Does not 
rattle. 









Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, 
Dunn & Co., New York, Chicago 


No. 222 
list price 





















A-P catalog No. 97 is an authentic buyers’ guide 
for garage door hardware, door hangers, over- 
head carriers, fire door hardware, rolling ladders, 
spring hinges, airport hardware. Keep yours at 
your finger tips. It will help you close many 
money-making hardware jobs. = 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 




















H 
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Classified Opportunities 








Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


Classified Advertising Rates BOXED DISPLAY RATES 


1 inch 


Opportunity Exchange Section Each additional inch. 





eeeeeeee 





Minimum of 5 lines. 


Bet Solid, 
ones he agg pon gee manne Reo Di See heeiied Advent 
Each additional line.. = “30 4 insertions, 10% off; 8 insertions, 15% 
Average 10 words to a line off 
Allow One Line for Keyed Address Remittance Must 


8 les of handise, literature, catalogs, etc., 
ee ne eee pt wR 





Accompany Order 


Positions Wanted Advertisements 
50% off rates quoted 


Address your advertisements and replies te 

Hardware Age, Classified Opper- 

tunities, 239 West 39th St., New 
York City 


Harpwars Acer is published each Thursday. 


Forms close Nine Days previous to date ef 
publicatton. 











ring more than ordinary reforwarding postage should not 


o box num 








BUSINESS OPPORTUNITIES 


POSITIONS WANTED 








LIGHT LOFT TO RENT FOR OFFICES 


In hardware building, 106-110 Lafayette St. Corner 
Walker St. Entirely occupied by hardware corpora- 
tions. Apply to John S. Melcher, 68 William St. or 
your own broker. 








i 


FOR SALE—Retail hardware store in best location in community draw- 
ing from 25,000 population within radius of ten miles. Will accept mod- 
erate initial payment and lease building for term of years at low rental, 
giving purchaser ample time to pav for stock on deferred payments. 
Stock inventories about $40,000. This is a wonderful opportunity for an 
experienced retail hardware merchant. Address Box 1-226, care of Harp 
WARE AcE, New York, 

A MANUFACTURER OF A PUPULAK ITEM, well known and sold 
to the hardware, housefurnishing trade and syndicates. Would consider 
consolidation with manufacturer of a kindred line. Responsible parties 
are invited to correspond. Address Box 1-207, care of Ilarpware AcE, 
New York. 

HARDWARE OR GENERAL MERCHANDISE STORE in Southern 
Wisconsin or Northern Illinos from owner, who will take c'ear Rockford 
property in exchange. Send full information. H. W. HERRON, 607 
Forest City Bank Bldg., Rockford, Illinois. 














FOR SALE--RETAIL hardware and implement store. Located in 
center of good dairy community. Business established 35 years. Reason 
for selling, gong in other business. Price $7,000. Address Box 1-223, 
care of Harpw ARE AGE, New York, — 








WILL PURCHASE Easy, Ma:tag. Boss, ABC and other makes of 
Electric washers for cash, large or small quantities. Keplies confidential. 
Wire er write. CLAUSS ELECTRIC SERVICE, Inc.. 218 West 4th 
St., Cincinnati, O. 


WANTED—TO BUY a hardware store somewhere in New York State. 
Address Box I-202, care of Harpware Acz, New York. 


HELP WANTED 


WANTED—FIRST CLASS builders hardware man in prosperous up- 
to-date retail hardware store. Illinois location. Must be able to figure 
blueprints accurately and alle to produce results. Young man with ambi- 
tion and initiation who wants to make a place for himself. Give all 
information in first letter. Address Box 1-219, care of Harpware AGE, 
New York. 

















WANTED—SPORTING | GOODS RETAIL SALESMAN. One espe- 
cially versed in athletic goods with ability to sell clubs and associations. 
Young man of clean habits. Must be well recommended. Have pep, 
push and determination to make good. Give all information in first letter. 
Address Box 1-220, care of Harpware Ace, New York. 





WANTED—EXPERIENCED SALESLADY to take charge of house- 
furnishings department in prosperous retail hardware store doi ng business 
well over a quarter of a mi ay dollars annvallv. Tl nois ‘ovation. Give 
all information in first letter. A‘dress Box I-218, care of HarpDWARE AGE, 

Yew York. 





WANTED—ASSISTANT BUYER and stock keeper wholesale and 
retail hardware. Young man preferred. Must be hard worker and willing 
to learn. Plenty of opportunity for advancement. Give all particulars in 
first letter. Address Box I- 217, care of HARDWARE Ace, New York. 











WANTED—ONE OR TWO young men with some experience in retail 
hardware sales. Salary $75 per month and commission on sales. Address 
Box I-205, care of Harpware Acg, New York. 


WANTED—BILL CLERK to price sales sheets and figure profits. 
Pag -_ per month. Address Box I-29%, care of HARDWARE AGE. 
ew Yor 








ABBY 


118 W. 42nd 


HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 


EVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WEEKLY SALARY INVOLVED 


STATE 
MALE AND FEMALE 


E EMPLOYMENT AGENCY, INC. 
Remington Building 
Street Bryant 7374-5-6 











CAN Y 


tising Agency. 


States and is a 


further particu 





Desires to locate in the South. At present part owner, Vice- 
President and Treasurer of a successful New England Adver- 


to a more equable climate. Age 47; a Southerner and a college 
man; 25 years’ sucessful experience as a salesman, sales execu- 
tive and advertising man. Has traveled throughout the United 


erally. An opportunity to procure the services of a man of 
broad experience, sound judgment, unusual energy, and 
uhwavering loyalty. Will consider executive position com- 
mensurate with his experience and ability. For references and 


AGE, New York. 


OU USE THIS MAN? 


Recurring illness in his family forces a change 


keen and analytical student of conditions gen- 


lars, write Box 1-210, care of HARDWARE 











university education 


particulars address 
i Hinois Ss. 


1-128. care of Harp 


experience, especially 
as traveling salesman. Am studying course in salesmanship. For further 


SALESMAN, HARDW ARE RETAIL, marr‘ed, age 37, two years 


, 8 years’ experience hardware, 5 years’ managing 
familiar with paint and stoves, would consider offer 


HARDWARE, 509 West Graham St., Bloomington, 





SALES EXECUTIVE WITH 12 YEARS’ EXPERIENCE in charge 
of sales, advertising, distribution Domestic and Foreign Markets. Thor- 
oughly familiar with wholesale hardware, mill supply, auto accessory and 
industrial trade, desires a connection with a manufacturer. Willing to 
locate anywhere. Opportunity is as important as salary. Address Box 


warE AGE, New York. 





ing Sales and engin 


Box 1-215, care of 


COMPETENT HARDWARE MAN and specialist in Warm Air Heat- 


eering and stoves. Can handle any hardware depart- 


ment or buying. Prefer Middle West location, but not essential. Address 


Harpware Ace, New York. 





HARDWARE MAN, Experienced in builders’ hardware, machine and 
mechanics’ tools. miscellaneous supplies and shelf hardware. 20 years’ 
experience. Address Box I-212, care of HArpware Ace, New York. 











LET US Help You Word Your “Want.” 
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assified Opportunities 








SALES ACCOUNTS WANTED 


SALES ACCOUNTS WANTED 








Attention, Manufacturers! 


Old established firm of 
Manufacturers’ Representatives 
DUN’S RATING: $125,000—High. 
Wishes to handle additional lines or big-value 
specialty items on 
Pacific Coast 


We ‘sell your merchandise on a commission basis for 
shipment from your factory or handle and distribute 
your line through our well-organized selling and ship- 
ping organization from 


Our Own Warehouses in 
Los Angeles and San Francisco 


eliminating for you all merchandising expense and 
credit risks. Correspondence invited. Box I-216, care 


of HARDWARE AGE, New York. 














Manufacturers Salesmen 


Wanting additional lines to the hardware and 
auto supply jobbers, on a commission basis in 
California. Twenty years experience selling the 
better trade. We invite investigation as to our 
ability, integrity, financial standing and etc. 
Dan W. Morris, 915-916 Washington Bldg., 
Los Angeles, California. 











MANUFACTURER’S REPRESENTATIVE 


Open for two or three representative lines of hardware and house- 
furnishings to jobbers and department stores in the following terrt- 
Baltimore and 


tory: New York State, New Jersey, Philadelphia, 

Washington. Fifteen years personal contact with hardware jobbers 
and leading retailers throughout country, Have made thorough study 
of merchandising. Highest credentials will be furnished by many 


of the best known concerns in the trade. Edward Weingarten, 286 


Fifth Avenue, New York. 














A MANUFACTURERS’ 
OPPORTUNITY 


A long established and highly successful Sales Corpora- 
tion well and favorably known for years on the Pacific 
Coast solicits correspondence with Eastern manufacturer 
desiring a strong Western connection. This corporation 
manufactures and sells only one line to the hardware 
jobbing trade, and is in an unique position to represent 
some other manufacturer who wishes to establish a Pacific 
Coast office. Commission basis preferred but open to 
other arrangements. Bank and commercial references on 











SALES REPRESENTATIVES WANTED 


ONE OF THE OLDEST and best known manufacturers of tools 
wants a representative to call upon wholesale hardware buyers in a terri- 
tory where a good business is already established. This is a tool spe- 
We want a full time man and one not over 35 years of age. 








cialty. 
Address Box 1-206, care of Harpware Acz, New York. 

FIRM WITH ESTABLISHED LINES imported cutlery, hardware, 
tools and fishing tackle, has opening for energetic salesman in Pennsyl- 
vania and Ohio territory. Give complete information concerning your 
previous employment. Address Box 1-224 care of HArpware AcE, New 


York. 








Experienced salesmen who 


SALES REPRESENTATIVES WANTED. 











request. Address R. A. Barron, 24 California St., San have sold Rope to hardware and mill supply trade can make a good con- 

Francisco, Cal nection. Give references and territory covered. Address Box 1-225, care 
14 of Harpware AcE, New York. 

WANTED—TWO EXPERIENCED builders’ hardware salesmen, only 

MANUFACTURER’S REPRESENTATIVE, 10 YEARS’ EXPERI- men with ability, enterprise and experience need apply. Write giving 


ENCE IN METROPOLITAN DISTRICT, IS SEEKING A GOOD LINE 
OF ELECTRICAL APPLIANCES, HARDWARE OR HOUSEFUR- 
NISHINGS THAT CAN BE SOLD TO HARDWARE DEAL ERS, 
JOBBERS, DEPARTMENT STORES AND RESIDENT BUYERS. 
ADDRESS BOX I-222, CARE OF Harpware Ace, NEW YORK. 


HARDWARE SALES ORGANIZATION, at present representing a 
New York distributor, is interested in securing sole New York sales rep- 
resentation for builders’ hardware manufacturer. Large present following. 
Members have thorough knowledge of builders’ hardware, contract estimat- 
ing, etc. Address Box 1-221, care of Harpware Ace, New York. 





past experience and connections. Salary and commission basis. Address 


Box 1-208, care of HArpwar® Acer, New York. 








COMMISSION SALESMEN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638. care of Harpware Acz, New York City 





OPPORTUNITY FOR EXPERIENCED hardware 


EXCEPTIONAL 
WEINSTEIN & 


salesman, acquainted with the Metropolitan district. 
LEVINE, Inc., 81 Warren St., New York. 








WHERE BUYERS and SELLERS MEET 


Hardware Age. 


Opportunity 


HARDWARE AGE 





| ow you are in the market to buy or sell a store, to secure help 
or a position, or to secure sales representatives or a sales account 

look over the offerings in the Opportunity Exchange section of 
If you don’t see just what you want, ask for it as 
there is always some one who will be interested in your proposition. 


Rates on Request. 


Exchange Dept. 


Hardware Age is the 
authoritative national 
hardware paper and is 
read by dealers and 
jobbers in all sections 
of the country. 


239 W. 39th Street, New York 
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part of the advertising contract. Every care will be taken to index correctly. 
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Pittsburgh Steel Co........... 8 
WO Orica enrcassseed 111 
Plumb, Inc., Fayette R 
Plymouth Rubber Co.......... 
Popular Science Monthly...... 
Pratt & Lambert, 
Premax Products, Inc......... 


Plomb 


EMO is 65us08s 


Progressive Mfg. Co.......... 
Propp Co., 
PRON BONN CO. .s sins cievicsas 
Pyreme Mtg: COs 6.6 6530808 5<% 


Pyrex Sales Division.......... 


R 


Renee: 1F0R COs sk. sc cccceeee -- 
Reading Sheet Metal Prods. Co. 
Reed & Prince Mfg. Co....... 
Remington Arms Co., Inc..... 


87 





Remington Cash Register Co., 


BINP a ieg sora as metro t Sisidss.s 
Remington-Rand Co, . 
Reynolds Wire (Ce... 2... eee. 
Reznor Mfg. Co....... 
Richards-Wilcox Mfg. Co...... 
Richland Rubber Co........ 
Rite Hdwe. & Mfg. Corp 
Rixaon’Co., Oscar C..... 
Robertson, Arthur R...... 
Rock Island Stove Co....... 
Rose & Brothers, Wm.... 
moth; Ttic.,. Oe. .......-5: 
Ruby Chemical Co... 

muse Mile. Co. 5066055 55%. 
Russell & Erwin Mfg. Co. 


Russell, Burdsall & Ward Bolt 
Ee ae Sa ee 


Russell Cutlery Co., 


JoRns........ 


Ss 


Sacks, LOUIE aoa cies ieee 
Samson Cordage Works....... 
Sand’s Level & Tool Co 
EE, oD | 


ee a re 


Inc., 


Savage Arms Corp.......... 
os ae | 
webs Big. Ces... cccceeess 
Schrade Cutlery Co........... 
Schrader’s Sons Co., A........ 
MEOW Ble Ee: Sacieaeacwexs 
Segal Lock & Hardware Co.... 
Shapleigh Hardware Co........ 
Shelby Spring Hinge Co....... 
Sherman Mfg. Co., H 
Sherwin-Williams Co. 
Sidway-Topliff Co. ............ 
paver Lame Ces o4o505655 cote 
Simonds & Steel Co... ..... 
Simonds-Worden-White Co. 
Simonsen Iron Works......... 
Simplex Flux & Solder Co..... 
Smith & Co., Inc., D. B 
Smith, Inc., Landon P........ 
Smith & Sons, Inc., Seymour. . 
i Eh or 
Spargo Wire Co. .....5...... 
Standard Oil Co., of N. J..... 
Standard Tool Co............. 
Stanley Works 
i 
Stover Mfg. & Engine Co..... 
tration: MEE: CG... ssc ceeeces 
Studebaker Corp. of America. 


Saw 


emer MI C6 eicc cs ska cens 
an) Aa: aa 
Televocal Corp. 








THE DASH (—) INDICATES THAT THE 








ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE 


, Kenly & Co., Ltd... 
Timken Roller Bearings Co.... 
Toledo Metal Wheel Co 
Toledo Wheelbarrow Co 


Trimont Mfg. Co 


Tubular Rivet & Stud Co 
Tucker Duck & Rubber Co 


Turner Brass Works........... 


Union Fork & Hoe Co 
Union Hardware Co 
Union Steel Products Co 
United Hardware & Tool Corp. 
United Publishers Corp 


U. S. Chain & Forging Co...... 


Vaughan & Bushnell Mfg. 
Vaughan Novelty Mfg. Co 


Warren Mfg. Co., J. 
Western Cartridge Co 
Western Importing Co 


Whiting Adams Co 
Whitman Barnes Detroit Corp.. 
Wickwire Brothers ............ 
Wilcex, Crittenden & Co 
Winchester Repeating Arms Co. 
Wiss & Sons Co., J 


Wolverine Supply & Mfg. Co... 
Wood Shovel & Tool Co 


Wooster Brush Co 


Wright Steel Wire Co., 
Wyoming Shovel Works 


Yale & Towne Mfg. Co 


Zenith Radio Corp 
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BOTTLE CAPS 


Home Use Bottle Caps: This is the fastest selling 
Bottle Cap on the market—the leader in the low- 
price field. Every cap perfect which assures a per- 
fect seal. Sold in one gross and 1-3 gross packages; 
also in bulk packages containing 50, 100 and 200 
gross. 


Pyramid Bottle Caps: This cap is the leader in the 
quality market—the only cap made with the famous 
“Cushion Seal.” Manufactured by automatic ma- 
chinery—never touched by hand. Sold only in 
sealed packages (one gross and 1-3 gross). 


A sample package of either brand will 
be mailed upon receipt of 10 cents in 
stamps to cover mailing costs. 


CROWN CORK & SEAL CO. 


World’s Largest Makers of Bottle Caps 
Baltimore, Md. 











DOMES of SILENCE 
Every Home Needs Them 


Every piece of movable furniture in the 
home needs Domes of Silence. The 
housewife finds them easy to apply—a 
hammer is the only tool needed. Once 
on, they stay put and stay sold because 
they move easily and silently and last a 


lifetime. 
If Your Jobber Cannot 
Supply You—Write Us 
Direct 


We also make all grades of Sliding Casters, Pin 
Slides, Felt Slides, etc. 


DOMES OF SILENCE, INC. 
21 Pearl Street New York City 

















EALERS everywhere are selling an 

increasingly large number of ACME 
casters. The ball-bearing feature appeals to 
everyone. 


DEMONSTRATE ACMES 


Roll an Acme caster on your hand or along 
the counter. Show the smooth quiet action 
of ACME casters. Let your customers 
visualize the superiority of ACMES over all 
other casters. A demonstration always sells 
ACMES with generous profits for the 
dealer. 


The Schatz Manufacturing Company 
Poughkeepsie New York 


Agents: J. C. McCarty & Co. 
253 Broadway N. Y. City 
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CROSS DRAFT 
SLING UNLOADER 








Farmers appreciate Myers Hay 
and Grain Unloading Tools. First— 
because they unload the hay or grain 
from the wagon rack into the mow with 
speed and‘a minimum of labor. Second— 
because they are durable and dependable. 
Third—because there are styles and sizes for 
individual requirements on farms of extensive 


or limited acreage. 
We ask no better evidence of their serviceability than 


the tens of thousands of Myers Unloaders, Forks, Slings, Pul- 
leys and Fixtures, many of which have been used as harvest follows 


harvest for more than forty years. 
The uniformly high standard of quality of Myers Hay and Grain Unloading Tools is just as 
universally recognized by dealers as it is by their customers. For many years dealers in every 
agricultural section have looked to the Myers Line for profits before.and during \harvest. Satis- 
— unloading service is the Myers record that sustains profitable business for Myers 

ealers. ' 
Select the Myers Line for 1929 and sell hay and grain unloading tools for 
long and satisfactory service. One of our representatives will see you soon, or 
we will be glad to send catalog and quote direct. 


jeez ‘Rae, 
l ) aEy.. Write or wire. 





ASHLANDB, OHIO. 
Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every 
WATER SYSTEMS-HAY GRAIN UNLOADING TOOLS - BARN. FACTORY end 
GARAGE DOOR HANGERS: STORE LADDERS, Etc. 


J A SEFE MYERS 8 BRO 
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START THE NEW YEAR RIGHT 
With One of these Stands 


This display stand is 
available without cost 
to hardware dealers. 
If your jobber hasn’t 
one for you, ask him to 
| write us for a supply. 

We have a limited num- 
ber in stock. 














‘ 


WALWORTH 


Walworth International Co. Distributors in Principal Cities of the World Walworth Company, Limited : 
Foreign Representative, 11 Broadway, N. Y. General Sales Offices: 51 E. 42nd St., New York 10 Cathcart St., Montreal, P. Q. 


MASTER STILLSON 
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